Cable  &  Wireless  didn't  make  any  friends  when  it 
cut  off  service  to  14  ISPs  last  week.  Page  8. 


DEADLINE  NEARS 


New  rules  that  will  help  the  disabled  navigate 
Web  sites  go  into  effect  June  21.  Page  40. 
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Jirr]  Thannum,  director  of  Internet 
engineering  and  communications  at  FedEx. 


By  Carolyn  Duffy  Marsan 


of  requests  from  vendors  pitching  new  products  is  a  necessary 
evil  for  most  network  executives.  But  it's  a  particularly  tough 
task  atjroni-narne  IT  shops:  the  financial  services,  pharma' 
ceuticgpnd  transportation  companies  that  vendors  covet  as 
nrizcdprly  adopters. 

#j^llr#  vendors  ratchet  up  the  hard  sell  with  scattershot 
stiffs  pitches,  innovative  IT  departments  are  putting  procedures 
ffiJlfeejt  better  coo^He  their  responses.  See  s/w,  Paqe  73 


SuperComm  offers  a  glimpse 
of  future  voice/data  services 


BY  JIM  DUFFY,  TIM 
GREENE  AND  TERRI 
GIMPELSON 

ATLANTA  —  Despite  the 
capital  spending  crunch,  Super¬ 
Comm  2001  last  week  was  rife 
with  demonstrations  of  new 
products,  technical  advance¬ 
ments  and  interoperable  gear. 

From  the  activity  on  the  floor 
and  in  the  booths,  it  was  hard  to 
tell  that  the  industry  is  going 


For  more  SuperComm  coverage 
from  Atlanta,  see: 


•  Wireless  executives  say  hype  has  hurt 
their  industry.  Page  26. 

•  Vendors  focus  on  bringing  DSL  to  non¬ 
metropolitan  users.  Page  28. 

•  Reporter's  Notebook.  Page  74. 


through  one  of  the  worst  eco¬ 
nomic  slumps  in  its  history. 

Show  organizers  estimated 
54,500  people  attended  the 
show,  up  2%  from  last  year’s 
attendance.  That  is  down  from 
the  20%  year-to-year  growth 
over  the  past  three  years. 
Even  so,  the  large  attendance 
occurred  despite  the  slowdown 
in  spending  among  enterprises 
and  service  providers  that’s  forc¬ 
ing  giants  such  as  Lucent,  Nortel 
and  Cisco  to  lay  off  tens  of  thou¬ 
sands  of  people. 

Three  areas  in  particular  — 
packet  telephony  softswitches, 
wavelength  routing  and 
SONET/optical  Ethernet  — 
generated  some  of  the  highest 
profile  announcements  and 
demonstrations. 

Developments  in  each  of 

See  SuperComm,  page  74 


Sun  makes  its 
peer-to-peer  bid 


But  will  Sun’s  JXTA  get  further  than  its  Jini  project? 


BY  JOHN  COX 


www.nwfusion.com 


Slow  speed  kills 

•  On  the  highway,  speed  kills.  On  the  Web,  lack 
of  speed  can  kill  your  e-business.  In  this  Buyer’s 
Guide,  we  profile  the  newest  Web  acceleration 
techniques  and  test  the  latest  dynamic  caching 
products.  Plus,  check  out  more  than  90 
products  in  our  online  Buyer’s  Guide  chart  at 
www.nwfusion.com  @  DocFinder:  4623 
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SAN  FRANCISCO  —  Sun  last 
week  used  its  JavaOne  confer¬ 
ence  to  highlight  Project  JXTA,  a 
new  peer-to-peer  computing 
effort  that  faces  skeptics  who 
say  they  have  heard  it  all  before. 

First  announced  in  April  and 
promoted  at  last  week’s  gather¬ 
ing  as  the  “next  wave  of  distrib¬ 
uted  computing,”  JXTA  is  a  set 
of  protocols,  demonstration 
applications  and  implementa¬ 
tion  source  code  that  is  freely 
available  to  developers.  The 
software  creates  a  way  for  all 
kinds  of  computers,  including 
laptops  and  handhelds,  to 
interact  directly,  without  hav¬ 
ing  to  rely  on  a  central  server 
as  a  go-between. 

At  least  on  the  surface,  JXTA 
(pronounced  “juxta,”  short  for 
“juxtapose”)  seems  similar  to 


See  JXTA,  page  75 


Web  site  acceleration 


JAVA 

BUZZ 


Find  out  what's  percolating  in  the 
Java  community  and  get  a  recap 
of  last  week's  JavaOne 
conference  activity. 


DocFindier: 
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Sun’s  Jini  project,  announced 
with  fanfare  two  years  ago. 

Jini,  designed  to  let  comput¬ 
ers  interact  directly  with  each 
other,  has  gone  almost  no¬ 
where.  A  predicted  flood  of  Jini 
devices  and  applications  failed 
to  materialize. 


THE  BOOK  OF  @  BUSINESS 


Nothing  says  “ together  forever ”  like  a 
tightly  integrated  e-business  infrastructure. 


*  LEGAL  NOTE:  IBM,  the  e-business  logo  and  other  marks  designated  ®  or  ™  are  trademarks  of  International  Business  Machines  Corporation  in  the  United  States 


(&  business  infrastructure 


MIDDLEWARE: 


THE  SWEET,  NOUGATY  CENTER  OF  INFRASTRUCTURE. 


THE  GOOD  STUFF  is  always  in 
the  middle.  Think  candy  bars.  Or  jelly 
donuts.  Or  Blow  Pops?  Or  Web  application 
environments  based  on  open  standards 
that  give  you  socket  I  ike  development 
simplicity,  killer  tools  and  a  realistic  way 
to  cut  custom  coding  time  by  as  much  as 
80%.  Good  stuff,  indeed.  Technically 
speaking,  it’s  nothing  short  of  yummy. 

Every  month  thousands  of  copies  of 
WebSphere®  software  are  downloaded  from 
ihrn.com.  The  buzz  you  hear  is  real.  Over 
35,000  companies  are  using  it  now  in 
hundreds  of  ways,  making  it  the  fastest- 
growing  Web  software  platform. 

Why  IBM?  Because  IBM  has  been 
integrating  end-to-end  e-business  systems 
for  decades.  From  the  simple  to  the 
staggeringly  huge  and  complex.  So  we  build 
software  with  that  experience.  Software 


like  MQSeries?  which  lets  you  remain 
calm  when  some  half-informed  executive 
commits  to  “integrating”  your  brand-new 
Web-based  supply-chain  system  with  your 
new  supplier's  12-year-old  mainframe- 
based  distribution  system  (or  any  of  35 
other  incompatible  platforms).  Or  IBM's 
Tivoli®  software,  relied  upon  by  96  of  the 
Global  100  companies  to  securely  control 
and  manage  their  e-business  networks.  Or 
DB2?  the  hub  of  any  robust  e-business, 
delivering  up  to  twice  the  performance  of 
Oracle®8i  at  half  the  price.  Tasty,  eh? 

Middleware  from  IBM.  It’s  the  digital 
gearbox  at  the  sticky  center  of  integrated 
e-business  infrastructure. 

To  talk  infrastructure  middleware,  call 
us  at  800  426  7080.  For  full  information, 
downloads  or  to  purchase  directly  from 
IBM,  go  to  ibm.com/e-husiness 


and/or  other  countries.  Other  company,  product  and  service  names  may  be  trademarks  or  service  marks  of  others.  ©  2001  IBM  Corporation.  All  rights  reserved 


It's  time  to  set  the  record  straight.  Long  before  our  competitors  even  added  the  word  "infrastructure" 
to  their  vocabulary,  we  were  busy  creating  it.  Since  we  first  launched  Unicenter,®  it  has  become  the 
de  facto  global  standard  for  managing  eBusiness  infrastructure.  But  we  didn't  stop  there-we're 
also  the  world  leader  in  security  and  storage  software.  Every  day,  our  software  handles  over  180 
million  transactions,  protects  $50  billion  in  wire  transfers  and  stores  40  million  security  exchanges. 
Expertise  doesn't  happen  overnight.  It's  taken  25  years  of  hard  work  and  leadership  to  get  to 
be  the  best.  So  when  we  say  you  can  trust  every  one  of  our  18,000  employees  around  the  world 
to  deliver  the  software  and  service  that  your  eBusiness'  success  depends  on,  we  really  mean  it. 
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HELLO  TOMORROW 


WE  ARE  COMPUTER  ASSOCIATES 


THE  SOFTWARE  THAT  MANAGES  eBUSINESS™ 


ca.com 


©2001  Computer  Associates  International,  Inc.  (CA).  All  trademarks,  trade  names,  service  marks,  and  logos  referenced  herein  belong  to  their  respective  companies. 


J 


8 

10 

10 

12 

12 

14 

16 

74 


UNE  1  1,  200  1 

When  private  peering  goes  bad. 

3Com  unveils  three  new  switches. 

HP  OpenView  customers  seek  better  apps  management. 
Start-up  set  to  make  waves  in  access  management  market. 
BMC  renews  commitment  to  users. 

B2B  marketplace  outlook  seen  as  bleak,  but  not  hopeless. 
Vendors  form  alliance  to  sync  storage-area  networks. 
Reporter's  Notebook:  Seen  and  heard  at  SuperComm  last 
week  in  Atlanta. 


Infrastructure 

17  Captaris  plunges  into  wireless  server  market. 

17  HP  sharpening  its  blade  servers. 

20  Kevin  Tolly:  The  techno-jumble  that  would  be  Lucatel. 

Net. Worker 

23  Teleworking  Top  10:  Making  sure  you  don't  get  zapped. 

23  Better  than  being  there? 

24  Toni  Kistner:  What  (Virginia)  businesses  want. 


Carriers  &  ISPs 


25 

25 

26 
26 

The  Edge 

27  Alidian  rounds  out  metro  net  device  family. 

27  SuperComm  vendors  show  off  MPLS  wares. 

28  Vendors  focus  on  bringing  DSL  to  non-metro  users. 

Enterprise  Applications 

31  Taking  care  of  healthcare  provider  networks. 

31  ECredible  touts  hosted  B2B  payment  tools. 

34  Aelita  offers  tool  for  backup,  recovery  of  Active  Directory. 
34  Scott  Bradner:  The  missing  Internet. 

36  McAfee  broadens  management  console. 

SPECIAL  FOCUS:  WEB  ACCESS.  Federal  disability  access 
rules  will  trickle  down  to  corporate  Web  sites.  Page  40. 


Listening:  One  key  tip 
to  giving  top-notch  service 
to  end  users. 


Technology  Update 


New  legislation  could  open  up  Illinois  business  telecom  market. 
Broadwing  CEO  Ellenberger  says  company  positioned  well  for  success. 
SuperComm:  Wireless  execs  say  hype  has  hurt  their  industry. 

Lisa  Pierce:  Tauzin  bill  lacking  enough  quid  pro  quo. 


ECredible  helps  Peter  Byck 
with  credit  management. 


45  3G  promises  new  wireless  applications. 

46  Gearhead:  XML  worth  a  thousand  pics. 


Web  site  acceleration 


A  slow  Web  site  can  spell 
a  slow  death  for  your  e-commerce 
site.  But  you  can  boost  Web  site 
performance  with  the  five  C’s. 


Add  some  PEP  to  your 
Web  site  with  performance 
enhancing  proxies. 


Online  Buyer’s  Guide 

DocFinder 

Check  out  more  than  90  s - n 

Web  acceleration  products  (  4623  J 
at  www.nwfusion.com.  >s - ' 


Management 

Giving  gold-star  service:  Put  forth  some  extra  effort  to  score 
big  points  with  the  end  users  you  support.  Page  60. 

Editorial:  Digging  into  cultural  wireless  issues. 

Page  48. 

Sandra  Gittlen:  Seminar  tour  gives  clues  to  voice- 
over-IP's  future.  Page  49. 

Daniel  Briere  and  Beth  Gage:  starting  at  ceo 

Then  newly  acquired  free  agent.  Page  49. 

Backspin:  Choices  and  avoidance  in  two  parts. 

Page  76. 

'Net  B  UZZ:  Instant  messaging  looks  to  be  ready  for 


corporate  prime  time.  Page  76. 

Net  Know-It-All . Page  10 

Ask  Dr.  Intranet . Page  45 

Message  Queue . Page  48 

Editorial  and  advertiser  indexes . Page  72 
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Sun  Cobalt 


©2001  Sun  Microsystems,  Inc.  Sun,  Sun  Microsystems,  the  Sun  Logo, 
and  Sun  Cobalt  are  trademarks  or  registered  trademarks  of  Sun 
Microsystems.  Inc.  in  the  United  States  and  other  countries. 
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ONLINE 


www.nwfusion.com 


INTERACTIVE 

Got  guilt? 

Check  out  Net.Worker's  Remote  Node  forums.  Every  month  we  feature  a 
new  discussion,  from  topics  such  as  telework  expectations  to  remote 
backup.  This  month  we  ask  the  question:  Do  you  feel  guilty  about  working 
at  home  while  your  co-workers  are  in  the  office?  Read  Jeff  Zbar's  Home 
Base  column  and  add  your  thoughts.  DocFinder:  4633 

The  debate  goes  on 

If  you've  read  our  latest  Face-off  on  whether  IT  workers  need  a  union, 
you'll  want  to  head  to  Fusion  and  join  one  of  our  hottest  forum  discus¬ 
sions.  Are  unions  a  "big  rip-off,"  as  one  reader  put  it,  or  can  they  protect 
you  against  layoffs  and  age  discrimination,  as  another  person  wrote? 
Give  us  your  opinion.  DocFinder:  4634 


FEATURES 

From  power  protection  to  the  help  desk 

Read  Part  4  of  the  Net.Worker  feature  on  Teleworking  Top  10  and  find  out 
why  your  teleworker  support  plan  is  just  as  important  as  the  right  note¬ 
book  or  security  strategy.  DocFinder:  4635 

Peer  to  peer 

Net.Worker  Managing  Editor  Toni  Kistner  outlines  a  data-sharing  alterna¬ 
tive  to  the  elaborate,  expensive  and  tough-to-set-up  VPNs.  Also  check  out 
the  Telework  Beat  archives  for  more  on  the  teleworking  and  remote  man¬ 
agement  front.  DocFinder:  4644 
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Learn  online 

Visit  NetSmart  and  choose  from  a  long  list  of  classroom  learning 
choices  in  the  areas  of  internetworking,  management  and  leader¬ 
ship,  Cisco  training  and  more.  DocFinder:  4636 

Secure  your  LAN 

This  free  Network  World  Town  Meeting  brings  you  face  to  face  with 
industry  leaders  willing  to  share  their  ideas,  experiences  and  vision. 
Register  today.  DocFinder:  4637 

Technology  news  alerts 

Network  World  now  offers  six  focused  e-mail  news  alerts  to  keep 
you  abreast  of  the  most  significant  developments  of  the  week  on 
LANs,  storage,  network/systems  management,  The  Edge,  Cisco  and 
Microsoft.  Sign  up  today.  DocFinder:  4337 
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COONEY'S  CORNER 

The  best  of  the  Netflash  daily 

Check  Point  partners  for  data  center,  app  server  security 

Check  Point  Software  last  week  heralded  three  partner¬ 
ships  that  will  result  in  firewall  and  VPN  protection  for  data 
centers  as  well  as  application  servers.  The  agreements  call 
for  Cosine  Communications,  Cubix  and  a  start-up  called 
Crossbeam  to  put  Check  Point's  VPN-1/Firewall-1  software  on 
their  hardware.  DocFinder:  4649 

Windows  XP  could  unleash  wave  of  DoS  attacks 

Windows  XP,  Microsoft's  forthcoming  operating  system, 
has  the  potential  to  escalate  denial-of-service  attacks  to  a 
level  never  before  seen,  according  to  a  computer  security 
researcher.  Windows  XP,  to  be  released  on  Oct.  25,  is  more 
open  to  being  used  in  denial-of-service  attacks  than  previ¬ 
ous  versions  of  Windows  because  Microsoft  has  fully  imple¬ 
mented  a  network  technology  called  Unix  Sockets. 

DocFinder:  4650 

WorldCom  gives  users  VPN  policy  control 

WorldCom  has  introduced  a  managed  VPN  service  that 
leaves  control  of  VPN  policies  in  the  hands  of  users.  Under 
WorldCom  IP  VPN-Customer  Directed,  WorldCom  sets  up 
dedicated  Internet  links  to  its  UUNET  network,  installs  Cisco 
VPN  gear  at  the  customer  site,  and  manages  and  maintains 
the  equipment.  DocFinder:  4651 

Mobile  Java  devices  point  to  3G  future 

If  real-world  demonstrations  are  any  indication,  multifunc¬ 
tion  3G  wireless  devices  may  not  be  a  pipe  dream  after  all. 

DocFinder:  4652 

—  Michael  Cooney,  associate  news  editor 

Sign  up  for  this  e-mail  newsletter  online.  DocFinder:  3850 


COLUMNISTS 

Compendium 

How’s  my  hair ? 

Fusion  Executive  Editor  Adam  Gaffin  discovers 
the  latest  reason  to  buy  a  versatile  Palm 
device.  DocFinder:  4638 

Keeping  Current 

Master  of  your  domains ? 

Fusion  columnist  Fred  McClimans  tries  to  make 
sense  of  all  those  new  domains  that  are  sup¬ 
posed  to  ease  the  name  crunch  in  .com,  .net 
and  org.  DocFinder:  4639 

View  from  The  Edge 

Seeing  the  light  with  PONs  and  CWDMs 
The  Edge  Managing  Editor  Jim  Duffy  discusses  two  low-cost 
alternatives  for  optical  access.  DocFinder:  4640 


What  is  DocFinder? 


We've  made  it  easy  to  access  articles  and  resources  online.  Simply  enter  the  four-digit  DocFinder 
number  in  the  search  box  on  the  home  page,  and  you'll  jump  directly  to  the  requested  information. 
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IT  jobs  nationwide  expand  a  bit 

Tlie  number  of  IT  industry  jobs  in  the  U.S. 
grew  to  5.3  million  last  year,  an  increase  of 
235,000,  according  to  a  report  issued  last 
week  by  the  American  Electronics  Association 
(AEA)  and  Nasdaq.  However,  the  rate  of 
growth  is  the  slowest  since  1995,  the  AEA  said 
in  issuing  the  report,  which  breaks  down  the 
number  of  IT  jobs  and  salaries  by  state  and 
provides  other  data  on  the  U.S.  IT  industry. 
Except  for  the  territory  of  Puerto  Rico  and 
West  Virginia,  all  U.S.  states  saw  their  high- 
tech  industry  employment  grow  in  2000,  the 
report  said.  California  maintains  its  top  rank¬ 
ing  with  more  than  double  the  number  of  IT 
jobs  than  second-ranked  Texas.  California  had 
973,600  workers  employed  in  IT  jobs  in 
2000,  about  100,000  more  than  in  1999Texas 
had  440,700  workers,  about  15,000  more 
than  the  previous  year.  New  York,  Massachu¬ 
setts  and  Florida  were  ranked  third,  fourth 
and  fifth,  respectively.  Massachusetts  and 
Florida  improved  their  rankings  one  notch 
compared  with  1999,  while  Illinois  dropped 
from  fourth  to  sixth. 

Wired  appliances  not  a  joke 

They're  actually  hitting  the  market.  South 
Korea’s  Samsung  Electronics  recently  took 
the  wraps  off  a  refrigerator  that  can  access 
the  Internet  and  be  used  to  watch  television, 
w  hile  Japan’s  Matsushita  Electric  Industrial, 
better  known  by  its  Panasonic  brand  name, 
announced  a  smart  microwave  oven.  Sam¬ 
sung’s  refrigerator  is  not  so  much  a  smart 
appliance  as  a  refrigerator/PC  hybrid.  The 
device  sports  a  15-inch  LCD  panel  on  the 
front  door  that  rivals  those  found  on  note¬ 
book  computers.  Via  the  touch 
panel  users  can  surf 
the  Web,  send  and 
receive  e-mail  or 
watch  television. 

Matsushita 
announced  a 
microwave  oven 
with  an  electronic 
recipe  book  func¬ 
tion.  Recipes  are 
loaded  into  the  oven 
via  a  Secure  Digital  card 
—  a  memory  card  format  developed  by  Mat¬ 
sushita  w4th  Toshiba  and  Sandisk  that  the 
three  companies  hope  will  become  ubiqui¬ 
tous  within  the  home.  An  8M-byte  memory' 
card  can  store  around  365  recipes. 

Entrust  slashes  30%  of  workforce 

Entrust  announced  last  w'eek  it  will  elimi¬ 
nate  30%  of  its  staff  and  take  a  one-time 
charge  of  approximately  $400  million  in  the 
second  quarter  to  include  charges  for  work¬ 
force  reduction  and  closing  facilities.  In 
related  news,  the  company'  said  it  has  decid¬ 
ed  to  drop  the  word  “Technologies”  from  its 
name  to  become  simply'  “Entrust.”  Also, 


Alberto  Yepez,  president  of  Entrust  New 
Ventures  group  and  former  CEO  of  enCom- 
merce,  which  Entrust  acquired,  is  leaving 
active  management  but  w  ill  remain  on  the 
Entrust  board  and  serve  as  consultant  to  the 
company. 

Covad  taps  Hoffman  for  top  spot 

Struggling  DSL  provider  Covad  Communi¬ 
cations  is  finally  getting  a  new  president  and 
CEO.  Charles  Hoffman  will  take  over  as  head 
of  the  company,  which  has  been  relying  on 
an  interim  presi¬ 
dent  and  CEO  since 
former  chief  Robert 
Knowling  resigned 
last  fall.  Hoffman 
has  more  than 
20  years  of  ex¬ 
perience  in  the  tele¬ 
communications  in¬ 
dustry,  most  recent¬ 
ly  serving  as  CEO  of 
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AT&T  levels  patent  suit  at 
Microsoft 

AT&T  has  filed  a  lawsuit  against  Microsoft 
accusing  the  software  giant  of  selling  prod¬ 
ucts  that  include  a  patented  digital  speech 
technology  developed  by  the  telephone  com¬ 
pany.  The  suit,  filed  in  U.S.  District  Court  for 
the  Southern  District  of  New  York,  charges 
that  Microsoft’s  TrueSpeech  software,  which 
codes  and  decodes  voice  signals,  violates  a 
patent  that  was  issued  to  AT&T  in  1994. 

TrueSpeech  is  incorporated 
in  certain  Microsoft  operating 
systems,  including  Windows  95, 
2000  and  Millennium  Edition,  the 
lawsuit  says.  AT&T  also  charges 
that  Microsoft’s  NetMeeting  prod¬ 
uct,  which  lets  users  hold  video  and 
voice  conference  calls  over  the  Inter¬ 
net,  makes  use  of  the  same  patented 
technology.  Microsoft  had  no  immedi¬ 
ate  comment  on  the  suit. 

HP's  S400M  settles  suit  with  rival 

Hewlett-Packard  will  pay  Pitney  Bowes 
$400  million  to  settle  a  1995  patent  infringe¬ 
ment  lawsuit  involving  print  technology,  the 
companies  said  last  week.The  patent  infringe¬ 
ment  case  was  supposed  to  go  to  trial  last 
week  in  the  U.S.  District  Court  for  the  District 
of  Connecticut.  IT  vendor  HP  and  office 
equipment  supplier  Pitney  Bowes  settled  the 
patent  infringement  case  without  any  admis¬ 
sion  of  infringement,  the  companies  said. 
Under  the  agreement,  the  companies  said 
they  have  entered  into  a  technology  licensing 
arrangement  and  expect  to  pursue  business 
and  commercial  relationships. 


When  private  peering 
arrangements  go  bad 

Cable  &  Wireless  shuts  out  14  ISPs,  including  PSINet. 


BY  DENISE  PAPPALARDO 

Cable  &  Wireless  likely 
didn’t  make  any  new  friends 
on  the  Internet  last  week 
when  it  started  enforcing  its 
newly  revised  peering  policy, 
cutting  off  service  to  more 
than  a  dozen  ISPs. 

Cable  &  Wireless  terminated 
private  peering  network  agree¬ 
ments  with  14  ISPs,  including 

Standards  in  peering 

By  agreeing  to  private  peering  arrangements  only  with  those 
companies  running  OC-48  backbones,  Cable  &  Wireless  can  make 
it  difficult  for  small  and  midsize  national  ISPs  to  set  up  cost-free 
direction  network  connections  with  its  network. 


One  Cable  &  Wireless  cus¬ 
tomer  who  asked  to  remain 
anonymous  told  Network 
World  that  it  was  forced  to 
come  up  with  alternative 
means  to  communicate  with 
partners  on  PSINet’s  network. 
The  official  at  the  Southwest 
chain  of  stores  say  it  lost  300 
transactions  that  were  being 
sent  from  a  vendor  on  PSINet’s 
network  to  the  company’s 


troubled  PSINet,  which  Cable 
&  Wireless  said  no  longer  met 
the  ISP’s  peering  requirements. 
Private  peering  is  the  act  of 
two  ISPs  establishing  dedicated 
connections  to  their  respective 
networks.  These  connections 
are  used  to  exchange  traffic 
that  is  destined  for  each  ISP’s 
network.  ISPs  do  not  pay  ser¬ 
vice  fees  for  these  connections. 

After  much  discussion,  Cable 
&  Wireless  restored  PSINet’s 
connections  late  on  June  5 
after  PSINet  signed  a  letter  of 
intent  stating  that  it  would 
soon  meet  Cable  &  Wireless’ 
requirements.  It  appears  that 
PSINet  was  the  only  ISP  of  the 
14  that  was  given  a  reprieve.  In 
the  meantime  though,  Cable  & 
Wireless  and  PSINet  were 
unable  to  directly  exchange 
traffic  for  three  days  and  cus¬ 
tomers  suffered. 


Corrections 

In  the  story,  "SMARTS 
management  tool  aims  to 
protect  service  levels," 
(June  4,  page  16)  a  user's 
name  was  misspelled.  It 
should  have  been  Deborah 
Foller. 


headquarters.  They  had  to  fax 
these  transactions  until  Cable  & 
Wireless  restored  the  peering 
connections. 

Clearly  this  was  not  the  only 
Cable  &  Wireless  customer 
affected  —  most  customers 
associated  with  PSINet  experi¬ 
enced  delays  or  were  unable  to 
reach  other  users.  While  this 
situation  was  set  in  motion 
over  the  termination  of  a  sin¬ 
gle  private  peering  agreement, 
it  demonstrated  the  frail  nature 
of  the  Internet  with  its  series 
of  sometimes  loosely  intercon¬ 
nected,  providers. 

ISPs  that  were  cut  off  by 
Cable  &  Wireless  can  simply  go 
to  another  provider  or  set  up 
public  peering  connections  at 
the  congested  Metropolitan 
Area  Exchanges  or  Network 
Access  Points  on  the  Internet. 
But  small  and  midsize  ISPs 
would  be  driven  out  of  busi¬ 
ness  if  all  of  the  large  ISPs 
changed  their  policies  and 
started  charging  all  providers 
with  smaller  networks. 

Cable  &  Wireless,  like  all  of 
the  large  IP  network  service 
providers,  has  policies  that 
govern  which  ISPs  are  peers 
and  which  should  pay  for  tran¬ 
sit  service.  The  idea  behind 
private  peering  is  that  both 
ISPs  are  exchanging  about  the 
See  ISP,  page  75 
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It  no  longer  mattered  where  in  the  world  you  stood  or  what  language 
you  spoke.  Suddenly,  you  were  part  of  a  seaml.essly  connected 
world.  Now  Avocent  is  using  the  power  of  the  Internet  to  do  the 
same  for  network  managers.  Our  KVM  and  Serial  over  IP  solutions 
connect  you  to  your  far-flung  network  operations. 
Avocent's  DS1800  is  the  first  digital  KVM  over  IP 
solution  to  give  you  unlimited  access  to  servers 
anywhere  on  earth  from  any  place  on  earth  -  in  real 
time.  And  our  new  CPS1600  Serial  over  IP  Console 
Management  System  links  you  to  any  serial-based 
device.  So  you  can  connect  your  people  to  your 
information  infrastructure  -  regardless  of  time,  place, 
platform,  or  technology.  That's  the  power  of  being  there. 


Avocent’s  DS1800  and  CPS  1600 

Explore  our  KVM  and  Serial  over  IP 
solutions  at  www.avocent.com. 


Avocent 

The  Power  of  Being  There, 


News 

3Co 

IIT 

I  S' 

wit 

tel 

lesol 

Ffe 

rpric 

iritizatii 

in,  hi; 

gh-t 

lei 

isit 

lyl 

leati 

ires 

New  stackable  and  modular  switches  aim  to  bring  Layer  4,  Gigabit  backbones  to  midsize  companies. 


BY  PHIL  HOCHMUTH 

SANTA  C1ARA  —  3Com  this 
week  will  unveil  several  prod¬ 
ucts  designed  to  introduce 
small  and  midsize  organizations 
to  the  benefits  of  Layer  4-based 
policy  networking  and  high- 
density  modular  backbone 
switching. 

New  Layer  4  switches  from 
3Com  could  be  used  to  imple¬ 
ment  traffic  prioritization 
policies  at  the  wiring  closet 
of  a  network.  This  could  help 
eliminate  the  need  for  a  large 
and  expensive  Layer  4-capa- 
ble  routing  switch  in  the  net¬ 
work  core,  according  to  the 
company.  3Com  is  also  break¬ 
ing  its  pattern  of  “stackable” 
switch  announcements  by 
introducing  a  new  14-slot 
chassis-based  switch  for  mid¬ 
size  enterprise  backbones. 

3Com’s  24-port  SuperStack 
3  (SS3)  Switch  4400  is  intend¬ 
ed  to  enforce  network  poli¬ 
cies  at  the  end-user  connec¬ 
tion  level.  Every  10/100M 
bit/sec  port  on  the  4400  can 
inspect  packets  at  Layer  4  — 
or  the  port  level  —  to  enforce 
business  policies  based  on 
end-user  traffic  flows  (see 
graphic).  By  putting  quality- 
of-service  processing  in  the 
wiring  closet,  network 
polices  can  be  enforced 
at  each  end-point,  rather 
than  having  one  or  two  back- 
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Answerthis  and  nine  additional  I 
questions  online  and  you  could  I 
win  $500!  Visit  Network  World  I 
Fusion  and  enter  2349  in  the  | 
Search  box.  <: 
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This  week's  question: 

What  was  the  first 
corporate  customer  to 


trial  ISDN  in  the 


mid-1980s? 


bone  switches  process  every 
packet  at  Layer  4,  according 
to  3Com. 

A  stack  of  Switch  4400s  is 
being  tested  in  the  data  cen¬ 
ter  of  the  Ventura  Unified 
School  District  in  Ventura, 
Calif.  Ted  Malos,  director  of 
technology  for  the  district, 
says  he  likes  the  fact  that  the 
3Com  switches  come  with 
integrated  stacking  module 
in  the  box,  letting  him  stack 
four  together  to  act  as  one 
switch. 

Malos  says  that  with  older 
3Com  SuperStacks  he’s  used,  he 
had  to  purchase  a  separate 
stacking  matrix  module,  which 
made  setup  more  complex.  A 
3Com  stacking  matrix  costs 
about  $1,000. 

“The  integrated  stacking 
matrix  makes  things  easier  to 
set  up,  and  that’s  worth  a  lot,”  he 
says. 

Malos  is  not  using  the  Switch 
4400’s  Layer  4  capabilities,  but 
says  he  plans  to  soon. 

Also  unveiled  were  two 
products  aimed  at  the  wiring 
closets  and  backbone  of  a 
midsize  network.  3Com’s 
Switch  4003  is  a  1 4-slot  chas¬ 
sis-based  switch  aimed  at  the 
core  of  small  and  midsize 
organizations. 

The  switch  has  a  backplane 
of  24G  bit/sec  and  can  sup¬ 
port  up  to  96  10/100  ports,  24 
Gigabit  Ethernet  ports  or  a 
mix  of  the  two  speeds.  The 
switch  can  be  populated  with 
a  mix  of  eight-,  16-  and  40-port 
10/100  blades,  copper-  or 
fiber-based  Gigabit  Ethernet 
modules  as  well  as  fiber-based 
Fast  Ethernet  modules.  All 
ports  on  the  switch  can  sup¬ 
port  Layer  2-4  switching,  as 
well  as  IEEE  standards  such  as 
802. 3ad  link  aggregation  for 
trunking  ports  together.  The 
product  will  likely  compete 
with  Cisco’s  Catalyst  4003  and 
Hewlett-Packard’s  ProCurve 
Switch  4108GL. 

“3Com  needs  this  product 
to  go  after  its  target  market 
.  .  .  small  enterprises  with 
about  1,000  users,”  says 
Lawrence  Orans,  a  senior  ana¬ 
lyst  at  Gartner. 

Orans  says  that  unlike 
3Com’s  Switch  4007,  which 
was  a  rebranded  CoreBuilder, 
the  Switch  4003  is  based  on 


3Com  goes  Layer  4 


3Com's  SuperStack  3  4400  switches  can  sit  in  a  network  wiring  closet  to  enforce  Layer  4-based 
quality-of-service  rules. 

©  A  stack  of  4400s  examines  traffic  at  Layer  4,  or  the  port  layer,  to 
determine  what  server  each  packet  is  being  sent  to.  In  this  case, 
Oracle  database  server  traffic  is  prioritized  over  e-mail  traffic. 
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Oracle  traffic  =  priority  1 
E-mail  traffic  =  priority  2 


Oracle  server 


1G  bit/sec 


Q  With  rules  enforced  at  the  connection  point, 
traffic  is  sent  in  the  right  priority  without  any 
processing  required  by  a  central  switch. 


E-mail  server 


newer  technology  and  is  being 
positioned  by  3Com  as  a  more 
“strategic”  product  for  compa¬ 
nies  than  the  4007. While  a  new 
chassis-based  switch  might  give 
3Com  users  a  bit  of  deja  vu, 
Orans  says  the  Switch  4005  is 
not  a  signal  that  3Com  is  inch¬ 
ing  back  into  the  large-enter- 
prise  switch  market. 

3Com’s  SS3  Switch  4300 
has  48  10/100  ports  and  up  to 
four  Gigabit  Ethernet  inter¬ 


face  converter  uplinks.  At  $51 
per  port,  3Com  says  it’s 
the  lowest-priced  workgroup 
switch  in  its  class.  Per-port, 
the  box  is  about  $20  cheaper 
than  comparable  fix-configu¬ 
ration  Layer  2  products  from 
Cisco  and  Extreme  Networks. 

On  the  software  front, 
3Com  released  a  new  version 
of  its  free  Network  Supervisor 
tool,  which  includes  an  easy- 
to-use  interface  for  config¬ 


uration  of  Layer  4  network 
policies. 

All  the  new  3Com  hardware 
and  software  products  are  avail¬ 
able  now.  The  SS3  Switch  4400 
costs  $1,750,  and  the  SS3  Switch 
4300  costs  $3,000.  The  Switch 
4005  costs  $10,000,  with  mod¬ 
ules  ranging  from  $2,000  to 
$10,000.  The  Network  Supervi¬ 
sor  software  can  be  down¬ 
loaded  for  free  at  3Com’s  Web 
site:  www.3com.com/tns.  □ 


OpenView  users  seek  better  apps  mgmt 


BY  DENISE  DUBIE 

NEW  ORLEANS  —  Hewlett- 
Packard  this  week  will  use  its 
annual  OpenView  conference 
to  launch  a  major  initiative 
aimed  at  helping  service 
providers  better  manage  their 
networks,  but  observers  say 
the  effort  could  also  address 
enterprise  network  customers’ 
needs. 

While  HP  could  not  be 
reached  for  comment  by  press 
time,  observers  say  the  com¬ 
pany’s  Integrated  Systems 
Management  initiative  is 
essentially  designed  to  deliver 
service  providers  a  next-gener¬ 
ation  operational  support  sys¬ 
tem,  the  software  carriers  use 
for  billing  and  customer  ser¬ 
vice.  Integrated  Systems  Man¬ 


agement  involves  using  new 
and  existing  OpenView  tech¬ 
nologies  —  plus  third-party 
technologies  —  to  grab  infor¬ 
mation  from  assorted  applica¬ 
tions,  middleware  and  sys¬ 
tems,  and  then  consolidate 
it  into  a  common  database 
where  the  data  can  be  used  to 
assess  service-level  support, 
among  other  things. 

There’s  no  reason  sophisti¬ 
cated  OpenView  customers 
on  the  enterprise  network 
side  won’t  take  advantage  of 
these  advances,  says  Giga  ana¬ 
lyst  Jean-Pierre  Garbani,  who 
terms  HP’s  effort  “an  ambi¬ 
tious  plan.” 

“A  client/server  application 
is  supported  by  the  network, 
servers,  other  applications 
and  databases.  Net  managers 


need  to  see  the  chain  of  com¬ 
ponents  to  understand  the 
cause  of  poor  performance,” 
Garbani  says. 

Dennis  Drogseth,  an  analyst 
with  Enterprise  Management 
Associates,  concurs.  Large 
enterprise  network  customers 
will  benefit  because  the  new 
products  will  “at  minimum 
help  users  manage  across  the 
silos”  of  applications,  servers 
and  databases,  he  says. 

Users  say  they  are  particu¬ 
larly  anxious  for  improved 
application  management  offer¬ 
ings,  including  the  fruits  of  an 
agreement  signed  by  HP  and  IP 
network  management  soft¬ 
ware  vendor  RiverSoft  Tech¬ 
nologies  late  last  year. 

HP  had  said  it  would  inte- 

See  HP,  page  75 


10  Network  World  June  1  1,  200  1  www.nwfusion.com 


Compaq  business 


WE  WERE  RATED  #1  IN  CUSTOMER  SATISFACTION. 

BUT  STILL,  WE  WEREN’T  SATISFIED. 


SAVE  UP  TO  33% 


Plus,  $0  down,  0%  lease  before  June  30,  2001f  How  do  we  improve 
on  the  best-rated*  servers  in  the  business?  We  make  them  even  easier 
to  buy  or  lease,  with  up  to  33%  savings,  plus  zero  money  down,  zero 
percent  lease  on  select  Compaq  ProLiant  Servers.  So  now,  after  you  add 
up  the  savings,  subtract  the  headaches,  and  factor  in  Compaq’s 
industry-leading  standards,  these  servers  practically  pay  for  themselves. 


ProLiant  DL320  Server 

$0  down,  0%  lease  for  up  to  30  months1 

$65  per  month2 

or  buy  it  for  $1949* 

QuickAccess  Code:  N8X718-1725X 
Intel®  Pentium®  III  processor  1 ,00GHz 
20GB  Ultra  ATA  hard  drive3 
128MB  133MHz  ECC  SDRAM  (exp.  to  2GB3) 
Single  processor  capable 
1 U4  form  factor 


ProLiant  DL360  Server 

$0  down,  0%  lease  for  up  to  30  months1 


$96  per  month2 

or  buy  it  for  $2868* 

QuickAccess  Code:  N8X71 8-1 735X 

Intel  Pentium  III  processor  1 ,00GHz 

18.2GB  10,000  rpm  Ultra  SCSI  3  pluggable  hard  drive3 

128MB  133MHz  ECC  SDRAM  (exp.  to  4GB3) 

Dual  processor  capable 
1 U4  form  factor 
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ProLiant  DL380  Server 

$0  down,  0%  lease  for  up  to  30  months1 

per  month2 

or  buy  it  for  $3218* 

QuickAccess  Code:  N8X718-1675X 

Intel  Pentium  III  processor  1 .00GHz 

18.2GB  10,000  rpm  Ultra  SCSI  3  pluggable  hard  drive3 

128MB  133MHz  ECC  SDRAM  (exp.  to  4GB3) 

Dual  processor  capable 
3U4  form  factor 


pentium®/// 


To  buy  direct  from  Compaq,  or  for  your  nearest  reseller 

1-877-549-7403  or  visit  compaq.com/serversaver 
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Tivoli  veterans  launch  security  start-up 


PROFILE:  WAVESET 
TECHNOLOGIES 

Location:  Austin,  Texas 
Founded:  January  2000 

Product:  Waveset  Lighthouse  access-control  management  software. 

Founders:  Mark  McClain,  president,  and  Mike 
Turner,  CEO. 

Financing:  $17.3  million  from  Austin  Ventures, 

Silverton  Partners,  Lightspeed  Venture 
Partners  and  others. 

Employees:  35 

Fun  fact:  Both  founders  hail  from  Tivoli  Systems,  where  Turner  served  as 
general  manager  of  its  $1 .2  billion  enterprise  business  unit. 


BY  ELLEN  MESSMER 

AUSTIN,  TEXAS  —  Start-up 
Waveset  Technologies  debuts 
this  week  with  software  to  track 
and  administer  user  privileges 
associated  with  Web,  IAN  and 
back-end  applications  deployed 
across  large  corporate  net¬ 
works,  a  capability  neglected  by 
most  enterprise  network  man¬ 
agement  platforms. 

Waveset’s  server-based  Light¬ 
house  offering  keeps  track  of 
up  to  one  million  individuals’ 
network-usage  rights  in  a  cen¬ 
tralized  manner  by  scanning 
the  databases  of  Windows  NT, 
NetWare  or  other  programs 
where  the  information  is 
stored.  Net  administrators  can 
use  that  information  to  create  a 


BY  DENISE  DUBIE 

ORIANDO  —  BMC  last  week 
said  it  would  deliver  a 
revamped  version  of  its  Patrol 
software  that  will  let  customers 
manage  applications,  databases 
and  even  some  network  ele¬ 
ments,  all  from  a  single  console. 

At  its  annual  BMC  Learning 
Universe  user  conference,  the 
company  announced  a  four- 
phase  plan  to  upgrade  current 
Patrol  2000  users  to  Patrol  7,  the 
latest  version  of  its  flagship 
management  software.  BMC 
says  this  release  will  help  users 
reduce  the  number  of  consoles 
needed  to  collect  and  correlate 
information  from  disparate 
sources.  Patrol  7  software  will 
let  users  see  how  performance 
of  these  elements  affect  service 
to  end  users  because  the  pack¬ 
age  will  collect  data  from  these 
disparate  sources  and  store  it  in 
a  common  repository,  in  a  com¬ 
mon  format. 

Currently,  Patrol  uses  agents, 
or  knowledge  modules,  to  col¬ 
lect  information  from  databases 
and  applications  to  isolate  faults 
and  manage  service  delivery  to 
end  users.  Patrol  7  will  inte¬ 
grate,  and  let  users  see,  the  data 
from  all  connected  elements  at 
the  console  level,  says  Jean- 
Pierre  Garbani,  an  analyst  with 
Giga  Information  Group. This  is 
key  to  successful  service-level 


user  profile  of  access  rights  that 
can  be  changed  or  revoked  on 
the  fly. 


management,  he  says. 

“You  don’t  want  to  have  peo¬ 
ple  looking  at  several  consoles 
and  expecting  them  to  commu¬ 
nicate  and  correlate  the  data 
they  see,”  he  says.  “Management 
software  needs  to  perform  hol¬ 
istic  management  and  lets  users 
see  the  general  health  of  the 
entire  network  and  infrastruc¬ 
ture  from  one  single  point.” 

Most  notably,  say  industry 
analysts,  users  will  benefit 
from  the  agent  that  now  inte¬ 
grates  more  smoothly  with 
agent  technology  from  BGS 
Systems,  acquired  by  BMC  in 
1998.  The  agent  collects  sys¬ 
tem  and  application  data,  but 
requires  less  CPU  resources 
and  performs  more  efficiently 
because  BMC  re-worked  the 
code.  The  technology  agent 
was  combined  in  Patrol  2000, 
but  further  development  in 
Version  7  shows  that  BMC 
“took  the  time  to  clean  up  the 
code  and  make  it  simpler  to 
use,”  Garbani  says. 

Eventually,  Patrol  7  users  will 
need  to  replace  old  agents  to 
complete  the  upgrade,  but 
rolling  out  all  new  agents  in  a 
large  environment  is  a  massive 
undertaking,  says  Steve  Foote, 
an  analyst  with  Enswers.  The 
agent  technology  is  part  of  the 
higher-level  management  and 
users  need  them  to  get  the  fea¬ 
tures  in  Patrol  7.  That’s  where 


“The  problem  we’re  dealing 
with  is  managing  access  for 
employees,  business  partners, 


BMC’s  phased  approach  to 
delivering  software  will  help 
users.  The  first  phase,  or  “the 
console  release,”  will  give  users 
a  centralized  console  where 
data  will  be  collected  and  users 
will  be  able  to  monitor  their  sys¬ 
tems  and  applications.  Users 
will  have  the  choice  of  a  Web  or 
Windows  NT  user  interface. 

The  next  three  phases  are 
less  defined  at  this  stage,  but 
ultimately  Patrol  7  will  be  able 
to  make  decisions  about  lower- 
level  faults  and  only  alert  net¬ 
work  managers  about  signifi¬ 
cant  problems,  BMC  says.  Patrol 
will  be  able  to  perform  automat¬ 
ed  root-cause  analysis,  fault  iso¬ 
lation  and  problem  resolution. 

BMC’s  goal  of  the  phased 
release  is  to  give  customers  the 
chance  to  add  the  products  to 
their  environments  with  little 
disruption.  Foote  says  the 
phased  upgrade  will  help  cus¬ 
tomers  migrate  to  Patrol  7, 
while  still  getting  incremental 
value  with  each  release. 

The  first  phase  of  Patrol  7  is 
slated  for  delivery  at  the  end  of 
the  summer.  The  company  was 
hesitant  to  comment  on  exact 
timeframes  for  the  next  stages 
because,  officials  say,  the  devel¬ 
opment  of  the  subsequent  phas¬ 
es  will  depend  on  user  feedback 
and  development  cycles.  Pricing 
has  not  yet  been  determined. 

BMC:  www.bmc.com 


suppliers,  distributors  and  cus¬ 
tomers  who  may  all  be  given 
access  to  your  network,”  says 
Waveset  President  Mark 
McClain,  who  started  the  com¬ 
pany  with  fellow  Tivoli  alumnus 
Mike  Turner,  Waveset  ’s  CEO. 

Waveset  will  try  to  stand 
apart  from  competitors,  in¬ 
cluding  Computer  Associates 
and  newcomer  Courion,  by 
focusing  on  scale,  in  terms  of 
end  users  supported,  and 
breadth,  in  terms  of  applica¬ 
tions  supported. 

Unlike  some  existing  access 
management  tools,  such  as 
Access  360  s  enRole,  Wave¬ 
set’s  product  does  not  require 
loading  agent  software  on  tar¬ 
geted  servers. 

“Having  to  manage  agent  soft¬ 
ware  ends  up  being  a  big  job  in 
and  of  itself,”  McClain  says. 

Waveset’s  Lighthouse  relies 
on  a  Lightweight  Directory 
Access  Protocol  index  of  point¬ 
ers  to  access-rights  data  stored 
in  existing  applications.  Infor¬ 
mation  is  transferred  via  an  IP 
network  using  encryption. 

Waveset  officials  say  the 
potentially  difficult  part  in 
using  Lighthouse  is  that  the  net¬ 
work  manager  has  to  set  up  the 
means  to  obtain  open  access  to 
the  various  databases  that  Light¬ 
house  must  poll  to  collect  cur¬ 
rent  information.  “It  can  poten¬ 
tially  be  a  security  threat  to 
leave  a  system  open  for  scan¬ 
ning,”  Turner  concedes. 

Lighthouse  can  set  up  or 
disable  accounts  on  many 
applications  and  operating 
systems,  including  those  from 
BEA  Systems,  IBM,  iPlanet,  Ora¬ 
cle,  Microsoft,  Novell,  SAP,  Sun 
and  Sybase. 

Visa  USA  is  interested  in 
Lighthouse,  looking  to  use  it  as  a 
basis  for  security  access-control 
management  for  employees  and 
business  partners  as  well  as 
banks  and  merchants. 

“We’re  seriously  looking  at 
Waveset  because  it  provides  a 
streamlined  coordinated  ap¬ 
proach  to  management  of  secu¬ 
rity,”  says  Sara  Garrison,  senior 
vice  president  of  technology 
development. 

Lighthouse  starts  at  $100,000 
and  $25  per  user,  with  the 
expectation  it  would  be  used 
by  organizations  to  manage 
access  rights  for  at  least  5,000 
users. 

Waveset:  www.waveset.com 


BMC  renews  commitment  to  users 


NetworkWorld 

Editorial  Director:  John  Gallant 
Editor  in  Chief:  John  Dix 

NEWS 

Executive  Editor,  News:  Bob  Brown 
Associate  News  Editor:  Michael  Cooney 
Associate  News  Editor:  Paul  McNamara 

INFRASTRUCTURE 

Senior  Editor:  John  Fontana, 

(303)  377-9057;  Fax: (303)  377-9059 
Senior  Editor:  John  Cox, 

(978)  834-0554,  Fax: (978)  834-0558 
Senior  Editor:  Deni  Connor, 

(512)  345-3850;  Fax:  (512)  345-3860 
Senior  Writer:  April  Jacobs,  (603)  742-1789 
Staff  Writer:  Phil  Hochmuth 

NET.WORKER 

Managing  Editor:  Toni  Kistner,  (201)  587-0124 

CARRIERS  &  ISPs 

Senior  Editor:  Tim  Greene 
Senior  Editor:  Denise  Pappalardo, 

(202)  737-7614;  Fax: (202)  393-4291 
Senior  Editor:  Michael  Martin,  (201)  556-1280 

THE  EDGE 

M  anaging  Editor:  Jim  Duffy 
Staff  Writer:  Terri  Gimpelson,  (603)  934-6002 

ENTERPRISE  APPLICATIONS 

Senior  Editor:  Ellen  Messmer, 

(202)  737-6046;  Fax. (202)  393-4291 
Senior  Editor:  Carolyn  Duffy  Marsan, 
(703)  917-8621;  Fax: (703)  917-8622 
Senior  Writer:  Jennifer  Mears, 

(608) 275-6807;  Fax: (608)  275-6814 
Senior  Writer:  Kathleen  Ohlson 
Senior  Writer:  Ann  Sullivan 
Staff  Writer:  Denise  Dubie 

COPY  DESK/LAYOUT 

Copy  Chief:  Ryan  Francis 
Senior  Copy  Editor:  Ian  Lamont 
Copy  Editors:  Brett  Cough,  Greg  Cusack, 
John  Dooley,  Monica  Hamilton 

ART 

Design  Director:  Rob  Stave 
Art  Director:  Tom  Norton 
Senior  Designer:  Michelle  Barbera 
Senior  Designer:  Stephen  Sauer 
Graphic  Designer:  Lisa  Hovsepian 
Art  Assistant:  Amanda  McCormack 
Infographics  Researcher:  Jacy  Edelman 

FEATURES 

Features  Editor:  Neal  Weinberg 
Managing  Editor,  Features:  Amy  Schurr 
Features  Writer:  Sharon  Gaudin 
Opinions  Page  Editor:  Susan  Collins 
Features  Writer:  Suzanne  Gaspar 

REVIEWS 

Test  Alliance  Director: 

Christine  Burns,  (717)  243-3686 
Senior  Reviews  Editor:  Keith  Shaw, 

(508)  490-6527 
Reviews  Editor:  Mike  Avery 
Test  Alliance  Partners:  Mark  Gibbs,  Gibbs  &  Co  ; 
Joel  Snyder,  Opus  One;  Dennis  Williams,  ProductRe- 
views.com;  John  Bass,  Centennial  Networking  Labs;  Bob 
Currier,  Duke  University;  Tere'  Bracco,  Current  Analysis; 
Barry  Nance,  independent  consultant,  Thomas  Powell, 
PINT;  Edwin  Mier,  Mier  Communications;  Thomas  Hen¬ 
derson,  ExtremeLabs;  NTS/XXCAL;  Travis  Berkley,  Uni¬ 
versity  of  Kansas;  David  Newman,  Network  Test;  Chris¬ 
tine  Perey,  Perey  Research  &  Consulting 
Contributing  Editors:  Daniel  Briere,  Mark  Gibbs, 
James  Kobielus,  Mark  Miller 

NETWORK  WORLD  FUSION 

Executive  Editor,  Online:  Adam  Gaffin 
Managing  Editor:  Melissa  Shaw 
Events  Editor:  Sandra  Gittlen 
Managing  Editor,  Online  News:  Jeff  Caruso, 
(650)  577-2714;  Fax  (650) 358-4518 
Associate  Online  News  Editor: 

Joanne  Cummings  (978)  688-0109 
Multimedia  Editor:  Jason  Meserve 
Online  Copy  Chief:  Sheryl  Hodge 
Online  Copy  Editor:  Carryl  Hauser 
Senior  Web  Producer:  Mario  Matoska 
Web  Producers:  Chris  Cormier,  Kris  Guay,  Katie  Ward 
Online  Assistant  Art  Director:  Meghana  Bheda 
Online  Graphic  Designer:  Zach  Sullivan 
Online  Researcher:  Elaine  Valovic 

SIGNATURE  SERIES 

Editor:  Beth  Schultz, 

(773)  283-0213;  Fax:  (773)  283-0214 
Executive  Editor:  Julie  Bort,  (970)  468-2864; 
Fax: (970)  468-2348 
Senior  Copy  Editor:  Ian  Lamont 
Copy  Editor:  Brett  Cough 

Editorial  Operations  Manager: 

Cheryl  Crivello 

Office  Manager,  Editorial:  Glenna  Fasold 
Editorial  Office  Administrator:  Pat  Josefek 
Research  Assistant:  Deidra  Massenberg 

Main  phone:  (508)  460-3333 

E-mail:  first  name  .last  name@nww.com 


12  Network  World  June  1  1,  2  0  0  1  www.nwfusion.com 


Products  displaying  this  symbol  feature  or  are  compatible  with  RSA  Security  protection 


WHEN  YOUR  WEB  BUSINESS  IS  UNDER  ATTACH 
WILL  YOU  HAVE  THE  STRONGEST  SOLUTION? 


With  all  the  dangers  that  your  e-business  might  encounter,  why  would  you  trust  your  Web  Security  to  anyone 
but  RSA  Security?  Our  RSA  Web  Security  Portfolio  offers  an  unmatched  breadth  of  powerful  security  solutions  that 
can  be  designed  for  your  specific  security  needs.  We  offer  the  most  trusted  Web  Security  options  that  include 
authentication,  encryption  and  PKI.  And  depending  on  your  e-business  requirements,  we  can  combine  them  in 
whatever  way  works  best  for  you.  To  learn  more  about  how  we  can  customize  your  Web  Security,  and  receive  your  free 
copy  of  our  whitepaper,  RSA  Web  Security  Portfolio,  call  1-800-495-1095  or  visit  www.rsasecurity.com/go/shark. 


RSA 

SECURITY™  The  Most  Trusted  Name  in  e-Security.™ 

SEE  SWORD  i"  I SH ==  IN  THERTERS  ‘JUNE!  E;  a  Sfl®  i «  AND  SEE  R  S  M  SECURITY  IN  Fi  C 1  I  ON  ■ 

v'  /'/r  ..ty 

fL,  Inly  ISIMrl  #  -  y'-y 

W  IP*'  ,  .V  v  • :  .  '  $ 

w  ifi  fHrSj’tr'3' 

M[=«SyM  **  WARNER  BROS.  PICTURES* 

viilac  soadshOw  pictures  IfessaJ  Rmprlca  Online  Kei|word:Su)ordfteh  uiiutu  operalionswordfish  tom 

RSA  Security.  "The  Most  Trusted  Name  in  e-Security”  and  the  RSA  Secured  logo  are  trademarks  of  RSA  Security  Inc.  ©2001  RSA  Security  Inc.  All  rights  reserved. 


News 


Looking  behind,  beyond  B2B  marketplace  woes 


B2B  marketplace  terms 

Here  are  some  of  the  common  phrases  for  B2B  marketplaces: 

Private:  Owned  and  operated  by  one  company  with  select  sellers. 

Public:  Owned  and  run  by  a  third-party,  often  a  business-to- 
business  start-up. 

Consortia:  Ownership  shared  between  industry  leaders  and  a 
technology  partner. 

Reverse  auction:  Buyers  specify  what  items  they  want,  suppliers  bid  to 
offer  items  and  buyers  pick  the  best  quality  for  the 
lowest  price. 

Spot  purchasing:  Short-term  relationship  between  buyers  and  sellers. 


BY  KATHLEEN  OHLSON 

Business-to-business  market¬ 
places  were  supposed  to  make 
everyone  forget  the  dot-com 
debacle. 

All  they’ve  done  so  far  is 
make  people  forget  what  the 
fuss  was  about. 

This  second  part  of  a  two- 
part  series  will  examine  the  roil¬ 
ing  marketplace  landscape  to 
provide  insight  into  what  went 
wrong,  as  well  as  highlight  what 
several  experts  say  are  signs  of 
success  yet  to  come. 

The  headlines  certainly  have 
been  discouraging:  Companies 
such  as  Ventro,  VerticalNet  and 
SciQuest  have  overhauled  their 
business  strategies  from  solely 
running  marketplaces  to  supply¬ 
ing  software  and  services  for 
them.  Meanwhile,  marketplaces 
such  as  PetroCosm,FreightWise, 
Dellmarketplace.com  and  eGar- 
den.com  have  closed  altogether. 
And  that  scrapheap  includes 
dozens  more. 

Ventro  was  one  of  the  most 
telling  victims.  Last  year,  the 
company  changed  its  focus 
from  running  marketplaces  to 
consulting  for  companies  that 
are  building  them.  It  closed 
Chemdex,  its  life-science  mar¬ 
ketplace,  and  Promedix,  its 
medical  parts  marketplace,  and 
cut  235  jobs.The  company  may 
be  kicked  off  Nasdaq  if  it 
doesn’t  come  up  with  a  plan  to 
reach  the  $4  million  minimum 
in  net  tangible  assets  required 
to  continue  trading,  according 
to  a  May  1 5  public  filing. 

“Companies  like  Ventro  need 
to  do  something  to  survive  .  .  . 
and  some  are  doing  it  as  a  ser¬ 


vice  provider,”  says  Kip  Martin, 
an  analyst  at  Meta  Group.  Busi¬ 
nesses  are  still  interested  in 
marketplaces,  and  they  need  a 
company  that  has  the  experi¬ 
ence  and  the  tools  to  set  up 
marketplaces. 

“And  it  gives  [marketplace 
service  providers]  who  are  des¬ 
perate  something  to  do,”  Martin 
says. 

The  presumption  had  long 
been,  “If  you  build  it,  they  will 
come,”  says  Rusty  Braziel,  CEO 
of  Netrana,  a  marketplace  con¬ 
sultancy.  The  reality  was  alto¬ 
gether  different,  he  says.  Braziel 
resigned  as  CEO  of  marketplace 
Altra  Energy  Technologies  in 
February  and  founded  Netrana, 
which  offers  collaboration  soft¬ 
ware  and  consulting  services 
for  companies  building  and 
joining  marketplaces. 

“Buyers  and  suppliers  won’t 
make  the  change  [to  join  a 
marketplace]  if  there  aren’t 
compelling  savings  and  bene¬ 
fits,”  Braziel  says.  “The  ability 
not  to  make  deals  over  the 
phone  and  do  it  online  instead 
isn’t  enough.” 

Some  marketplaces  tried  to 
offer  a  bounty  of  functions  such 
as  supplier-buyer  integration 
and  product-design  support 
right  from  Day  One,  “and  these 
are  the  ones  that  failed,”  Braziel 
says.  “You  can’t  be  a  giant  the 
first  day. . .  .You  don't  just  flip  a 
switch  —  it  won’t  happen  that 
way.” 

Those  participating  in  the 
marketplaces  can  usually  see 
the  writing  on  the  wall.  Maine 
Bucket,  a  Lewiston,  Maine,  man¬ 
ufacturer  of  handmade  wooden 
barrels,  planters,  store  fixtures 


and  buckets,  was  listed  on  lawn 
and  garden  marketplace  eGar- 
den.com  for  approximately  a 
year  before  eGarden.com 
closed  last  month. 

“Part  of  me  was  anticipating 
it  was  going  to  close,”  says  Maine 
Bucket’s  Laura  Steckino.  “Our 
big  months  are  March  and  April, 
so  when  we  didn’t  receive  any 
orders  from  them  I  was  expect¬ 
ing  [eGarden. corn’s  closing] .” 

Although  she  was  disap¬ 
pointed  that  Maine  Bucket 
didn’t  see  any  additional  sales 
through  eGarden.com,  the 
company  has  its  electronic  cat¬ 
alog  ready  for  other  Web  sites 
such  as  CedarStore.com,  an 
outdoor  and  garden  furniture 
retail  site  and  other  potential 
marketplaces. 

The  troubles  surrounding 
marketplaces  have  led  indus¬ 
try  experts  to  revamp  their 
projections  for  the  industry’s 
growth.  Business-to-business 
marketplace  transactions  have 
been  downgraded  20%  to  40% 
from  their  original  forecasts, 
says  consultancy  A.T.  Kearney. 
Marketplaces  were  expected 
to  rake  in  $34  billion  from 
transactions  in  2000,  but  $47 
billion  in  actual  transactions 
were  made. 

Gartner  predicted  North 
American  marketplaces  would 
number  approximately  1,500 
in  2000,  rising  to  3,000  in 
2005.  Currently  there  are 
approximately  700  worldwide 
marketplaces,  according  to 
eMarket  Services,  an  interna¬ 
tional  colloboration  of  trade 
promotion  organizations. 

The  ideal  of  these  market¬ 
places  is  supposed  to  be  con¬ 


necting  buyers  —  companies 
seeking  to  purchase  an  item  — 
with  suppliers  —  businesses 
that  manufacture  and  sell 
them.  Buyers  are  supposed  to 
get  better  prices,  while  suppli¬ 
ers  lower  their  stock  and 
decrease  product  development 
and  order-fulfillment  cycles. 
However,  this  ideal  notion  has 
run  headlong  into  a  number  of 
hang-ups  evident  in  the  various 
forms  of  marketplaces. 

Buyers  who  participate  in 
industry  consortia  and  public 
exchanges,  and  are  working 
with  suppliers  for  the  first  time, 
have  to  check  out  supplier  rep¬ 
utation  for  delivery,  product 
quality  and  payment,  says  Glenn 
Gow,  CEO  of  Crimson  Consult¬ 
ing.  “So  more  work  is  involved,” 
he  says.  “It’s  an  alternative  way 
of  doing  business  [for  buyers], 
but  if  they’re  not  successful 
early,  they’ll  bail.” 

Analysts  say  it’s  the  suppliers 
that  have  been  most  reluctant 
to  participate. 

“If  suppliers  have  separate 
deals  with  buyers  [in  public  or 
consortia  marketplaces],  their 
concern  is  how  safe  is  that 
financial  data  and  how  do  they 
protect  their  contract  data  from 
other  competitors,”  says  Charles 
King,  an  analyst  at  Zona 
Research.  Suppliers  fear  buyers 
will  swap  information  about 
what  they're  paying  for  goods, 
forcing  suppliers  to  revamp  all 
their  deals. 

A.T.  Kearney’s  Philip  Jung 
says  private  exchanges  will 
flourish  because  of  such  fears 
on  the  part  of  suppliers. 

“The  reason  for  private 
exchanges  is  the  value  of  the 
one-to-one  relationship,”  he 
says.  “You  don’t  have  to  share 
your  information  with  every¬ 
body,  and  you  keep  your  com¬ 
petitive  advantage.  Companies 


need  a  safe  environment  to 
buy  and  sell,  and  it’s  not 
enough  for  them  to  have  a 
blanket  agreement. They  worry 
about  visibility,  price  erosion, 
and  giving  business  to  others.” 

John  Noller,  corporate  direc¬ 
tor  of  Sunstone  Hotels  in  San 
Clemente,  Calif.,  says  his  com¬ 
pany  will  stay  with  private  mar¬ 
ketplaces  and  has  no  plans  to 
join  a  hotel  marketplace  such 
as  Zoho. 

“The  problem  is  twofold: 
[Marketplaces]  claim  we  can  be 
a  part  for  no  cost,  but  it’s  an 
empty  claim.  There’s  substantial 
hidden  costs  to  operate  public 
marketplaces,”  Noller  says.  In 
some  cases,  suppliers  are  being 
charged  transaction  fees  to  par¬ 
ticipate  in  marketplaces,  and 
they  are  passing  along  these 
costs  by  inflating  product 
prices,  he  says. 

Sunstone  Hotels’  market¬ 
place,  which  is  built  on  Pur- 
chasePro  software,  has  existed 
since  1999  with  70  hotels  par¬ 
ticipating.  Its  catalog  includes 
several  million  items  such  as 
sheets,  food,  beverages  and 
lighting  fixtures  from  suppliers 
such  as  Home  Depot,  Office 
Depot  and  Sysco.  This  market¬ 
place  “is  individually  owned 
and  operated,  so  we  can  act  in 
our  vested  interested.  We’re  not 
charging  the  supplier  to  sell  to 
us,  so  it  won't  have  a  negative 
impact  on  the  charge  of  goods,” 
Noller  says. 

Not  all  participants  are 
reporting  negative  experiences 
with  the  public  marketplaces. 
Owens  Corning  runs  its  own 
marketplace  yet  also  partici¬ 
pates  in  ChemConnect,  a  chem¬ 
ical,  gas  and  plastic  exchange. 

“If  a  current  supplier  doesn’t 
have  everything  we  need,  or 
we  don’t  like  the  price  being 
See  B2B,  page  73 


Breakdown  of  B2B  markeplace  models 

The  following  are  examples  of  B2B  marketplaces: 

Industry  exchange  Consortia  Private 

Altra  Energy  Technologies  Transora  Sunstone 

Natural  gas,  oil  and  energy  Consumer  goods  Hotel 

1996  June  14, 2000  1999 

More  than  7,000  energy  54  companies,  including  Kraft  70  hotel  members,  approximately 

professionals  in  500  companies  Foods,  Sara  Lee,  Nestle  and  50  broadline  suppliers  including 

worldwide.  Cadbury  Schweppes.  Home  Depot,  Office  Depot  and 

regional/local  suppliers. 

Technology  partners:  Cisco,  Oracle  and  Sun  among  Ariba  and  i2  PurchasePro 

others. 

Scouting  report:  Said  to  be  thriving.  Solid  plan,  but  just  now  rolling  Said  to  be  going  strong. 

out  services  to  regular  customers. 
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EXTENDING  THE  STANDARD. 

There's  a  powerful  new  hero  in  tape  backup  systems,  Super  DLTtape. The  pinnacle  of  15  years 
of  advancements  in  archive  and  recovery  engineering.  It  features  a  blistering  transfer  rate  of 
over  22  MB  per  second  and  an  amazing  capacity  of  up  to  220  GB.  And  the  Super  DLTtape 
system  is  backward-read  compatible,  so  you  won't  leave  past  data  on  DLTtape™  IV  media 
behind.  It's  not  surprising  why  this  is  the  tape  backup  solution  trusted  5:1  by  IS/IT  managers. To 
learn  more  about  this  extraordinary  new  force  in  tape  storage,  go  to  www.NWD.superdlttechnology.com. 


SUPER 


©2001  Quantum  Corporation.  All  rights  reserved.  DLTtape.  the  DLTtape  logo,  Super  DLTtape  and  the  Super  DLTtape  logo  are  trademarks  of  Quantum  Corporation. 
All  specifications  reflect  2:1  data  compression. 


News 


Vendors  form  alliance  to  link  storage-area  networks 


BY  DENI  CONNOR 

NEW  YORK  —  Unable  to  gain  user 
confidence  in  storage-area  networks 


on  their  own,  six  top  vendors  are  join¬ 
ing  to  pledge  product  interoperability 
and  provide  coordinated  support. 
Brocade,  Compaq,  EMC,  Hitachi 


Data  Systems,  IBM  and  McData  say 
they  will  work  together  to  resolve 
interoperability  problems  so  that  cus¬ 
tomers  don’t  need  to  go  from  vendor 


Radware  builds  the  traffic  management  system  that  built  the  leading  ASP. 

USi  is  proud  to  take  responsibility  for  every  aspect  of  our  clients’  application  software  solutions.  But  we  couldn’t 
do  it  without  Radware.  Radware’s  suite  of  Intelligent  Traffic  Management  products  helps  USi  ensure  that 
our  clients  enjoy  the  best  user  experience  available  and  guarantee  that  their  business-critical  applications 
and  eCommerce  sites  are  up  24x7.  They  get  the  solutions  they  need,  without  the  worries.  All  thanks  to 
USi  and,  of  course,  Radware.  For  more  information,  call  1-800-874-6950  or  visit  www.usi.net/ad/partners.  Making  software  simple.” 

USi  and  the  USi  logo  are  trademarks  of  USinternetworking,  Inc.  All  other  trademarks  referenced  herein  are  the  property  of  their  respective  owners.  ©  2001  USinternetworking,  Inc. 

www.radware.com 


to  vendor.  The  companies  have  also 
tested  and  certified  two  multiproduct 
SAN  packages  centered  around  128- 
port  Fibre  Channel  switches  from 
Brocade  and  McData. 

The  companies,  through  the 
newly  formed  Supported  Solutions 
Forum  of  the  Storage  Networking 
Industry  Association  (SNIA),  are 
making  their  coordinated  support 
available  automatically  to  customers 
with  existing  maintenance  agree¬ 
ments.  The  SNIA  is  drafting  a  code 
of  conduct  to  hold  vendors  to 
their  word. 

“Having  a  standard  operating  pro¬ 
cedure  for  all  major  vendors  to 
adhere  to  regarding  service  will  go  a 
huge  way  to  eliminating  the  cus¬ 
tomers’  biggest  complaint  —  finger¬ 
pointing,”  says  Steve  Duplessie,  an 
analyst  with  Enterprise  Storage 
Group.  “Now,  if  you  are  SNIA  service- 
blessed,  you  can’t  point  the  finger; 
you  own  the  whole  problem.” 

“Any  new  technology  that  plays 
well  with  other  vendors’  [technolo¬ 
gies]  has  a  greater  chance  of  being 
accepted,”  says  Rick  Nelson,  senior 
architect  at  EchoStar  in  Littleton, 
Colo.  “The  catch  is  if  the  vendor  says 
it  works  together,  it  better.  If  not,  mar¬ 
keting  hype  will  lead  to  their  equip¬ 
ment  being  sent  to  the  dock  and  the 
loss  of  a  potential  client.” 

The  promise  of  SANs  is  that  they 
will  off-load  heavy-duty  storage- 
related  traffic  from  LANs  and  WANs 
by  shifting  the  traffic  to  a  network  of 
shared  storage  devices.  But  they  are 
also  prone  to  interoperability  prob¬ 
lems  in  that  they  require  communica¬ 
tion  among  the  assorted  storage  com¬ 
ponents  —  such  as  switches,  adapters 
and  arrays  —  that  make  up  a  SAN. 

This  SNIA-sponsored  effort  is  not 
the  first  attempt  by  storage  vendors 
to  work  together  to  ensure  interoper¬ 
ability,  but  it  may  be  the  broadest. 
Individual  companies  such  as  Bro¬ 
cade  and  EMC  have  programs  in  place 
to  ensure  third-party  products  work 
with  their  offerings. 

SNIA  is  making  membership  in 
the  interoperability  forum  open 
to  other  vendors,  though  observers 
say  some  companies  —  such  as 
Hewlett-Packard  and  Sun  —  may  need 
to  open  up  their  product  lines  before 
they  join.  HP  says  it  will  join  as  soon 
as  possible,  while  Sun  has  yet  to 
decide. 

SNIA:  www.snia.org 
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Signature  (required)  Date 

'0  QUALIFY:  You  must  supply  your  company  name  and  address.  If  military,  please  specifiy 
branch/base.  If  government,  please  specify  division. 


Name 


Title 


Company 


Division/Mail  Stop/Military  Branch  or  Base 


Street  Address 


City 


State 


Zip 


Business  phone  ( _ ) _ 

FAX  ( - )_ _ 

E-mail  address _ 

We  would  like  to  send  you  periodic  information  via  e-mail  on  3rd  party  networking  products/services. 
□  Check  here  if  you  DO  NOT  wish  to  receive  this  information. 


If  there  is  a  parent  company,  please  provide  name: _ 
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What  is  the  principal  business  activity  at  your  location? 

(check  ONE  only) 


01. □  Manufacturing  (Non-Computer/ 
Communications/OEM) 

02. .J  Finance/Banking 
03. □  Insurance/Real  Estate/Legal 
04.D  Health  Care  Services 
05. □  Hospitality/Entertainment/ 
Recreation 


09.D  Utilities/Process  Industries 
(Mining/Construction/ 
Petroleum  Refining/ 
Agriculture/Forestry) 

10. D  Govemment/Military 

11.  □Consulting  (Independent)  * 

12.  □  Education 


^.□Manufacturing  (Computer/ 
Communications/OEM) 

17. D  Resellers/VARs/VADs/ 

Integrators/Distributors* 

(Computers/Communications) 

18. D  Other  (please  specify) 


06.  □  Media/TV/Cable/Radio/Print  13. □  Carriers/Voice/Data/ISP 


07. □  Retail/Wholesale  M.OWeb  Hosting/HSP 

Trade/Business  Services  15. □  ASP/SSP/MSP 

08.  □  Transportation 


•Attn  Consultants,  Integrators, 
Distributors,  Resellers:  Please  com¬ 
plete  form  based  on  ALL  clients  and 
your  own  business  needs 


P:  What  is  your  primary  job  function?  (check  one  only) 

S:  What  additional  job  functions  are  you  involved  in?  (check  all  that  apply) 

PS  PS 


□  1.  □  Network  Management 

□  2.  □  CIO/CTO/1S/IT/M1S/ 

Systems  Management 

□  3.  □  LAN  Management 


□  4.  □  Datacom/Telecom  Management 

□  5.  □  Internet/Intranet/Web/ 

E-Commerce  Management 

□  6.  □  Engineering  Management 


□  7.  □  Corporate  Management 

(CEO,  COO,  CFO,  Pres.,  VP, 
Dir.,  Mgr.) 

□  8.  □  Consultant  (Independent) 

□  9.  □  Other  (please  specify) 


What  is  the  estimated  value  of  network  equipment  and  services  that  you  specify, 
recommend,  or  approve  the  purchase  Of?  (Please  print  the  appropnate  number  code  on 
the  line  next  to  each  product  category.  Please  complete  ALL  categories  A-0.) 


1.  $100  Million  or  more 

2.  $50  Million  to  $99.9  Million 

3.  $25  Million  to  $49.9  Million 

4.  $10  Million  to  $24.9  Million 

5.  $1  Million  to  $9.9  Million 

6.  $100,000  to  $999,999 

7.  $50,000  to  $99,999 

8.  Under  $50,000 

9.  None  of  the  above 


A _ Large  Systems 

( Mainframes/Minis) 

B _ Desktops 

( Micros/Laptops/  Workstations) 

C _ Mobile 

(including  PDAs,  Wireless) 

D _ Servers 

E _ LANs 

F  _ WAN  Equipment 

G _ Carrier  Services 


H _ Internet/Web/E-commerce 

I  _ Intranet/Extranet 

J  _ Internetworking 

(including  Routers,  Switches) 

K _ Storage 

L  _ Remote  Access 

M _ Peripherals 

N _ Software 

O _ Service/Support  Services 


PE 

l.  □  lot 


rj  n  What  is  the  total  number  of  sites  for  which  you  have  purchase  influence? 

(cbedt  ONE  only) 


1.  □  100+  2.  □  50  to  99  3.  □  20  to  49  4.  □  10  to  19  5.  □  2  to  9  6.  □  1  7.  □  None 


Please  indicate  the  Web/Security/LAN/lnternetworking/Wireless/Mobile/WAN  Equipment/ 
Carrier  Services  that  you  are  currently  involved  in  purchasing  or  plan  to  purchase: 

(check  ALL  that  apply)  A.  Currently  involved  in  purchasing  B.  Plan  to  purchase 


WEB _ 

A  B 

□  01.  □  Web  Servers/Software 

□  02.  □  Web  Traffic  Management 

□  03.  □  Electronic  Commerce  Tools 


SECURITY - 

A  B 

□  10.  □  Firewalls 

□  11.  □  Anti-Virus  Software 

□  12.  □  Private  Key  Encryption  Tools 

LANs/INTERNETWORKING _ 

A  B 

□  19.  □  Fast  Ethernet 

□  20.  □  Gigabit  Ethernet 

□  21.0  Layer  3-7  Switches 

□  22.  □  ATM  Switches 

□  23.  □  Routers 

□  24.  □  Network  Attached  Storage 

(NAS) 

□  25.  □  Storage  Area  Networks  (SANs) 

WIRELESS/MOBILE  - 

A  B 


□  04.  □  Web  Development  Tools 

□  05.  □  Web  Content  Management 

□  06.  □  Web  Collaboration/ 

Groupware 


□  07.  □  Web  Acceleration/Caching/ 

Load  Balancing 

□  08.  □  Web  Hosting  Services 

□  09.  □  Other 


□  13.  □  DES  Encryption  Tools 

□  14.  □  Authentication  Tools 

□  15.  □  Intrusion  Detection 


□  16.  □  Certificate  Authorities 

□  17.  □  Biometrics 

□  18.  □  Other 


□  26.  □  Storage  Backup 

(Optical,  Disk,  Tape,  RAID) 

□  27.  □  Network  Test/Diagnostic 

Tools 

□  28.  □  Uninterruptable  Power 

Supplies  (UPS) 

□  29.  □  Network  Interface  Cards 

(NICs,  PCMCIA) 


□  30.  □  Hubs/Intelligent  Hubs/ 

Stackable  Hubs 

□  31.0  Cables.Connectors,  Baiuns 

□  32.  □  WiringlFiber  Systems 

□  33.  □  Net  Management  Systems 

□  34.  □  Voice  Over  IP  (VoIP)  Tools 

□  35.  □  Network  Analyzers 

□  36.  □  Other  Local-Area  Network/ 

Internetworking 


□  37.  □  Wireless  LANS 

□  38.  □  Wireless/Cell  Phones 

WAN  EQUIPMENT - 

A  B 

□  43.  □  Frame  Relay  Equipment 

□  44.  □  Bandwidth  Managers 

□  45.  □  Bandwidth  Shaping/QOS 

Tools 

□  46.  □  VPN  Equipment 

□  47.  □  ATM  Switches 


CARRIER  SERVICES  . 
A  8 


A  B  A  B 

□  39.  □  Wireless  LAN  Extension  Tools  □  41.  □  PDAs 

□  40.  □  Mobile  Data  □  42.  □  Other  Remote/Wireless 

Equipment/Services 


□  48.  □  Voice/Video  over  IP 

Gateways 

□  49.  □  Modems 

□  50.  □  Cable  Modems 

□  51.  □  xDSL  Products 

□  52.  □  Diagnostic/Test  Equipment 


□  53.  □  DSUs/CSUs 

□  54.  □  PBXs 

□  55.  □  Call  Center  Tools 

□  56.  □  Videoconferencing  Gear 

□  57.  □  ISDN  Equipment/Services 

□  58.  □  Other  WAN 

Equipment/Services 


□  59.  □  Internet  Access 

□  60.  □  Private  Lines 

□  61.  □  Frame  Relay  Services 

□  62.  □  ADSL/DSL 

□  63.  □  T-l/T-3  Services 


□  64.  □  ATM  Services 

□  65.  □  Managed  Services 

□  66.  □  VPN  Services 

□  67.  □  LAN-Extension  Services 

□  68.  □  OC-3/OC-12 


□  69.  □  Wavelength  Services 

□  70.  □  Dark  Fiber 

□  71.  □  Other  Carrier  Services 

A  B 

None  of  the  above  (1 -71)  □  72.  □ 


Please  indicate  the  Systems/Peripherals/Software/Applications/Business  Services 
that  you  are  currently  involved  in  purchasing  or  plan  to  purchase:  (check  all  that  apply) 

A.  Currently  involved  in  purchasing  B.  Plan  to  purchase 


SYSTEMS/PERIPHERALS  - 

A  B 

□  01.  □  Laptops/Notebooks 

□  02.  □  Desktops 

□  03.  □  Intel-Based  Servers 

□  04.  □  Rise-Based  Servers 

□  05.  □  Print  Servers 

SOFTWARE/APPLICATIONS  _ 

A  B 

□  14.  □  Deskto|VServer  Operating 

Systems 

□  15.  □  Network  Management 

□  16.  □  Systems  Management 

□  17.  □  Directory  Services 

□  18.  □  E-Mail 

□  19.  □  Groupware 


□  06.  □  Fax  Servers 

□  07.  □  Remote  Access  Servers 

□  08.  □  Video  Servers 

□  09.  □  Mid-Range  Systems 

(including  workstations) 


□  10.  □  Mainframes 

□  11.  □  Printers 

□  12.  □  Enclosures/Racks/Furniture 

□  13.  □  Other  Computers/ 

Peripherals 


□  20.  □  Database  Management 

Systems 

□  21.  □  Customer  Resource 

Management  (CRM) 

□  22.  □  Enterprise  Resource 

Planning  (ERP) 

□  23.  □  XML  Tools 

□  24.  □  Desktop  Videoconferencing 


BUSINESS  SERVICES - 

A  B 

□  32.0  Application  Service 
Provider  Services 


□  25.  □  Middleware 

□  26.  □  Document  Management  Tools 

□  27.  □  Site  Metering  Tools 

□  28.  □  Software  Distribution  Tools 

□  29.  □  Data  Warehousing 

□  30.  □  Applications  Development 

Tools 

□  31.D  Other  Software/Applications 


A  B  A  B 

□  33.  □  Systems  Integration/  □  35.  □  Other  Services 

Consulting  A  B 

□  34.  □  Education/Training  Services  None  a^ove  ~  ^  d  36.  □ 


Please  indicate  the  platforms  that  are  currently  installed/planned:  (check  all  that  apply) 
A.  Currently  installed  B.  Planned  for  purchase 


NETWORK  PROTOCOLS  - 
A  B 

□  OLD  TCP/IP  v4 

□  02.  □  TCP/IP  v6 


□  03.  □  SNA/APPC/APPN/LU6.2 

□  04.  □  Novell  IPX/SPX 


UN/WAN  ENVIRONMENT - 

A  B 

□  08.  □  Gigabit  Ethernet 

□  09.  □  Switched  Ethernet 

□  10.  □  Fast  Ethernet 

□  11.  □  Ethernet 

□  12.  □  ATM 

DESKTOP/SERVER  OPERATING  SYSTEMS 
A  B 

□  23.  □  Windows  2000 

□  24.  □  Windows  95/98 

□  25.  □  Windows  NT/Windows  2000 

□  26.  □  Novell  (NetWare  5.X,  4.X, 

3.X,  2.X) 

□  27.  □  LINUX 


□  05.  □  NETBIOS/NETBUEI 

□  06.  □  NFS 

□  07.  □  Other  Network  Protocols 


□  13.  □  Token  Ring/Token  Ring 

Switching 

□  14.  □  Layer  3-7  Switching 

□  15.  □  EDD1 

□  16.  □  Fibre  Channel 

□  17.  □  Wireless  LANs 


□  18.  □  DSL 

□  19.  □  ISDN 

□  20.  □  Frame  Relay 

□  21.  □  Private  Line  Tl,  T3,  OC-3, 

OC-12 

□  22.  □  Other  LAN/WAN 

Environment 


□  28.  □  Intel  Based  UNIX 

□  29.  □  RISC  Based  UNIX 

(incl.  SOLARIS) 

□  30.  □  IBM  MVS/VM/VSE/ESA 

□  31.  □  OS/400 

□  32.  □  Digital  VMS 

□  33.  □  Macintosh 


□  34.  □  Palm  OS 

□  35.  □  Windows  CE 

□  36.  □  Other  Network  Operating 

System 

A  B 

None  of  the  above  (1-  36)  □  37.  □ 
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m 

What  is  the  total  number  of  Servers/Clients  installed/planned  at  your  location/in  your 
entire  organization?  (check  ONE  box  in  each  column) 

At  Location 

SERVERS  „  .  „ 

Entire  Org. 

At  Location 

CLIENTS  „  .  „ 

Entire  Org. 

A 

B 

c 

D 

□  i. 

50,000+ 

□ 

□ 

1. 

50,000+ 

□ 

□  2. 

10,000  to  49,999 

□ 

□ 

2. 

10,000  to  49,999 

□ 

□  3. 

1,000  to  9,999 

□ 

□ 

3. 

1,000  to  9,999 

□ 

□  4. 

100  to  999 

□ 

□ 

4. 

100  to  999 

□ 

□  5. 

50  to  99 

□ 

□ 

5. 

50  to  99 

□ 

□  6. 

10  to  49 

□ 

□ 

6. 

10  to  49 

□ 

□  7. 

1  to  9 

□ 

□ 

7. 

1  to  9 

□ 

□  8. 

None 

□ 

□ 

8. 

None 

□ 

|  |  What  is  your  scope  and  involvement  in  purchasing  decisions  for  network  products 

[  1  and  services  for  your  enterprise? 

A.  Scope  (check  ONE  only) 

CORPORATE/ENTERPRISE: 

1.0  Entire  Enterprise/  3 4-D  Division/Multiple 

Multiple  Enterprises  Divisions 

B.  Involvement  (check  ALL  that  apply) 

1.0  Create  Network/IT  4.0  Evaluate 

Strategy  Products/Services 

2.0  Recommend/Specify  5.0  Determine  the  Need 

Brand  6,0  None 

3.0  Approve  Purchase 

2.0  Multinational  4.0  Department 

Enterprise  5.0  None 

For  faster  service,  subscribe  online  at: 

http://www.nwwsubscribe.com/pb60 1 


For  which  areas  outside  of  the  U.S.A.  do  you  have  purchase  influence? 

(check  ALL  that  apply) 


3.  □  South  America 

4.  □  Australia 


5.  □  Middle  East 

6.  □  Africa 


7.  □  Canada 

8.  □  None 


3 


▼  1 .  FOLD  HERE  &  MAIL  TODAY  ▼ 


Sign  Up  and  Start  Immediately  Receiving  our 
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Briefs 


Veritas  Software  last  week 
announced  traffic  management 
software  for  clustered  Web  and 
application  servers  that  could 
improve  their  availability  and 
uptime.  Veritas  Cluster  Server 
Traffic  Director  lets  customers 
manage  front-end  Web  and 
application  servers  and  redirect 
traffic  at  specific  transactions  or 
applications  based  on  content, 
regardless  of  application  or  serv¬ 
er  platform.  It  also  provides  pri¬ 
ority  to  critical  traffic.  The  clus¬ 
tering  software  is  integrated  with 
Veritas'  Global  Management 
Console  and  Global  Cluster  Man¬ 
ager.  Veritas  Cluster  Server  Traf¬ 
fic  Director  will  be  available  in 
the  third  quarter  of  this  year. 
Pricing  has  not  been  set. 

Veritas:  www.veritas.com 

Sharp  last  week  showed  the 
prototype  of  its  upcoming  Linux 
handheld  at  the  JavaOne  show 
and  unveiled  some  of  the  com¬ 
panies  behind  it.  The  device  will 
run  Java  on  the  Embedix  operat¬ 
ing  system  from  Lineo,  an  em¬ 
bedded  Linux  vendor.  It  also  will 
feature  an  Intel  StrongARM  206- 
MHz  processor,  which  is  the 
same  chip  behind  Compaq's 
iPaq  and  Hewlett-Packard's  Jor¬ 
nada,  which  use  Microsoft's 
Pocket  PC  operating  system. 

The  device  will  be  marketed  glob¬ 
ally  later  this  year,  with  the  goal  of 
selling  one  million  units  by  next 
March,  the  company  says.  Sharp 
also  announced  it  is  in  talks  with 
three  other  vendors  regarding 
software  or  technology  for  the 
PDA.  Discussions  are  underway 
with  Office  Noa  to  supply  soft¬ 
ware  for  video  and  multimedia 
access  in  wireless  environ¬ 
ments;  Amiga  for  gaming,  ani¬ 
mation,  video  and  music  soft¬ 
ware;  and  Pumatech  to  provide 
synchronization  between  the 
PDA  and  other  computers. 

Sharp:  http://developer.sharp 
sec.com 
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Captaris  plunges  into  wireless  world 

Company’s  Infinite  Mobile  Delivery  Server  ties  mobile  apps  to  enterprise  data. 


BY  JOHN  FONTANA 

Captaris,  long  known  under  the 
name  AVT  and  for  its  unified 
messaging  products,  has 
branched  out  into  the  wireless  world. 

The  company  recently  heralded  its  Infi¬ 
nite  Mobile  Delivery  Server,  which  pro¬ 
vides  access  to  enterprise  applications 
from  a  variety  of  wireless  devices.  The 
server  acts  as  a  gateway,  recognizing  the 
device  trying  to  access  the  network  and 
converting  data  from  enterprise  applica¬ 
tions  into  a  format  for  that  device. 

The  server  is  designed  to  help  IT  execu¬ 
tives  deliver  applications  —  especially 
e-mail  and  database-driven  applications  — 
to  mobile  workers  accessing  the  network 
from  a  cell  phone  or  PDA.  The  server 
works  with  any  device  with  a  browser. 

“The  server  extends  our  ability  to  get 
information  out  to  people,  and  that  is  our 
business,”  says  Dean  Maire,  vice  president 
of  strategy  and  business  development  for 
Imagecom,  a  subsidiary  of  Vector  ESP,  a 
company  that  provides  data  services.  “We 
immediately  had  wireless  access  to  e-mail, 
contacts  and  scheduling  out  of  the  box, 
but  what  we  find  compelling  for  the  future 
is  creating  a  platform  to  tie  into  our  inter¬ 
nal  data  sources.” 

Maire  says  Captaris  has  the  flexibility  to 
deliver  that  data  to  any  device,  something 
he  didn’t  see  in  other  products. 

Captaris  will  need  to  set  itself  apart  in  a 
crowded  market  that  includes  Microsoft, 
IBM  and  Oracle  (see  graphic). 

“The  challenge  for  Captaris  will  be  to 
get  noticed,  to  get  stuff  out  there  and  to  get 
it  working,”  says  Peter  Davidson,  president 
of  Davidson  Consulting,  “ft  will  be  impor¬ 
tant  to  get  in  the  right  vertical  markets  and 
with  the  right  early  adopters.” 

Captaris  acquired  the  Mobile  Delivery 
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ONLINE 

OVERVIEW 

Download  a  demo  on  the  Infinite 
Mobile  Delivery  Serverand  read  more 
about  it  on  the  Captaris  FAQ  page. 
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Wireless  warriors 

Captaris  is  entering  a  crowded  field  of  vendors  trying  to  provide  a  link  between 
wireless  devices  and  enterprise  applications  and  data.  Here  is  a  look  at  the  competition: 


Vendor 

Product 

Comment 

Aether  Systems 

Aether  Fusion 

Data  adapters  hook  apps  to  platform 

Every  Path 

Mobile  Application  Platform 

Development  tools  tap  data,  not  apps 

Captaris 

Mobile  Delivery  Server 

Provides  access  to  apps,  e-mail 

IBM 

WebSphere  Transcoding  Publisher 

Now  part  of  Everyplace  wireless  suite 

Microsoft 

Mobile  Information  Server  2001 

Cornerstone  of  .Net 

Oracle 

Oracle  Mobile 

Focus  on  e-mail,  applications 

Wireless  Knowledge 

WorkStyle/Anystyle/Echo 

Three  products  for  e-mail,  collaboration 

and  Web  apps 


Server  when  it  bought  Infinite  Technolo¬ 
gies  in  January  for  $24  million.  Before  the 
acquisition,  Infinite  supplied  transcoding 
software  to  large  carriers,  including  British 
Telecom,  which  has  millions  of  users. 

Captaris  plans  to  integrate  the  wireless 
server  with  its  unified  messaging  applica¬ 
tions.  Those  include  RightFax,  for  Internet 
faxing,  and  CallXpress,  a  universal  in-box 
for  fax,  voice  and  text  messages. 

“With  the  wireless  piece,  you  now  can 
think  of  it  as  unified  communication,”  says 
Allan  Carter,  director  of  marketing  for 
mobile  and  wireless  at  Captaris. 


Mobile  Delivery  Server  lets  wireless 
users  access  e-mail,  voice  mail,  faxes,  per¬ 
sonal  calendars,  task  lists  and  contact 
databases  from  any  number  of  e-mail 
platforms,  including  Lotus  Notes  and 
Microsoft  Exchange.The  server  also  has  a 
voice  component  that  lets  users  listen  to 
messages  and  respond  with  a  voice  mes¬ 
sage.  It  also  can  be  used  to  wirelessly 
enable  applications  such  as  customer 
relationship  management  and  enterprise 
resource  planning. 

But  Mobile  Delivery  Server  is  not  a  mira- 
See  Captaris,  page  20 


HP  sharpens  its  blade  servers 


BY  ASHLEE  VANCE 

Hewlett-Packard  is  the  latest  company 
to  announce  a  line  of  blade  servers  that 
consume  less  power  while  offering  extra 
storage,  memory  and  processing  brawn. 

By  year-end,  HP  plans  to  deliver  several 
products  based  on  its  blade  architecture. 
The  servers,  code-named  Powerbar,  will 
run  on  32-bit  processors  from  Intel  and 
HP’s  own  PA  Reduced  Instruction  Set 
Computing  processors. 

Blade  servers  are  smaller  than  tradi¬ 
tional  rack  mounted  servers  and  can  be 
stacked  vertically,  letting  companies  fit 
more  servers  in  a  rack. While  a  typical  rack 
can  currently  accommodate  up  to  42 
servers,  hardware  companies  expect  to 
eventually  fit  about  280  blades  in  the  same 


space.  A  blade-based  configuration  also 
reduces  the  number  of  power  cords  com¬ 
ing  out  of  a  rack,  as  the  blades  can  share  a 
common  chassis  and  backplane. 

HP  will  not  say  how  many  blades  it  will 
have  in  its  first  units.  However,  the  com¬ 
pany  says  some  customers  will  receive  a 
limited  release  of  the  boxes  by  the  third 
quarter,  at  which  time  the  product  design 
will  be  more  clear. 

“We  have  been  pretty  tight-lipped 
about  our  products  specs,”  says  John 
Miller,  director  of  server  marketing  at  HP 
“We  are  investigating  ways  to  optimize 
the  product  density.” 

Other  companies,  such  as  Dell,  have 
outlined  more  specific  details  on  where 
they  see  their  blade  systems  going.  Dell 

See  HP,  page  20 
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•Certification  reinforces  overall  computing  confidence,  driving  enhanced  security  measures  while  simultaneously  decreasing  the  intrusion  of  those  security  measures  in  everyday  life.  ICSA  Labs  Certification  criteria  are  public,  objective,  fair,  credible  criteria  that  yield  a  pass-fall  result. 

€>  2001  Microsoft  Corporation.  All  rights  reserved.  Microsoft  is  a  registered  trademark  of  Microsoft  Corporation  in  the  United  States  and/or  other  countries. 


In  business 

today,  more  information  than  ever  is  stored,  accessed,  and 
leveraged  using  the  Internet.  Securing  that  information  has 
become  crucial,  not  to  mention  difficult— and  it’s  all  your 
responsibility.  But  rest  easy.  Microsoft  ISA  Server  2000 
can  provide  you  with  rock-solid  firewall  protection.  And  it’s 
protection  that’s  simpler  than  ever  to  manage. 


Part  of  the  flexible  Microsoft  .NET  Enterprise  Server  family, 


ISA  Server  is  a  certified,  multi-layer  firewall  providing  smart 


security  via  packet,  circuit,  and  application  level  filtering.  ISA 


CERTIFICATION 


ISA  Server  2000  is 
certified  by  ICSA  Labs* 


CERTIFIED 


Server  provides  granular 
control  of  inbound  and 
outbound  network  traffic, 


which  means  no  unauthorized  access,  period.  And  with  the 


enterprise  edition,  management’s  a  breeze,  allowing  you  to 


deploy  an  array  and  manage  multiple  ISA  Servers  as  a 


single  logical  unit. 


So  in  the  end,  it  doesn’t  really  matter  how  outnumbered 
or  surrounded  you  are.  You  can  handle  it.  To  find  out  more 
about  ISA  Server,  visit  microsoft.com/isaserver/firewall 

Software  for  the  Agile  Business. 
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Tolly  on  Technology  .  Kevin  Tolly 

T HE  TECHNOJUMBLE 


THAT  WOULD  BE  LUCATEL 


As  I  write  this,  the  marriage 
between  Lucent  and  Alcatel 
has  just  been  called  off. 

Let’s  consider,  though,  the  piece¬ 
meal  parts  that  would  have  com¬ 
bined  to  make  this  new  company  and 
what  impact  it  would  have  had  on 
network  users. 

With  only  the  benefit  of  my  ever- 
less-reliable  memory,  I  count  nine 
companies,  the  people,  product  or 
technologies  that  would  have  been 
included  in  the  combined  company. 
These  are  in  addition  to  the  nontrivial 
assets  that  the  companies  have  devel¬ 
oped  on  their  own  over  the  years. 

In  the  LAN  switching  space,  the  pro¬ 
duct  mix  would  include  technology 
from  LANNET,  Prominet,  Packet 
Engines  and  Xylan.  (Lucent  spun  off 
the  LANNET  and  Prominet  product 
lines  as  part  of  Avaya  last  year  but 
some  remnants  remain.) 

For  the  WAN,  Newbridge  Networks 
and  Ascend  would  contribute  to  the 
core,  while  Xedia  and  Assured  Access 


dealt  with  the  edge.  And  let’s  not  for¬ 
get  that  before  Lucent  bought  it, 
Ascend  gobbled  up  top-tier  frame 
relay  vendor  Cascade. 

At  the  physical  layer,  I’d  add  cabling 
vendor  Berk-Tek  but  I  can’t  figure  out 
whether  it  is  still  part  of  Alcatel.  Some 
months  back,  it  started  showing  up  as 
Nexan.That’s  when  I  gave  up. 

This  new  Lucent/Alcatel  would 
have  been  more  like  a  cartel  than 
a  company. 

Imagine  reconciling  all  those  archi¬ 
tectures  into  “a  cohesive  solutions 
strategy”  (as  the  new  entity’s  market 
literature  would  no  doubt  say).  In 
your  dreams! 

The  thought  of  such  a  company 
should  reveal  how  patently  ridicu¬ 
lous  it  is  to  think  that  “seamless”  inte¬ 
gration  is  a  realistic  goal. 

Furthermore,  Lucent’s  pursuit  of 
Alcatel  makes  no  sense  from  a  “stra¬ 
tegy”  point  of  view.  Think  about  it. 
Last  year,  Lucent  boldly  announced  it 
was  going  to  spin  off  “low-growth” 


units  —  specifically  PBXs,  campus 
switches  and  cabling. 

Now,  less  than  a  year  later,  it 
aggressively  pursues  becoming  one 
with  a  company  primarily  recog¬ 
nized  for  PBXs,  campus  switches  and 
cabling.  Brilliant! 

While  such  mergers  are  always 
ostensibly  done  to  improve  customer 
value,  one  as  ludicrous  as  this  shows 
as  clear  as  day  the  real  reason:  to 
boost  the  stock  price. 

And  what  about  the  price?  Just 
before  the  talks  were  called  off,  the 
deal  was  valued  just  north  of  $22  bil¬ 
lion.  A  lot  of  money,  right? 

Not  if  you  consider  that,  just  a  few 
years  ago,  Lucent  acquired  Ascend 
for  about  $11  billion.  Around  this 
time  last  year,  Cisco  handed  over 
some  $4  billion  in  stock  for  puny 
load-balancer  ArrowPoint  —  a  com¬ 
pany  that  had  1999  revenue  of  about 
$20  million.  More  recently,  Nortel 
paid  $7  billion  in  stock  for  Alteon 
Networks  —  a  start-up  that  had,  in 


essence,  one  product  —  a  multifunc¬ 
tion  switch. 

Granted,  those  deals  would  have 
dramatically  different  prices  today, 
but  to  think  that  such  a  prominent 
part  of  the  old  AT&T  empire  could 
cease  to  exist  for  a  number  that  was 
anywhere  near  what  a  single-prod¬ 
uct,  3-year-old  start-up  went  for  is 
mind-numbing. 

For  now,  at  least,  Lucatel  execu¬ 
tives  won’t  come  into  being,  and  the 
tough  questions  will  remain  unasked, 
but  according  to  some  sources,  the 
talks  might  be  revived. 

For  network  managers,  though, 
there  is  one  clear  lesson  —  the  myth  of 
“buying  from  the  big  guy”  to  get  that 
guarantee  of  stability  is  exposed.  Every¬ 
thing  is  relative,  and  no  company  is 
immune  to  the  vagaries  of  the  market. 

Tolly  is  chairman  and  CEO  of 
Tolly  Research  and  founder,  presi¬ 
dent  and  CEO  of  The  Tolly  Group.  He 
can  be  reached  at  ktolly@tolly.com. 


HP, 

continued  from  page  17 

announced  plans  at  the  end  of  last 
month  to  make  blade  products  available 
by  next  year.  The  first  blade-based  sys¬ 
tems  from  Dell  will  run  on  Intel’s  IA-32 
chip  architecture  and  will  support  com¬ 
monly  used  network  technologies  such 
as  Fibre  Channel.  Later  in  2002,  Dell 
plans  to  launch  systems  based  on  Intel’s 
64-bit  McKinley  processor.  The  vendor 
will  then  integrate  high-speed  Ethernet 
and  InfiniBand  networking  technology 
into  the  boxes. 

In  the  past  few  weeks,  a  number 
of  vendors  have  introduced  blades  as 
the  next-generation  architecture  for 
their  servers. 

Compaq  and  IBM  have  announced 
their  first  moves  in  the  field.  Compaq 
said  it  is  teaming  with  Intel  to  develop 
ultradense  servers,  while  IBM  signed  a 


reseller  agreement  with  Texas  blade 
maker  RLXTechnologies. 

HP  plans  to  build  its  products  in- 
house  but  might  also  consider  working 
with  a  partner  such  as  RLX. 

HP  is  looking  to  its  suite  of  server  soft¬ 
ware  to  add  enough  value  to  its  blade 
offering  to  tempt  customers  away  from 
low-cost,  direct  sellers  such  as  Dell, 
Miller  says. 

The  products  due  out  from  HP  at  year- 
end  will  rim  on  the  company’s  own  HP- 
UX  Unix  operating  system  along  with  a 
version  of  the  Linux  OS  and  Windows. 

Vance  is  a  correspondent  with  IDG 
News  Services’  San  Francisco  bureau. 
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Captaris, 

continued  from  page  17 

cle  worker.  Many  applications  must  be 
modified  to  accommodate  the  small 
wireless  devices. 

The  server  ships  with  a  connector 
for  Exchange  and  a  catch-all  Enterprise 
Mail  Connector.  A  dedicated  Notes  con¬ 
nector  is  under  development.  The  serv¬ 
er  also  has  an  Open  Data  Connector  to 
support  database  applications  and  the 
voice  connector. 

The  server  ships  with  a  Wireless  Appli¬ 


cation  Protocol  (WAP)  gateway  and  sup¬ 
ports  the  Wireless  Markup  Language, 
Handheld  Device  Markup  Language  and 
Compact  HTML. 

Pricing  for  the  server  with  licenses  for 
100  Exchange  users  and  the  voice  con¬ 
nector  starts  at  about  $100  per  user.  The 
Open  Data  Connector  starts  at  $13,000 
for  100  users. 

Pricing  for  the  WAP  gateway  is  ses¬ 
sion  based  with  a  five-session  license, 
which  can  support  up  to  500  users, 
starting  at  $700. 

Captaris:  www.captaris.com 
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HP  SERVES  UP  STORAGE  GEAR 


Server  blades  weren't  the  only  thing  on  Hewlett-Packard's  mind 

last  week  as  the  company  also  rolled  out  a  bevy  of  storage  hardware  and 
software  aimed  at  helping  customers  build  large,  manageable,  fault-toler¬ 
ant  storage-area  networks  and  network-attached  storage  systems. 

The  company  introduced  one  of  the  first  2G  bit/sec  Fibre  Channel 
storage  arrays,  disaster  recovery  and  back-up  software  for  HP's  high- 
end  XP  storage  arrays  and  two  mid-  to  high-end  NAS  devices. 

The  HP  SureStore  Virtual  Array  7400  is  a  midrange  array  with  up  to  7.7  ter¬ 
abytes  of  storage  space  and  up  to  105  Fibre  Channel  disks  that  connects  into 
2G  bit/sec  Fibre  Channel  SANs. 

Its  rack-mounted  configuration  lets  customers  deploy  it  in  space-con- 
strained  environments,  consolidate  storage  resources  or  use  it  for  transaction 
processing  or  data  warehousing  environments. 

HP  also  announced  its  SureStore  NAS  XP  and  NAS  Virtual  Array  for 
high-performance  environments  that  need  failover  capability.  The  NAS  XP  sup¬ 
ports  up  to  37  terabytes  of  data  capacity  and  consists  of  an  HP  9000  NAS  file 
server  that  attaches  to  the  Ethernet  network,  which  is  attached  to  XP  disk  arrays. 

The  smaller  NAS  Virtual  Array  is  for  departments  and  workgroups  that  share 
large  amounts  of  file  data.  It  consists  of  the  HP  VA  7100  disk  array,  front  ended  with 
an  HP  J6000  server.  It  works  in  HP-UX,  Sun  Solaris,  AIX  and  Windows  2000  environ¬ 
ments,  and  connects  to  the  network  with  an  Ethernet  connection. 

HP  also  rolled  out  disaster-recovery  software  called  Continuous  Access 
XP  for  HP  SureStore  XP  disk  arrays  that  lets  network  managers  mirror  the 
data  from  one  disk  array  to  another. 

The  company  is  also  offering  failover  software  for  Win  2000  called  Cluster 
Extension  XP  —  it  works  over  metropolitan-area  networks  for  Win  2000 
Microsoft  Cluster  Services  environments. 

The  HP  SureStore  VA  7400,  NAS  XP,  NAS  VA,  OpenView  Omniback  II  Version  4, 
Cluster  Extension  XP  and  Continuous  Access  XP  will  be  available  this  month.  Pricing 
was  not  given. 


—  Deni  Connor 


mgm 


■ 


nS&KjmsI 


S&iSffiSlSftSRi 

immm 

SkSII&%9&'<MkI£ 


-  i«3gi 


»«  *W»U'*»»  » 


,?*jf  >>'"■•'  • 

,  *  m 

...  ^  <■'  « 


.,---.  -  *lt(»^»  —  H  -| -il^  !®  ’  1  ^  M  '  '  * 

■  •  -■•.'•  *  ’■•:  '  .  ..*•*.•  ■  \ 
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I N  STALL  APPLICATIONS,  UPDATE  SOFT- 
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FREE  3  0- DAY  TRIAL.  Go  TO 
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DOWNLOAD  OR  TO  REQUEST  A  FREE  CD. 
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Stedcase 


AN  AT&T  BUSINESS  SOLUTION 


HIGH  SPEED  PACKET  SERVICES.  When  record  demand  for  office  furniture 
boosted  data  traffic  and  internal  applications  requirements,  Steelcase 
needed  more  power  and  flexibility  from  their  existing  network.  So  AT&T 
Business  augmented  it  with  Integrated  Network  Connection  Service 
which  dynamically  allocates  bandwidth  to  voice  and  data  applications 
Now  Steelcase  has  the  networking  power  they  need,  where  and  when 
they  need  it.  And  they're  saving  money  in  the  bargain.  You  could  say  that 
when  it  comes  to  networking,  they're  really  sitting  pretty 


Find  out  how  High  Speed  Packet  Services  can  speed  up  your  business 

Call  1  866  877-7115  or  visit  www.att.com/business/speed 


W  What  if  your  network 
were  fully  adjustable? 


AT&T  Business 

Innovative  Networks.  Innovative  Thinking 


Briefs 


ExecutiveWorksT  has 
announced  a  new  version  of 
OfficePilotT,  the  Web-based  activ¬ 
ities  management  tool  designed  to 
help  manage  remote  workforces. 
OfficePilot  provides  a  communica¬ 
tions  link  and  performance  gauge 
between  employees  and  man¬ 
agers.  The  "dash  panel"  sits  on  a 
supervisor's  desktop,  letting  her 
monitor  teleworkers'  perfor¬ 
mance.  A  new  feature  is  LiveWire, 
a  communications  portal  that 
organizes  task  and  project  infor¬ 
mation  from  multiple  sources  such 
as  e-mail,  voice  and  video,  and 
provides  real-time  chat  between 
remote  and  in-office  workers. 

ExecutiveWorksT:  www.execu 
tiveworks.com 

In  small-office  broadband  hard¬ 
ware  news,  Netgear  has 
announced  its  cable/DSL  security 
router.  The  R0318  includes  eight 
10/100  Ethernet  ports  and  a  cable/ 
DSL  port  More  secure  than  plain 
vanilla  network  address  transla¬ 
tion  (NAT)  routers,  the  R0318  in¬ 
cludes  a  Stateful  Packet  Inspec¬ 
tion  firewall,  VPN  pass-through, 
Web  content  filtering,  and  man¬ 
agement  features. 

Planet  has  announced  Version 
1 .5  of  its  InterJak  200  Internet  ser¬ 
vice  appliance.  It  now  includes  a 
built-in  DSL  or  ISDN  modem,  and 
content  filtering,  network  monitor¬ 
ing,  traffic  shaping  and  network 
printing.  The  cost  is  $645. 

For  home  offices,  Asant6  Tech¬ 
nologies  has  announced  a  NAT 
router  with  a  built-in  wireless  LAN 
interface.  The  FriendlyNET  FR3002 
AL-1  PC  includes  a  two-port  Fast 
Ethernet  switch  that  lets  two  com¬ 
puters  share  a  broadband  con¬ 
nection  via  wired  10/100  Ethernet 
and  one  AeroLAN  Wireless  Mod¬ 
ule  for  connecting  multiple  sys¬ 
tems  via  802.11b.  Asante's  product 
is  priced  at  $350. 

Netgear:  www.netgear.com; 
Planet  www.filanet.com;  Asante: 
www.asante.com 


et.Worker 


■■  Products,  services  and  strategies  for  tying 

tele  workers  to  the  enterprise 

Making  sure  you  don't  get  zapped 


BY  STEVE  JANSS 

She  gets  her  kids  off  to  school, 
enters  her  home  office,  and  fires 
up  her  computer.  Nothing.  After 
spending  half  an  hour  with  the  corporate 
help  desk,  she  goes  it  alone  and  plugs  the 
computer  into  a  different  outlet,  bypassing 
the  surge  protector. 

Aha,  problem  solved. 

Three  weeks  later,  you’re  on  the  phone 
with  a  very  frustrated  teleworker  whose 
computer  and  a  week’s  worth  of  work  just 
blew  because  of  a  power  spike. 

Don’t  let  this  happen  to  you  again  — 
assess  your  teleworkers’  risks  in  light  of 
the  costs  associated  with  those  risks.  From 
power  protection  to  the  help  desk,  figur¬ 
ing  out  your  teleworker  support  plan  is 
just  as  important  as  the  right  notebook  or 
security  strategy. 

Preventive  maintenance  is  key,  especial¬ 
ly  when  you’re  dealing  with  teleworkers. 
While  many  IS  staffs  implement  cost-effec- 
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for  their  small-office  or  £ 
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tive  preventive  maintenance,  it’s  usually 
directed  toward  networks  and  servers,  not 
employees’  workstations.  That’s  OK  for 
the  corporate  environment,  where  online 
backups  are  readily  available.  But  telework¬ 
ers  have  their  own  needs. 

Contingency  Planning’s  surveys  place 
power  failures  and  surges  at  the  top  of 
the  list  for  data  loss,  with  a  whopping 
45.3%  event  rate.  By  comparison,  the 
second-highest-ranking  problem  is 
storm  damage,  at  9.4%.  Power  problems 
are  common  and  can  be  expensive,  aver¬ 


aging  about  $1,800  per  machine.  And 
that  doesn’t  include  the  hidden  costs  in 
downtime  shipping  new  machines  to 
teleworkers,  employees’  learning  curve 
with  new  machines,  or  the  time  IS 
spends  configuring  new  ones.  When 
considering  the  total  cost  against  the 
average  hit  rate  for  power  problems,  a 
UPS  becomes  a  sweet  deal. 

More  than  a  surge  protector,  a  UPS  pro¬ 
vides  power  to  a  computer  and  peri¬ 
pheral  equipment  when  there’s  no 
power  to  be  had.  Modern  UPSes  also  pro¬ 
vide  surge  protection  for  peripherals  and 
phone  lines. The  better  ones  also  provide 
automatic  voltage  regulation,  which  pro¬ 
tect  computers  against  brownouts  and 
over-voltage  conditions  without  having 
to  revert  to  a  battery. The  best  units,  such 
as  those  from  APC  and  Tripp  Lite,  include 
automatic  shutdown  software  and  a  siz¬ 
able  lifetime  warranty  against  electrical 
damage  to  your  computer. 

See  Risk  management,  page  24 


Better  than  being  there? 


In-person  vs.  virtual  meetings 

Five  reasons  why  virtual  meetings  can  be  superior  to  the  face- 
to-face  variety. 

Q  Concentration 

In  person:  Attendees  who  fly  in  suffer  from  jet  lag,  as  well  as  stress  caused 
by  sleeping  in  a  hotel,  eating  restaurant  food  and  missing  loved  ones. 

Virtual:  All  team  members  meet  in  their  familiar  office  settings,  following 
familiar  routines  and  schedules. 

Q  Focus 

In  person:  Team  members  are  distracted  by  peoples'  appearances. 

Virtual:  Free  of  physical  distractions,  team  members  can  focus  on  the  task 
at  hand. 

O  Collaboration 

In  person:  Only  one  person  at  a  time  can  give  a  presentation. 

Virtual:  Multiple  members  can  access  the  electronic  white  board,  edit 
documents  and  add  input  simultaneously.  No  waiting  your  turn. 

O  Power 

In  person:  One  or  two  people  may  dominate  the  meeting  while  others  are 
reluctant  to  take  risks  or  speak  up. 

Virtual:  Anonymous  text  messaging  frees  everyone  to  speak  their  minds. 

O  Consensus 

In  person:  When  a  vote  is  taken,  team  members  may  nod  passively.  Leader 
is  never  sure  whether  true  consensus  has  been  reached. 

Virtual:  Anonymous,  real-time  polling  allows  members  to  cast  and  recast 
votes  in  quick  succession  until  consensus  is  reached. 


BY  TONI  KISTNER 

One  silver  lining  to  this  cloudy  econ¬ 
omy  is  that  excessive  business  travel  is 
dead.  The  days  when  you  jumped  on  a 
plane  for  every  meeting,  logged  millions  of 
frequent  flyer  miles,  and  lamented  missed 
ballgames  and  birthdays  has  gone  the  way 
of  the  three-martini  lunch. 

Because  fat  travel  budgets  were  an  early 
casualty,  global  companies  began  experi¬ 
menting  with  Web-based  meeting  services 
to  bring  workers  together  virtually.  And 
today,  they’re  hooked.  Revenue  for  the 
Web-based  collaboration  tools  market  is 
expected  to  top  $62  million  by  year-end, 
climbing  to  $797  million  by  2007,  accord¬ 
ing  to  a  recent  Frost  &  Sullivan  report. 

Services  from  Place  Ware,  WebEx,  Rain- 
dance  (formerly  Evoke  Communications) 
and  others  provide  dedicated  meeting 
space  on  their  servers  —  attendees  click 
on  a  URL  and  “meet”  at  a  shared  Web 
space.  You  can  give  a  presentation,  take  a 
poll,  collaborate  on  a  document,  demon¬ 
strate  an  application,  give  a  tour  of  a  Web 
site  or  teach  a  class.  And  you  can  invite 
just  a  few,  or  hundreds,  of  attendees. 

Virtual  meetings  are  old  hat  to  Rich 
Hoeg,  Honeywell’s  manager  for  technical 
education  and  internal  engineering  ser¬ 


vices.  Because  the 
aerospace  and 
controls  manufac¬ 
turer  is  in  the 
throes  of  being 
acquired  by  Gen¬ 
eral  Electric,  chief 
among  Hoeg’s 
responsibilities 
is  to  ensure 
the  company’s 
newly  combined 
450,000-member 
work-  force  has 
access  to  the  com¬ 
pany  intranet  and 
other  critical 
resources  by  July 
12,  when  the 
merger  is  expect¬ 
ed  to  be  approved 
by  the  federal 
government. 

“Going  through 
a  merger  with  GE, 
you  throw  many 
people  together, 
and  realize  the  only  way  that  you’re  going 
to  survive  is  with  Web  conferencing 
tools,”  he  says. 

Hoeg’s  first  assignment  was  to  help  the 


dispersed  members  of  Honeywell’s 
research  and  development  group  share 
information  with  product  testers  located 
See  Web,  page  24 
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Net.Worker 


Teleworker  Beat .  Toni  Kistner 

WHAT  (VIRGINIA)  BUSINESSES  WANT 


In  what’s  being  called  the  most 
ambitious  telework  initiative  to 
date,  the  state  of  Virginia  recently 
unveiled  TeleworkIVA,  an  incentive 
program  that  promises  to  reimburse 
companies  up  to  $35,000  in  equip¬ 
ment,  services  and  training  costs 
incurred  in  the  pursuit  of  telework. 

Administered  by  the  Department  of 
Rail  and  Public  Transportation  (DRPT) 
and  the  Metropolitan  Washington 
Council  of  Governments  (COG),  the 
two-year,  $3  million  pilot  program  is 
the  result  of  extensive  market  research 
into  what  will  entice  businesses  to 
launch  telework  programs.  Not  surpris¬ 


ingly,  DRPT  found  the  main  inhibitors 
to  telework  are  upfront  equipment 
costs  and  management  resistance,  says 
DRPT’s  Director  Leo  Bevon. 

To  qualify,  companies  need  to  have 
at  least  20  employees,  and  teleworkers 
need  to  work  from  home  or  from  one 
of  the  state’s  eight  telework  centers  at 
least  eight  days  per  month.  Reim¬ 
bursable  expenses  include  the  lease 
cost  of  all  equipment  (PCs,  servers,  fax 
machines,  scanners,  printers,  tele¬ 
phones),  broadband  services,  tele¬ 
phone  lines,  installation  fees,  as  well  as 
technical  support  and  telework  con¬ 
sulting  services.  Up  to  $3,500  will  be 


reimbursed  per  employee. 

The  program  also  offers  training 
classes  for  teleworkers  and  their  man¬ 
agers  in  partnership  with  George 
Mason  University. 

Oddly,  no  purchases  are  reimburs¬ 
able.  “Virginia  has  peculiar  laws  that 
forbid  us  from  buying  equipment  that 
benefits  an  individual  company,”  Bevon 
explains. 

Even  so,  the  two-year  pilot  runs  the 
length  of  a  typical  equipment  lease, 
and  if  things  don’t  work  out,  neither 
employer  nor  DRPT  is  stuck  paying  for 
unwanted  equipment. 

The  DRPT  has  sent  out  invitations  to 


4,000  northern  Virginia  companies. 
Bevon  is  determined  to  not  let  govern¬ 
ment  red  tape  get  in  the  way  of  the 
program’s  success.  “Were  committed 
to  getting  invoices  out  within  30  days,” 
he  says.  “We’re  hoping  that  if  we  get 
some  successes,  others  will  be  willing 
to  try  it.” 

You’ll  find  detailed  information, 
related  resources,  as  well  as  a  down¬ 
loadable  application  at  www.  telework 
va.org/default.htm. 

Kistner  is  managing  editor  of  the 
Net.Worker  section.  She  can  be 
reached  at  tkistner@nww.com. 


Web-based, 

continued  from  page  23 

in  various  manufacturing  plants. 
After  a  few  in-person  meetings, 
the  group  began  using  Place- 
Ware  to  give  presentations  and 
collaborate  on  projects.  “Before 
the  meeting,  people  upload 
their  slides,  and  the  boss  puts  up 
the  agenda.  If  needed,  someone 


Risk  management, 

continued  from  page  23 

When  you  choose  a  UPS,  pro¬ 
tect  your  investment  by  secur¬ 
ing  all  avenues  of  entry.  Your 
computer  is  just  as  vulnerable  to 
power  spikes  from  your  periph¬ 
erals  and  network  as  it  is  from 
the  main  outlet.  If  you’re  plug¬ 
ging  into  a  network,  use  a  sepa¬ 
rate  network  protector,  such  as 
APC’s  Pnetl. 

Last,  don’t  skimp.  Most  peo¬ 
ple  choose  a  UPS  that  gives 
them  5  minutes  of  runtime, 
but  that’s  only  when  it’s  sup¬ 
porting  the  computer  itself. 
Add  a  monitor,  a  second 
processor  and  another  hard 
drive,  and  later  your  UPS  will 
shut  down  about  a  second 
after  the  power  goes  out.  To 
prevent  this,  plan  for  enough 
power  to  support  your  com¬ 
puter,  your  monitor  and  all 
internals,  then,  add  30%,  and 
purchase  a  unit  that  will  sup¬ 
port  this  load  for  about  20 
minutes. 

Other  support  measures  you 
should  consider: 

•  A  2,000-volt  discharge  of 
static  electricity  is  just  as  deadly 
as  a  500-volt  power  line  surge. 
Spend  an  extra  $35  for  an  anti¬ 


can  fire  up  the  software  and  do 
a  demo,”  Hoeg  says. 

While  PlaceWare  and  other 
tools  let  members  collaborate 
on  documents  and  applications 
simultaneously  —  sharing  con¬ 
trol  of  the  screen  and  white¬ 
boarding  feature  —  Hoeg’s 
group  finds  it’s  most  productive 
when  individual  work  is  done 
offline  inWord  documents,  then 


static  chair  mat.  If  that  breaks 
your  budget,  get  a  $10  antistatic 
touch  pad. 

•  Cover  all  the  holes  in  net¬ 
work  security  (ww.nwfusion. 
com,  DocFinder:  46 25).  Preven¬ 
tive  security  measures  such  as 
antivirus  software  and  personal 
firewalls  are  a  lot  less  expensive 
than  house  calls. 

•  While  RAID  is  rarely  used 
for  workstations,  if  your  tele¬ 
workers’  data  or  artwork  is  crit¬ 
ical  to  your  business  efforts, 
protect  their  work  with  an  in¬ 
expensive,  high-speed,  large- 
capacity  Enhanced  Integrated 
Drive  Electronics  RAID  con¬ 
troller,  such  as  Promise’s  Fast- 
Trak  100  ($75).  If  your  tele¬ 
workers  use  high-speed 
connections  with  VPN  through 
your  corporate  firewall,  you 
might  implement  an  incremen¬ 
tal  back-up  solution  to  a  corpo¬ 
rate  server  instead.  It’s  even  less 
expensive  is  to  use  Moon  Soft¬ 
ware’s  Backup  Magic,  which, 
for  $20,  will  perform  automat¬ 
ed  background  backups  to  a 
variety  of  sources,  and,  unlike 
RAID,  will  also  guard  against 
accidental  deletions. 

Networking  911 

The  help  desk  can  be  a  cor- 


cut  and  pasted  into  the  Place- 
Ware  text  slide  for  sharing. 

Hoeg  says  what’s  missing  is 
the  ability  to  see  team  mem¬ 
bers’  facial  expressions.  “When 
you  can’t  see  one  another,  you 
have  to  be  strong-willed.  It’s  not 
like  in  a  physical  room  where 
it’s  obvious  who  is  dominant. 
Voice  inflection  is  very  impor¬ 
tant,  too,  but  is  hard  to  pick  up 


poration’s  source  of  pride,  or 
the  scourge  of  its  employees.  A 
good  help  desk  technician 
should  be  among  the  better 
trouble-shooters  on  your  IS  staff. 

Periodically  rotating  your  IS 
staff  through  the  help  desk  posi¬ 
tion  is  an  excellent  way  to  break 
the  monotony  while  putting 
some  much-needed  experience 
where  it  belongs.  Even  so,  you 
may  want  to  buy  some  experi¬ 
ence  in  the  form  of  help  desk 
software,  such  as  one  of  the 
many  powerful  diagnostic  tools 
found  on  HelpDesk.com. 

When  the  help  desk  fails  to 
solve  the  problem,  it’s  time  to 
hit  the  road.  If  your  teleworker 
has  a  laptop,  it’s  usually  cheaper 
to  have  the  remote  worker 
bring  it  in  or  overnight  it  to 
headquarters.  A  house  call  may 
be  required  for  more  substantial 
problems,  particularly  those 
where  networking  is  involved. 

To  belay  the  high  cost  of 
house  calls,  consider  your  ser¬ 
vice  options  when  buying  the 
computer.  Most  leading  comput¬ 
er  manufacturers  have  multi¬ 
tiered  technical  support  ser¬ 
vices,  ranging  from  personalized 
help  desk  support  to  on-site 
troubleshooting.  They’re  not 
cheap,  but  may  be  less  expen- 


unless  team  members  work 
together  often.” 

Medical  equipment  manufac¬ 
turer  Medtronic  uses  WebEx  to 
connect  its  25,000  employees 
worldwide.  Teams  use  Web  con¬ 
ferencing  for  training  sessions, 
brainstorming,  product  develop¬ 
ment,  weekly  status  meetings, 
biweekly  status  reviews  and 
spontaneous  meetings  with  ven- 


sive  than  the  alternatives. 

By  carefully  considering  all 
risks  associated  with  telework¬ 
ing  in  conjunction  with  the 
costs  of  mitigating  or  prevent¬ 
ing  those  risks,  you  can  develop 
a  sound,  cost-effective  preventa¬ 
tive  maintenance  program  for 
your  teleworking  staff. 

Next  story:  Hardware  —  The 
latest  news  on  computers 
options  for  your  teleworkers. 

Janss  is  the  president  of  Jan- 
sys  Information  Systems,  a  con¬ 
sulting  firm  specializing  in  IS 
technologies  for  small  busi¬ 
nesses.  He  can  be  reached  at 
bizcom  @jansys.  com. 
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SETTING  UP  AT 

HOME 

Read  Part  1,  2  and  3  of  our 
Teleworking  Top  10  series 
to  find  out  the  most 
important  computer-related 
issues  for  teleworkers. 


dors  and  partners. 

While  most  Medtronic  em¬ 
ployees  have  taken  to  what  he 
calls  the  “new  meeting  para¬ 
digm/Tom  Simensen,  Medtron¬ 
ic’s  IT  research  manager  has 
met  some  resistance.  Some 
employees  say  they’re  self-con¬ 
scious  of  taking  control  of  a 
meeting,  others  complain 
they’re  on  technology  overload 
and  don’t  want  to  learn  another 
software  program,  and  still  oth¬ 
ers  insist  they’re  more  comfort¬ 
able  in  face-to-face  meetings. 

Andy  Holdgate,  vice  presi¬ 
dent  of  corporate  communica¬ 
tions  for  High  Speed  Access,  a 
Colorado  cable  access  provider, 
says  his  company’s  120  field- 
based  workers  use  conferenc¬ 
ing  services  from  Raindance 
for  monthly  virtual  meetings. 
But  Holdgate  admits  these  are 
primarily  show-and-tell  affairs 
in  which  the  CEO  delivers 
company  updates,  different 
department’s  news  is  high¬ 
lighted  and  new  employee 
benefits  are  unveiled. 

Most  companies,  like  High 
Speed  Access,  still  use  them  for 
blasting  out  PowerPoint  pre¬ 
sentations  to  a  passive  audi¬ 
ence.  That’s  a  shame,  according 
to  Jaclyn  Kostner,  an  expert  on 
virtual  teams  and  author  of  the 
forthcoming  book  Bionic 
eTeamwork. 

Virtual  teams  that  master  Web 
conferencing  and  collaboration 
tools  can  be  more  productive 
and  accomplish  tasks  faster  than 
if  they  had  gathered  in  person, 
she  says. 

“This  is  a  breakthrough  for 
many  teams,”  Kostner  says. 
“Every  vote  counts  the  same.  No 
one  is  above  anyone  else.”  3 
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With  the  creeping  erosion  of  margins  on 
basic  services,  service  providers  are  turning  to 
Content  Networking  to  deliver  advanced 
applications  for  content  portals,  enterprises 
and  consumers. 

Every  network  can  benefit  from  more  brains,  speed  and 
scalability.  And  the  Internet’s  no  exception  as  it  evolves  into 
the  preferred  business  infrastructure  for  the  new  millennium. 

Content  Networking  solutions  hold  the  key  to  transforming 
today’s  Internet  data  infrastructure  into  a  reliable  medium  for 
delivering  content  services  within  enterprises,  as  well  as  B2B 
and  B2C  business  environments  —  creating  unprecedented 
opportunities  for  service  providers.  Content  networking  also 
enables  new,  mission-critical  intranet  applications  such  as 
e-learning,  extranet  applications  and  supply  chain  management, 
and  Internet  applications  such  as  customer  care,  e-commerce 
and  portal  services. 

With  Content  Networking  technology,  businesses  will 
move  beyond  gray  text  interspersed  with  the  occasional  static 
graphic.  Hi-res  video  clips  will  pop  and  flash  without  the 
waiting  or  timeouts.  Online  catalogs  will  transcend  spec-sheet 
drabness  with  image  files  and  the  ability  to  examine  products 
in  three  dimensions.  Millions  of  users  can  attend  the  same 
online  event  without  bringing  down  the  hosting  site  or 
jamming  an  Internet  peering  point.  Advertisers  can  serve  up 


personalized  ad  banners  and  relevant  promos  to  prequalified 
viewers.  As  Content  Networking  improves  network  performance 
for  ISPs  and  enterprises,  the  cascade  effect  onto  portal  operators, 
content  developers  and  online  customers  means  compelling 
new  content  for  a  richer  Web  experience  and  compelling  new 
applications  that  increase  revenues  and  customer  loyalty. 

Services  Squeeze 

Service  providers  aren’t  embracing  Content  Networking 
because  they  think  it  might  be  cool  to  have  video  on  demand. 
Rather,  the  recent  commoditization  of  bandwidth  has  squeezed 
nearly  all  the  profit  margin  from  the  voice  business  and, 
increasingly,  from  Internet  access  and  other  managed  IP  services 
for  businesses  and  consumers.  So,  if  service  providers  are  to 
remain  healthy  and  competitive,  they  need  services  that  are 
easy  and  quick  to  deploy  as  well  as  margin-rich.  With  Content 
Networking  technology,  service  providers  can  offer  new,  highly 
differentiated  services  that  scale  up  to  the  demands  of  the 
highest-volume  sites,  whether  for  security,  handling  flash 
crowds  or  reliably  processing  e-commerce  transactions. 

“In  the  future,  Content  Networking  will  raise  the  bar  beyond 
static  content  delivery  to  support  a  variety  of  content  types  as  well 
as  global  delivery  of  advanced  services  such  as  streaming 
video/audio  on  demand,  content  personalization,  and  dynamic 
application  delivery,”  says  Cheng  Wu,  vice  president  and  general 
manager  of  Cisco’s  Content  Networking  Business  Unit. 
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In  this  sample  topology. 

Content  Networking  components 
fit  easily  into  existing  networks. 
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The  public  Internet  and  most  intranets  and  extranets 
weren’t  designed  to  support  time-  and  session-sensitive 
transactions,  especially  where  large  volumes  of  content  and 
multiple  simultaneous  users  are  concerned.  But  if  a  browser 
request  is  timed  out,  the  servers  can’t  serve  up  content,  the 
bandwidth  won’t  accommodate  the  content,  or  the  service 
logic  can’t  discern  whether  the  browser  is  in  Japan  or  South 
Africa,  then  the  customer  never  sees  it  and  the  revenue 
opportunity  is  squandered.  Content  is  worth  nothing  if  users 
can’t  quickly,  consistently  and  reliably  access  it  and  act  upon  it. 

Various  industry  consultants  project  the  combined 
hosting  and  content  delivery  market  will  reach  more  than  $33 
billion  in  2004.  By  embracing  such  an  opportunity,  network 
operators  can  activate  the  high-growth  services  that  differenti¬ 
ate  them  from  a  sea  of  competitors. 

Enterprises  have  begun  moving  their  mainstream  business 
applications  to  the  Web  for  better  scalability,  improved  security 
and  wider  accessibility.  Content  Networking  provides  the 
richest,  most-reliable  service  foundation  for  streaming, 
e-learning,  workforce  optimization,  supply  chain  management, 
customer  relationship  management,  e-marketing  and  online 
financial  services.  Recent  industry  research  shows  that  nearly 
half  of  all  enterprises  plan  to  increase  their  use  of  outsourced 
services  due  to  the  challenges  of  attracting,  training  and  retaining 
high-skill  IT  staff  in  a  tight  job  market.  Further,  as  many  as  43 
percent  of  enterprises  surveyed  are  willing  to  pay  a  premium  for 
outsourced  services  that  increase  their  Web  site  performance. 

Benefits  of  Acceleration 

Content  Networking  technology  is  what  enables  Web 
servers  to  respond  to  100,000  sessions  per  second  when  average 


capacity  is  only  500.  Content  Networking 
products  administer  Quality  of  Service 
policies  to  ensure  there’s  sufficient  end- 
to-end  bandwidth  to  activate  a  sustained 
streaming-media  session.  Further,  it 
monitors  and  manages  service  level 
agreements  (SLAs)  specific  to  certain 
content  types,  as  well  as  the  billing  for  it. 
In  making  optimum  use  of  network  and 
system  resources,  Content  Networking 
reduces  server  infrastmcture  costs,  improves 
transaction  reliability  and  ensures  that 
security  infrastructure  scales  effectively.  It 
also  brings  the  Web  in  line  with  what  end 
users  really  expect  from  their  Web  expe¬ 
rience.  And,  it  increases  customer  loyalty. 

Prior  to  Content  Networking 
technology,  entities  as  varied  as  ISPs, 
portal  and  extranet  exchanges  and  Web 
hosting  companies  were  forced  to 
overprovision  their  networks,  either 
with  more  bandwidth  than  they  needed 
or  with  expensive  servers  that  sat  idle 
during  nonpeak  business  hours  or  even 
seasons.  But,  using  Content  Networking 
products,  network  operators  can  optimally  distribute  and  serve 
content  —  static  or  dynamic  —  within  data  centers  or  PoPs, 
ensuring  the  fastest  possible  delivery  to  requesting  users  or 
customers  by  priority  and  type.  Along  the  way,  software 
algorithms  decide  where  to  replicate  content,  what  language  to 
present  it  in  and  what  its  shelf  life  ought  to  be.  A  combination 
of  intelligent  Layer  5-7  load  balancing,  routing  and  caching 
takes  place  to  ensure  maximum  performance. 

While  static  elements  have  proven  more  manageable,  it’s 
the  dynamic  content-animated  ad  banners,  Java  applets  and 
rich  media  that  can  wreak  havoc  on  performance  and  response 
times.  And  dynamic  content  can  comprise  70  percent  or  more 
of  the  total  page  content,  according  to  the  Yankee  Group. 
Content  Networking  allows  Web  servers  to  be  specifically 
allocated  to  serve  dynamic  content,  improving  performance  for 
suppliers  and  requestors  of  content. 

Clearly,  Content  Networking  intelligence  underpins  the 
growth  of  e-businesses,  and  Content  Networks  are  becoming  a 
critical  element  for  business  transactions  of  all  sorts.  Service 
providers  are  moving  aggressively  to  build  Content  Networks  to 
handle  applications  and  streaming  services,  but  in  a  way  that  con¬ 
trols  costs,  improves  profit  margins  and  ensures  that  they  enter  the 
market  with  such  services  more  quickly  than  their  competitors. 

Enterprise  Response 

On  the  enterprise  side,  IT  executives  need  the  ability  to 
push  out  content  in  massive  volume.  They  want  to  easily 
accommodate  flash  crowds  for  an  online  concert.  They  want  to 
be  able  to  respond  to  the  demand  for  serving  up  customized 
content  based  on  geography,  browser  preference,  buying  history 
or  other  demographic  data.  And  perhaps  most  important,  they 
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Qwest's  Intelligent  Content 
Environment  Is  Master  Of  Its  Domain 


In  this  day  of  the  Internet,  content 
may  be  king,  but  it's  the  intelligent  man¬ 
agement  of  the  content  that  ultimately 
rules  the  kingdom.  That's  why  Qwest 
Communications,  the  broadband 
Internet  communications  company,  has 
introduced  content  delivery  solutions 
designed  to  enhance  customers'  ability 
to  serve  their  static  and  rich  media 
effectively,  efficiently  and  intelligently. 

Built  on  Cisco  Content  Networking 
technology,  Qwest's  suite  of  Intelligent 
Content  Environment  products  provide 
a  seamless,  end-to-end  solution  for 
Internet  and  intranet  content  delivery. 

"Businesses  typically  have  thou¬ 
sands  of  users  accessing  their  Web 
sites  at  any  given  time,  so  Qwest 
developed  a  solution  to  ensure  that 
content  is  delivered  securely  and 
reliably,"  said  Rick  Weston,  senior  vice 
president,  Qwest  Internet  Solutions. 
"The  Qwest  product  suite  dramatically 
reduces  costs  and  resource  constraints 


that  businesses  face  when  trying  to 
manage  a  Web  environment." 

With  Intelligent  Content 
Environment,  customers  are  assured 
high-quality  video,  audio,  graphics  and 
other  content  is  delivered  with  speed, 
accuracy  and  consistency,  with  signifi¬ 
cant  cost  savings.  To  meet  the  needs  of 
large  and  small  customers  alike,  Qwest 
has  developed  three  distinct  content 
delivery  offerings: 

•  Content  Switching  -  Optimizes  Web 
server  performance  with  content-aware 
load  balancing,  reducing  the  need  for 
additional  server  purchases  and  providing 
geographic  fault  tolerance  by  switching 
content  between  multiple  locations. 

•  Internet  CDN  -  A  pre-packaged 
solution  that  supports  static  and  media 
content  on  a  usage-based  billing  model. 
Customers  using  Internet  CDN  do  not 
have  to  invest  capital  in  hardware 
and  management  resources  as  their 
content  needs  grow. 


•  Enterprise  CDN  -  Reduces  band¬ 
width  costs  by  taking  advantage  of  LAN 
speeds  rather  than  relying  entirely  on 
dedicated  Internet  connections.  This 
service  is  ideal  for  applications  such 
as  streaming  media  presentations  and 
corporate  training  (e-learning). 

According  to  Weston,  Qwest 
expects  the  demand  for  content 
delivery  services  to  explode  over  the 
next  few  years.  "The  pressure  to 
outperform  the  competition  coupled 
with  users'  high  expectations  is  driving 
the  demand  for  quality,  reliable  and 
fast  delivery  of  all  types  of  content, "  he 
said.  "Working  with  Cisco,  Qwest  has 
the  resources,  network  capabilities 
and  knowledge  to  be  the  master  of  the 
content-delivery  domain." 
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Hard  Rock  Cafe  turns  to  Content  Delivery  for  the 
Ultimate  Music  Experience 


For  the  past  30  years.  Hard  Rock  Cafe  has  embodied  the 
spirit  of  rock  music.  Since  its  founding  in  1971,  Hard 
Rock  Cafe  has  become  a  leading  entertainment  and 
leisure  company  through  music-related  ventures 
relevant  to  all  generations.  With  more  than  100  cafes,  in 
more  than  36  countries,  serving  28  million  guests  each 
year.  Hard  Rock  Cafe  continues  to  be  the  dominant  rock 
connection  for  music  enthusiasts  worldwide.  Playing 
music  videos  in  the  cafes  enhances  the  musical  experi¬ 
ence  Hard  Rock  offers  its  guests.  To  deliver  high-quality 
music  videos  to  each  location  effectively.  Hard  Rock 
required  a  sophisticated  solution  that  would  allow 
them  to  manage  worldwide  video  distribution  from  the 
Hard  Rock  Cafe  headquarters  in  Orlando,  Florida. 

Cisco  provided  a  content  delivery  solution  that  integrated 
easily  into  Hard  Rock's  existing  network.  Cisco  Content 
Engines  are  deployed  at  each  cafe  location  and  a 
Content  Distribution  Manager  resides  at  headquarters 
for  centralized  management.  Using  local  bandwidth  to 
deliver  videos  within  each  location  dramatically 


improves  performance  and  saves  on  WAN  bandwidth 
costs.  "We  expect  the  solution  to  pay  for  itself  within  a 
year,"  says  Ron  Ward,  senior  director  of  information 
technology  and  online  at  Hard  Rock.  Not  only  has  the 
solution  provided  better  quality  video,  but  delivering 
the  content  over  an  IP  network  versus  overnight  mail, 
has  reduced  costs  and  enabled  a  level  of  control 
otherwise  unachievable. 

Hard  Rock  also  plans  to  use  the  equipment  for  other 
projects.  "While  we  were  planning  the  video  project, 
we  realized  that  this  equipment  would  also  allow  us 
to  implement  e-learning,"  stated  Scott  Little,  vice 
president  of  strategic  planning  and  CFO  of  Hard  Rock. 
"Hard  Rock  Cafe  believes  its  employees  are  the 
company's  greatest  asset.  We  plan  on  using  the  CDN 
network  for  long  distance  training,  or  e-learning.  Not 
only  will  this  represent  a  cost-savings,  but  we  will  be 
able  to  provide  a  consistent  quality  training  experience 
to  all  of  our  employees  worldwide." 
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Content's  Advantage 


Content  Networking  can  do  more  than 
just  accelerate  performance  and 
improve  response  times.  A  network 
that's  content-aware  can  transform  the 
data  center  of  a  service  provider  or  an 
enterprise  into  a  reliable  medium  for 
delivering  content  services,  including: 

Flash  Crowd  Insurance  Services 

Unpredictable,  "event-driven"  traffic 
surges  called  "flash  crowds"  can 
swamp  servers  and  disrupt  site  services. 
With  Content  Networking  technology, 
Web  businesses  can  selectively 
protect  mission-critical  applications  or 
high-priority  content  or  customers 
from  site  outages  due  to  unpredictable 
traffic  surges  for  "hot"  content.  Site 
capacity  scales  dynamically  and  selec¬ 
tively  -  lowering  overall  infrastructure 
costs,  eliminating  need  for  manual 
intervention  and  reducing  complexity  of 
site  management. 


Overflow  Services 

Web  sites  operators  must  "overbuild" 
sites  to  handle  seasonal  or  event-driven 
peak  traffic  loads  to  ensure  revenue  cap¬ 
ture  during  business-critical  periods  (e.g., 
holiday  shopping;  during  Webcasts  or 
other  promos).  By  employing  Content 
Networking  solutions,  site  capacity  can 
be  scaled  on  a  temporary  basis,  reducing 
overall  infrastructure  costs  and  reducing 
complexity  of  site  management.  Web 
businesses  can  ensure  e-Commerce 
revenue  capture  and  site  availability 
during  business-critical  periods. 

Advanced  L5-7  Local  &  Global 
Server  Load  Balancing  Services 

Data  centers  and  PoPs  can't  scale 
capacity  to  keep  up  with  exponential 
growth  in  traffic  volumes.  Content 
Networking  solutions  are  capable  of 
examining  the  full  URL  prior  to  routing  a 
request  for  content,  and  then  can 
dynamically  select  the  best  cache  or 


Web  server,  either  locally  or  remotely, 
ending  frustrating  error  messages  such 
as  "Server  not  Found,”  improving  Web 
site  capacity  and  customer  loyalty. 

E-Learning  Services 

It  can  be  difficult  and  costly  to  share 
knowledge,  culture  and  learning  across 
remote  locations.  With  Content 
Networking,  live  and  on-demand  rich 
content  delivery  enables  high-quality 
online  learning  that  is  typically  10 
times  less  expensive  than  traditional 
classroom  training.  Employees,  partners, 
suppliers  and  customers  are  kept  well- 
trained  and  informed  in  a  high-impact, 
cost-efficient  manner,  no  matter  where 
they  are  located. 

Security  Services 

Web  site  outages  caused  by  malicious 
DoS  attacks  can  be  extremely  costly. 
With  Content  Networking,  customers  can 
ensure  high  levels  of  security  without 
compromising  site  performance  or 
disrupting  e-commerce  purchases  and 
other  mission-critical  transactions. 


For  more  information,  visit:  http://www.cisco.com/go/Content_WP  to  download  your  FREE  white  paper  from 
Cisco  on  how  Content  Networking  can  improve  the  efficiency  of  your  network  while  saving  you  money. 


(continued  from  page  C2) 

want  to  be  able  to  reliably  capture  online  revenue  and  ensure 
split-second  response  times,  since  online  customers  are  quick  to 
think  something’s  gone  wrong  and  move  on  to  a  competitor’s  site. 

According  to  Internet  Research  Group,  the  average 
response  time  of  six  to  eight  seconds  is  unacceptable  for  any 
kind  of  interactive  session.  Mission-critical  applications  in 
enterprises  must  provide  sub-second  response  times  to  user 
requests.  That  sort  of  performance  is  unthinkable  if  that 
request  must  leave  the  enterprise  and  traverse  the  Internet. 

Network  response  —  from  the  click  of  the  browser’s  mouse 
to  the  destination  server  and  back  again  —  must  be  lightning 
fast.  Content  needs  to  be  in  the  right  language  and  in  a  format 
appropriate  to  the  user’s  Web  access  device  —  be  it  a  laptop  or 
PDA.  In  these  ways,  implementation  of  Content  Networking 
technology  can  lead  enterprises  closer  to  the  speedy,  flexible, 
customized  Web  they  need  for  their  businesses  to  grow. 

Developing  e-business  competence  can  prove  difficult, 
given  market  pressures  to  perform,  cut  costs  and  increase 
profitability.  Content  Networking  ensures  that  IP  services 
integrate  easily  with  applications  and  content,  and  that  service 
providers  and  businesses  get  the  security,  scalability  and 
throughput  they  need.  That  way,  users  get  the  content  they 
want,  when  they  want  it  —  the  essence  of  any  delivery  vehicle, 
especially  in  an  era  of  content  services.  ■ 


Put  a  service  provider  with  a  Cisco  Powered 
Network  to  work  for  you  today. 


fQ  Cisco 

Powered  Network  H 


The  Cisco  Powered  Network  mark  assures  you  that  their  services  come  to 
you  over  an  end-to-end  Cisco  infrastructure.  This  means  optimal  compatibility 
with  your  own  network  environment  and  ensures  greater  uptime  and  reliability. 
The  following  service  providers  are  delivering  Content  Services  over  a  Cisco 
Powered  Network  today: 
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Briefs 


Internet  infrastructure  ser¬ 
vice  provider  Loudcloud  of 
Sunnyvale,  Calif.,  recently 
announced  a  partnership  with 
cache  device  maker  CacheFlow 
to  offer  its  new  Caching  Cloud 
service.  The  service  is  based 
on  CacheFlow's  Server  Accel¬ 
erator  700  series,  which  is 
designed  to  accelerate  and 
scale  Web  sites.  CacheFlow 
executives  say  their  products 
cut  down  on  bandwidth  and 
hardware  demands  because 
users  can  offload  content  deliv¬ 
ery  tasks  from  traditional  Web 
servers  onto  a  CacheFlow 
Server  Accelerator. 

Loudcloud  says  the  service 
lets  customers  improve  site  per¬ 
formance  by  50%  to  80%  with¬ 
out  spending  money  on  extra 
Web  servers.  Pricing  for  the 
Caching  Cloud  service  is  based 
on  a  per-CPU  basis.  Atypical 
customer  may  pay  $100,000  per 
month  for  the  package,  says 
Scott  Dunlap,  a  Loudcloud  vice 
president. 

Loudcloud:  www.loudcloud. 
com;  Cacheflow:  www.cache 
flow.com 

Intermedia  Communications 

is  introducing  an  all-IP  service 
for  office  buildings  that  includes 
IP  voice  services,  data  and 
Internet  access.  Called  Interme¬ 
dia  NextGen,the  service  also 
includes  unified  messaging, 
conferencing  capabilities,  car¬ 
rier-class  local  and  long-dis¬ 
tance  services,  and  hosted  soft¬ 
ware  applications,  according  to 
the  company.  The  service  is 
supported  by  Cisco  IP  phones 
and  VocalData  IP  PBXs.  So  far, 
the  service  is  available  only  in 
certain  office  buildings  in 
Washington,  D.C. 

The  Tampa,  Fla.,  company 
has  not  announced  where  it 
will  next  expand  its  service 
offerings. 

Intermedia:  www.intermedia. 
com 
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Broadwing  CEO  sees  smooth  air  ahead 


NetioikllMI 


Richard  Ellen- 
berger,  CEO  at 
Broadwing,  is  a 
telecommunica¬ 
tions  veteran  who 
earned  his  stripes  during  1 7  years 
at  MCI.  Ellenberger  joined  Cincin¬ 
nati  Bell  two  years  before  the  com¬ 
pany  acquired  IXC  Communica¬ 
tions  and  became  Broadwing 
in  1999 ■  Broadwing  recently 
announced  that  its  new  fiber  optic 
network  now  has  national  reach, 
with  three  of  its  rings  completed.  The 
service  provider  also  announced  a 
Gigabit  Ethernet  service  trial  and 
plans  to  introduce  a  voice-over-IP 
service  for  business  users.  Network 
World  Senior  Editor  Denise  Pap- 
palardo  recently  talked  with  Ellen¬ 
berger  about  the  company’s  past 
and  where  it’s  headed. 


Why  did  Cincinnati  Bell  buy  IXC? 

Right  from  the  get-go  we  talked 
about  optical  networking.  We  did  six 
months  of  due  diligence  on  the  net¬ 
work  and  decided  IXC  had  the  best  net¬ 
work  that  was  near  completion.  So  in 
June  1999  we  announced  the  deal. 
Then  we  started  looking  for  the  next 
technology  that  would  elevate  the  net¬ 
work  above  what  others  were  develop¬ 
ing.  That’s  right  about  the  time  Corvis 
and  Ciena  were  starting  to  talk  about 
optical  switching  capabilities.  So  we 
were  able  to  jump  on  a  new  technology 
and  also  show  financial  strength. 

You  bring  up  the  financial  aspect  of 
the  company,  which  is  now  more  impor¬ 
tant  to  potential  and  existing  customers 
than  it  was  12  to  18  months  ago.  Where 
does  Broadwing  stand  as  far  as  revenue 
and  debt? 

We’ll  have  about  $2.5  billion  in  rev¬ 
enue  this  year.  And  we  probably  have 
about  $2  billion  to  $2.5  billion  on  our 
books  in  debt,  which  is  less  than  our 
competitors.  We  are  not  in  the  category 
of  those  companies  that  have  financial 
strains.  But  financial  strength  has 
become  a  buying-decision  issue  and  one 
of  the  reasons  why  our  growth  is  explod¬ 
ing.  We  have  the  next-generation  fiber, 
but  we  aren’t  a  risky  company  to  go 
with.  We  are  doing  well  and  continue  to 
add  jobs  while  others  are  cutting  jobs. 


How  many  employees 
do  you  have,  and  has 
the  company  had  any 
layoffs? 

Almost  700.  The 
answer  is  yes  [on  the 
layoffs] ,  but  I  want  to  be 
clear  on  this.  We  took 
our  wireless,  yellow 
pages,  local  telephone, 
pay  phone  and  long-dis¬ 
tance  companies  in  Cincinnati  and 
combined  them  into  one  company. 
There  were  70  jobs  eliminated  when 
we  made  that  change  earlier  this  year.  It 
had  nothing  to  do  with  the  economy. 

Broadwing's  national  network  is  up  and 
running,  but  it's  actually  not  100%  finished. 


When  will  it  be  done? 

By  the  end  of  2002 
we  will  be  ending  the 
need  for  more  miles  on 
our  network.  There  will 
always  be  upgrades,  but 
we  don’t  anticipate  the 
need  for  additional  fiber 
|  at  that  point.  There  will 
1  be  about  25,000  to 
28,000  fiber-optic  miles 
when  we’re  done.  Today,  we  service  135 
of  the  top  150  cities. 

When  you  say  25,000  to  28,000  fiber¬ 
optic  miles  what  does  that  mean  to 
customers? 

It  has  to  do  with  network  capacity  and 

See  Ellenberger,  page  26 


Illinois  legislation  could  be  a  boon  for 
competitive  local  exchange  carriers 


Broader  access  for  CLECs  may  better  serve  business  customers. 


BY  MICHAEL  MARTIN 

Competitive  local  exchange  carriers  in 
Illinois  may  be  able  to  offer  business  cus¬ 
tomers  a  wider  array  of  cut-rate  telecom 
services  thanks  to  a  bill  passed  by  the 
state  earlier  this  month. 

In  addition  to  increasing  potential  fines 
on  Illinois’  incumbent  local  exchange  car¬ 
rier  (ILEC),  Ameritech/SBC,  for  substan¬ 
dard  service,  the  bill  widens  the  Federal 
Communications  Commission’s  definition 
of  an  unbundled  network  element  (UNE). 
UNEs  are  the  parts  of  their  networks  the 
ILECs  must  make  available  to  CLEC 
providers  on  a  wholesale  basis. 

The  FCC  regulation  defining  UNEs 
requires  a  CLEC  to  prove  its  business  will 
be  impaired  if  it  can’t  provide  a  particular 
service.  Only  if  impairment  is  proven  is 
an  ILEC  forced  to  provide  a  network  ele¬ 
ment  or  function  at  a  wholesale  price  to 
the  CLEC. 

The  Illinois  legislation  removes  the 
impairment  requirement  and  forces  the 
ILECs  to  cobble  together  various  UNE 
elements  into  a  UNE  platform  if  a  CLEC 
requests  it.  A  UNE  platform  is  roughly 
defined  as  a  group  of  services  that  repli¬ 
cate  the  functionality  of  an  ILEC  tele¬ 


com  network. 

Now,  for  example,  an  Illinois  CLEC  can 
get  UNE  access  to  packet-switching 
equipment,  allowing  the  CLEC  to  provide 
DSL,  frame  relay  or  ATM  service  in  a  par¬ 
ticular  central  office,  even  if  the  CLEC  has 
no  equipment  in  that  central  office. 

“Competitive  carriers  can  now  take 
advantage  of  this  legislation  to  provide 
service  out  of  a  [central  office]  where  it 
doesn’t  make  economic  sense  for  them 
to  install  their  own  equipment,”  says 
Jonathan  Lee,  vice  president  of  regulatory 
affairs  for  the  Competitive  Telecommuni¬ 
cations  Association,  an  association  repre¬ 
senting  CLECs. 

This  would  let  CLECs  offer  larger  busi¬ 
ness  customers  a  complete  telecom  pack¬ 
age,  including  service  to  remote  offices. 
The  legislation  also  lets  CLECs  use  any 
available  interconnection  provider  in  a 
central  office  where  the  CLEC  has  equip¬ 
ment  installed.  In  the  past,  CLECs  were 
forced  to  use  the  ILEC  for  transport 
between  a  central  office  and  a  point  of 
presence. 

“This  allows  CLECs  to  use  the  most 
efficient  provider  in  a  given  [central 
office] ,”  Lee  says. 

See  Legislation,  page  26 
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Carriers  &  ISPs 


Eye  on  the  carriers  .  Lisa  Pierce 

Tauzin  bill  in  need  of  more  quid  pro  quo 


Proponents  of  the  Tauzin  bill 
(HR  1542)  claim  that  allowing 
incumbent  local  exchange  carriers 
into  the  interstate  high-speed  data 
and  Internet  services  market  will 
provide  them  with  the  financial 
incentive  to  deploy  DSL  on  a  more 
rapid,  massive  scale. 

But  the  bill’s  supporters  provide 
no  proof,  and,  more  importantly,  no 
assurances. 

Many  positions  in  the  bill  —  for¬ 
mally  known  as  the  Internet  Free¬ 
dom  and  Broadband  Access  Deploy¬ 
ment  bill  —  amount  to  motherhood 
and  apple  pie,  most  notably,  prom¬ 
ises  of  ISP  consumer  choice  and 
unfettered  provider  interconnec¬ 
tion.  However,  no  regulation  specifi¬ 
cally  prohibits  either  from  occurring 
today.  It  just  isn’t  required,  and  the 
majority  of  ILECs,  competitive  local 
exchange  carriers  (CLEC)  and  cable- 
modem  providers  have  scrupulously 
avoided  this  form  of  “equal  access” 
over  broadband. 

Other  main  points  and  provisions 
of  the  bill: 

•  It’s  the  government’s  fault  that 


high-speed  ILEC  Internet  access  is 
relatively  sparse. . . .  Oh,  please. 

•  The  decoupling  of  ILEC  entry 
into  interstate  voice  and  data  ser¬ 
vices.  Voice  services  are  still  gov¬ 
erned  by  the  rules  of  the  Telecom¬ 
munications  Act  of  1996,  but 
Internet  and  other  high-speed  data 
services  are  not. 

•  High-speed  Internet  access, 
Internet  and  data  services,  and  the 
Internet  backbone  would  be  free 
from  any  and  all  new  regulations, 
taxes  and  fees  that  could  possibly  be 
imposed  by  Congress,  the  Federal 
Communications  Commission  or 
state  authorities. 

•  ILECs  would  not  be  required  to 
provide  CLECs  with  unbundled 
access  to  the  high-frequency  portion 
of  a  loop  at  remote  (such  as  fiber  or 
copper)  terminals.  This  has  been  an 
increasingly  contentious  issue  be¬ 
tween  ILECs  and  CLECs,  especially 
since  many  new  business  campuses 
and  high-end  residential  communities 
are  located  on  such  nodes. 

What’s  driving  this  bill?  Certainly 
not  interstate  voice,  which  ILECs 


had  long  sought  to  provide,  but  now 
must  finally  realize  is  a  losing  propo¬ 
sition.  How  about  broadband? 

As  of  the  end  of  the  first  quarter, 
U.S.  DSL  subscribers  comprised 
about  30%  of  the  landline  U.S.  broad¬ 
band  market;  cable  has  the  other 
70%.  ILECs  currently  have  about  85% 
of  the  DSL  market  —  the  majority 
are  consumers. 

Historically,  the  majority  of  busi¬ 
ness  DSL  customers  have  subscribed 
to  CLEC  services,  and  have  been  so 
happy  to  obtain  it  they  haven’t  quib¬ 
bled  much  about  price. 

The  changes  proposed  in  the  bill 
would  dramatically  alter  the  competi¬ 
tive  landscape,  and  without  additional 
amendments  could  make  it  much 
harder  for  most  of  the  CLECs  to  con¬ 
tinue  to  operate. 

And  what  guarantees  do  customers 
get  from  the  ILECs  in  return?  There 
are  none,  except  for  ISP  choice  and 
interconnection.  No  deployment 
timetables,  percent  of  population  pen¬ 
etration  rates,  service  quality  metrics 
or  price  assurances. 

The  bill  simply  claims  that  the 


removal  of  existing  interstate  restric¬ 
tions  on  high-speed  data  services  will 
provide  the  impetus  for  ILECs  to 
make  broadband  access  plentiful.  It’s 
a  statement  of  faith. 

However,  nothing  today  prevents 
these  carriers  from  putting  DSL 
access  multiplexers  in  every  central 
office.  Nothing  bars  them  from  pro¬ 
viding  customers  with  ISP  choice 
over  DSL  and  working  out  profitable 
revenue-sharing  arrangements.  They 
simply  haven’t.And  based  on  the  huge 
numbers  of  back  orders  for  DSL,  I 
strongly  doubt  money  is  an  issue;  the 
price  could  rise  —  it  has  risen,  and 
people  still  want  it. 

Rewriting  the  telecom  act  certainly 
makes  life  much  easier  for  local 
incumbents. 

And  if  they’d  give  us  some  guaran¬ 
tees  about  broadband,  that  might  be  a 
fair  trade.  But  HR  1542  contains  no 
such  quid  pro  quo. 

Pro-competition?  Hardly. 

Pierce  is  a  research  fellow  at  Giga 
Information  Group.  She  can  be 
reached  at  lpierce@gigaweb.com. 


Wireless  execs  caution  against  unrealistic  hype 


BY  GEORGE  CHIDI  JR. 

ATLANTA  —  Two  points  of  agreement 
emerged  from  an  exchange  between  the 
heads  of  Cingular  Wireless  and  Verizon 
Wireless  last  week  at  SuperComm  2001: 
Wireless  data  services  shouldn’t  be 
expected  to  earn  significant  revenue  for 
awhile,  and  the  industry  must  police 
itself  or  risk  the  regulator’s  gaze. 

Blaming  the  poor  reputation  of  Wire¬ 
less  Access  Protocol  on  “unrealistic 
expectations  and  overzealous  market¬ 
ing,”  Cingular  CEO  Steven  Carter  cau¬ 
tioned  a  packed  crowd  against  making 
the  same  mistakes  with  3G  wireless  ser¬ 
vices.  “We  can’t  create  the  demand  first, 
and  then  invent  what  people  want,” 
Carter  said. 

His  counterpart  at  Verizon  concurred. 
“I  think  all  of  us  in  the  industry  share  in 
the  guilt  of  overhyping”  wireless  data  ser¬ 
vices,  Dennis  Strigl  said.  Carriers  should 
get  back  to  the  fundamentals  —  alleviat¬ 
ing  network  congestion,  improving  ser¬ 
vice  to  rural  areas,  eliminating  bad  roam¬ 
ing  experiences  and  making  customer 
service  more  available,  he  said. 

“The  industry  could  find  ourselves  in 
the  cross  hairs  of  regulators  that  want  to 


regulate  our  service  levels,”  he  said. 

Verizon  plans  to  launch  a  public  safe¬ 
ty  campaign  beginning  in  the  first  week 
of  July,  coinciding  with  Independence 
Day.  Carter  mentioned  recent  legisla¬ 
tion  in  some  states  to  ban  drivers  from 
using  cell  phones  in  cars,  but  did  not 
specifically  connect  Verizon’s  public 
safety  efforts  to  preempt  measures 
against  further  regulation. 


“The  sensible  use  of  cell  phones 
enhances  life,”  Carter  said.  Citing  statistics 
that  about  2%  of  accidents  are  caused  by 
cell  phone  distraction,  Carter  said  there 
were  more  dangerous  distractions  than 
phones  but  “we  could  see  the  incidence 
rise  if  we  don’t  educate.” 

Chidi  is  a  correspondent  with  IDG 
News  Services’  Boston  bureau. 


Ellenberger, 

continued  from  page  25 

our  ability  to  control  more 
of  the  network  for  our  cus¬ 
tomers.  Ninety-two  percent 
of  all  of  our  traffic  flows 
over  our  network,  as 
opposed  to  traveling  over 
leased  capacity  from  other 
service  providers. 

Broadwing  offers  traditional  voice 
services  along  with  data  offerings.  How 
much  does  the  company  depend  on 
voice  revenue? 

Our  voice  business  grew  1%  last  year, 
and  the  overall  company  grew  26%. 


About  50%  of  our  revenue 
comes  from  data  and  Inter¬ 
net  services.  We  don’t  have 
the  legacy  installed  base  to 
worry  about  that  other  long¬ 
distance  service  providers 
|  have. 

7s 
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°  Will  Broadwing  build  met¬ 
ropolitan-area  networks  in 
addition  to  its  long-haul  network? 

The  company’s  goal  is  to  have  nation¬ 
al,  metropolitan-area  network  coverage. 
We’ll  partner,  swap  capacity  and  build 
networks  to  meet  that  goal.  Right  now 
there  isn’t  any  one  company  that  has  a 
metro  solution  across  the  country.  We 
can  create  that.H 


Legislation, 

continued  from  page  25 

Ameritech/SBC,  which  has  been 
much  maligned  by  Illinois  legislators  for 
providing  shoddy  service,  isn’t  happy 
with  the  changes.  The  company  says  it 
could  go  bankrupt  if  it  is  forced  to  bun¬ 
dle  UNE  services  for  CLECs. 

“Giving  CLECs  access  to  more  UNEs 
allows  them  to  undercut  us  on  business 
services,”  says  Ameritech  spokesman 
Michael  King.  “It  also  forces  us  to  do  a 
lot  of  work  to  put  the  UNE  platforms 
together  for  them.  If  these  competitors 
can  undercut  Ameritech ’s  prices,  while 
having  Ameritech  do  all  the  work  for 
them,  eventually  our  business  services 
revenue  will  peter  out.”  B 
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Go  online  to  read  about 
SBC/Ameritech's  past  complaints 
from  consumers,  business  users  and 
state  and  federal  regulators. 
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Briefs 


VIPswitch  said  it  will  use 
NetPlane  Systems'  Label  Traffic 
Control  System  software  and 
OPTIRoute  software  in  its 
upcoming  V-MAN  switch/router 
product  line.  The  companies 
also  announced  plans  to  collab¬ 
orate  on  customer  integration 
and  marketing  activities. 

OPTIRoute  is  portable  IP 
routing  code  optimized  for  carri¬ 
er-class  applications.  NetPlane 
introduced  OPTIRoute  BGP4  last 
month  at  NetWorld-i- Interop  in 
Las  Vegas.  The  first  OPTIRoute 
release,  unveiled  earlier  this 
year,  supports  OSPF. 

VIPswitch  says  the  new 
V-MAN  line  is  designed  to 
accelerate  provisioning  in  met¬ 
ropolitan  networks. 

VIPswitch:  www.vipswitch. 
com;  NetPlane:  www.netplane. 
com 

Quantum  Bridge  Commun¬ 
ications  has  announced  its 
first  customer  in  the  utilities 
marketplace. 

Sigecom,  a  broadband  utility 
joint  venture  offering  telecom 
services  in  Indiana,  is  currently 
using  Quantum  Bridge's  Passive 
Optical  Networking  products  to 
provision  services  from  1M  to 
100M  bit/sec.  Sigecom  is  also 
using  Quantum  Bridge's  Optical 
Access  system  in  its  900-mile 
fiber-optic  voice/data  network. 

Quantum  Bridge:  www.quan 
tumbridge.com;  Sigecom:  www. 
sigecom.net 

Native  Networks,  an  optical 
access  company,  announced 
that  Stephen  Harbour,  a  former 
marketing  director  at  Cisco,  will 
join  the  company  as  CEO. 

Harbour  will  assume  the  CEO 
reins  from  Native  Networks' 
co-founder  Gilad  Goren,  who 
will  remain  the  company's 
president. 

Native  Networks:www.native 
networks.com 


Service  provider  developments  at 
the  juncture  between  the  enterprise 
and  the  new  public  network 


Alidian  rounds  out  metro  net  device  family 


Equipment  designed  to  help  carriers  simplify  management  of  DWDM  and  SONET  networks. 


BY  TERRI  GIMPELSON 

Alidian  Networks  has  extended 
its  metropolitan  aggregation 
and  transport  lineup  with  a 
four-wavelength  system  that  also  serves  as 
a  SONET  add/drop  multiplexer. 

Alidian’s  Optical  Services  Node  (OSN) 
4400  lets  service  providers  add  and  drop 
individual  data  services  at  multiple  nodes 
in  a  metropolitan  network,  eliminating  the 
one-wavelength-per-drop-point  require¬ 
ment  of  other  metropolitan  dense  wave¬ 
length  division  multiplexing  (DWDM)  sys¬ 
tems.  Alidian  also  announced  SONET 
add/drop  multiplexer  modules  for  its  OSN 
4000  line  that  provide  the  same  function¬ 
ality  for  time-division  multiplexed  (TDM) 
traffic. 

This  lets  service  providers  support 
two  logical  networks  in  one  physical 
box,  instead  of  managing  two  separate 
and  distinct  DWDM  and  SONET  net¬ 
works, Alidian  says. 

The  OSN  4400  lets  carriers  designate 


any  of  four  protected  0048  wavelengths 
as  SONET  or  multiservice  IP  By  supporting 
four  protected  0048  (2.5G  bit/sec)  wave¬ 
lengths,  the  OSN  4400  serves  the  needs  of 
users  looking  for  10G  bit/sec  connectivity 
at  lower  cost,  Alidian  claims. 

The  OSN  4400  fits  in  between  Alidian’s 
two-wavelength  4200  and  eight-wave¬ 
length  4800.  Like  those  systems,  the  OSN 
4400  supports  Alidian’s  WavePack 
technology,  which  lets  multiple  data  pro¬ 
tocols  be  carried 
on  a  single  wave¬ 
length  rather  than 
dedicating  a  sepa¬ 
rate  wavelength  to 
every  traffic  type. 

The  OSN  4400 
is  a  19-inch,  18- 
slot  chassis  with 
two  slots  devoted 
to  redundant  sys¬ 
tem  control  and 
WaveService 
modules. 


WaveService  lets  service  providers 
deliver  data  services  using  only  the 
capacity  each  service  requires  and 
add/drop  these  flows  at  multiple  points 
around  the  infrastructure. 

Six  slots  on  the  OSN  4400  support  user 
service  interface  modules,  including  ATM, 
packet-over-SONET,  Fast  Ethernet,  Gigabit 
Ethernet  and  storage-area  network  inter¬ 
faces.  The  remaining  eight  slots,  the  com- 
See  Alidian,  page  28 


idian's  lamp 


Optical  Services  Node  4400  features 
include: 

•  19-inch  chassis 

•  Three  shelves  per  7-foot  rack 

•  40G  bit/sec  switching  capacity 

•  20G  bit/sec  trunk  capacity 

•  48  ports  per  shelf,  144  ports  per  rack 


MPLS  comes  to  the  edge  at  SuperComm  show 


Foundry  and  NetReality  unveil  products  for  enabling  VPNs  and  application  quality  of  service. 


BY  PHIL  HOCHMUTH 

ATLANTA  —  Two  vendors  showed  off 
new  products  last  week  designed  to  let 
service  providers  deliver  VPNs  and  appli¬ 
cation  quality  of  service. 

At  the  SuperComm  2001  show, 
Foundry  Networks  and  NetReality  un¬ 
veiled  products  for  the  edge  of  service 
provider  networks  that  support  Multi¬ 
protocol  Label  Switching  (MPLS),  an 
emerging  standard  for  engineering  traffic 
and  enabling  differentiated  services.  By 
labeling  IP  flows  and  steering  traffic 
based  on  those  labels,  MPLS  could  help 
service  providers  configure  private  user 
groups  or  VPNs,  and  help  application  ser¬ 
vice  providers  (ASP)  add  QoS  to  cus¬ 
tomer  applications. 

Foundry  announced  its  Draft  Martini 
software  for  the  Netlron  line  of  Internet 
routers.  The  software  is  based  on  an 
Internet  Engineering  Task  Force  draft 
Request  For  Comment  document  for 
Layer  2  MPLS-based  tunneling  that  could 


be  used  to  provision  VPNs. 

In  a  Draft  Martini  deployment,  Layer  2 
virtual  LAN  (VLAN)  information  is 
mapped  to  an  MPLS  tag  by  a  label  edge 
router  at  a  customer’s  site,  then  routed 
over  label  switch  routers  in  a  service 
provider’s  network.  To  an  end  user,  the 
service  appears  as  a  Layer  2  Ethernet 
port  coming  into  a  building. 


w  w  w.  n  wf  usion.com 


THE  MPLS/VPN 
CONNECTION 

Read  about  our  lab's  recent 
evaluation  of  MPLS  security,  and 
download  a  free  report  from  Mier 
detailing  the  results. 

_  -  kii  -  _ 
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This  removes  the  complexity  of  Layer 
3  packet  routing  from  the  customer,  says 
Marshall  Eisenberg,  Foundry’s  product 
marketing  director. 

Businesses  could  use  such  a  service  to 
connect  remote  sites  as  if  they  were  all 
on  one  large  Layer  2  VLAN,  Eisenberg 
says. 

Security  is  inherent  in  the  system 
because  nodes  in  the  public  network  for¬ 
ward  traffic  based  only  on  MPLS  informa¬ 
tion  instead  of  IP  addresses,  creating  a 
VPN-like  tunnel,  he  adds. 

Foundry’s  Draft  Martini  software  is  avail¬ 
able  as  a  free  upgrade  to  Netlron  users 
who  have  a  support  contract. 

Instead  of  applying  MPLS  tags  to  traffic 
at  Layer  2,  NetReality  plans  to  apply  tags 
based  on  application  layer  data  in  a  packet. 

NetReality’s  WiseWAN  network  appli¬ 
ance  can  read  packets  at  Layer  7,  the  appli¬ 
cation  layer,  the  company  says.  This  tech¬ 
nique  could  prioritize  traffic  flows  for 
important  enterprise  applications,  such  as 
See  Foundry,  page  28 
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Vendors  focus  on  bringing  DSL  to  non-metro  users 


BY  MICHAEL  MARTIN 

ATLANTA  —  The  Digital 
Loop  Carrier  remote  cabinets 
that  serve  customers  outside 
major  metropolitan  areas  may 
soon  bring  broadband  service 
to  a  phone  line  near  you. 

Last  week  at  SuperComm 
2001,  three  vendors  sought  to 
shoehorn  DSL  gear  into  DLC 
boxes  to  bring  broadband  to 
the  rural  masses. 

Lucent  and  Net  to  Net  Tech¬ 
nologies  showcased  mini-DSL 
access  multiplexers  (DSLAM) 
that  can  squeeze  into  remote 
terminal  cabinets,  while  Catena 
Networks  unveiled  what  it  calls 
a  Broadband  Loop  Carrier  de¬ 
signed  to  replace  existing  DLCs. 

“Most  of  the  metro-area  cen¬ 
tral  offices  have  DSL  equipment 
now,”  says  Adam  Guglielmo,  an 
analyst  with  TeleChoice.  “The 
focus  now  is  to  reach  all  cus¬ 
tomers  with  DSL.” 

Lucent’s  Stinger  Micro  Re¬ 
mote  Terminal  (MRT)  is  a  pizza 
box-sized  unit  that  provides  up 
to  3 6  asymmetric  DSL  ports. 
Qwest  Communications  will 
deploy  it  later  this  year  to 
extend  the  service  provider’s 
DSL  service  area. 

The  ATM-based  MRT  is  the 
sixth  member  of  Lucent’s 
Stinger  DSLAM  family  and  will 


be  generally  available  in  the 
third  quarter,  with  a  list  price  of 
less  than  $250  per  port. 

Net  to  Net  is  also  finding 
room  in  the  DLC  closet  for 
its  Sirius  SuD2000-6  and 
SuD2000-12  symmetric  DSL 
Micro  DSLAMs.  Like  the 
Stinger  MRTs,  the  Sirius  family 
is  tiny:  A  six-port  unit  is  8  by  8 
inches  by  1  inch,  and  the  12- 
port  model  is  8  by  11  inches 
by  1  inch. 

Both  models  provide  SDSL 
connections  at  up  to  2.3M  bit/ 
sec  per  line.  Providers  can  bond 
up  to  four  of  the  lines  for  a  9-2M 
bit/sec  connection. 

Like  Net  to  Net’s  other 
DSLAM  offerings,  the  Sirius  is 
Ethernet-based.  The  products 
include  IP  quality-of-service  and 
voice-over-DSL  support. 

The  target  market  for  the  Sir¬ 
ius  family  is  independent 
phone  companies,  says  Eric 
Knapp,  Net  to  Net’s  director  of 
marketing.  The  products  are 
expected  to  ship  in  the  third 
quarter  and  will  cost  about 
$300  per  port. 

While  Lucent  and  Net  to  Net 
are  aiming  to  upgrade  existing 


DLCs,  Catena’s  CN1000  Broad¬ 
band  Loop  Carrier  (BLC)  seeks 
to  replace  them.  Catena,  which 
also  makes  a  DSL-enabling  line 
card  for  DLCs,  says  its  BLC  is 
more  efficient  than  an  upgrad¬ 
ed  DLC,  because  it  supports 
plain  old  telephone  service 
(POTS)  and  DSL  on  every  line 
without  requiring  any  added 
equipment  or  maintenance. 

“We’ve  done  the  integra¬ 
tion  in  silicon,  so  every  single 
POTS  user  becomes  a  poten¬ 
tial  DSL  user,”  says  Bob  Mach- 
lin,  Catena  CEO. 

Customers  can  be  DSL- 
enabled  remotely  through 
Catena’s  Catena  View  Element 
Management  System.  Initially 
Catena  is  supporting  ADSL 
but  it  plans  to  eventually  sup¬ 
port  single-pair,  high-speed 
DSL  as  well. 

The  CN1000  can  also  let 
providers  transition  to  next- 
generation  packet  voice 
because  it  includes  an  imbed¬ 
ded  media  gateway,  Machlin 
says. 

The  BLC  will  go  into  field  tri¬ 
als  in  the  third  quarter,  with 
availability  in  early  2002.  Mach¬ 
lin  says  the  box  will  cost  about 
the  same  as  a  DLC  that  has 
between  10%  and  15%  of  its 
lines  DSL-enabled. 

Machlin  expects  Catena’s 


biggest  competitors  in  the  BLC 
market  to  be  traditional  DLC 
vendors  such  as  Lucent  and 
AFC. 

Occam  Networks,  another 
BLC  maker,  won’t  be  major 


New  cabinet  members 

Here  is  a  sampling  of  products 
showcased  at  SuperComm 
2001  that  are  designed  to  ease 
DSL  deployment  to  remote 
cabinets: 

Catena's  next-generation  DLC 
CN1000  Broadband  Loop  Carrier 

•  Supports  POTS  and  DSL  on  every 
port. 

•  Media  gateway  function  for 
packet  voice. 

•  Modular  —  supports  from  288 
to  2,112  lines. 

•  ATM  switch  fabric. 

•  OC-3,  DS-3/DS-1  back  haul. 


Lucent's  Stinger  DSLAM  family 
Stinger  Micro  Remote  Terminal 

•  1 U,  pizza-box  size  is  designed  for 
deployment  in  remote  terminal. 

•  Supports  up  to  36  ports  of  ADSL. 

•  ATM-based. 


Net  to  Net's  micro  SDSL  DSLAMs 
Sirius  SuD2000-6,  SuD2000-12 

•  Supports  six  or  12  ports  of  SDSL. 

•  Supports  IP  DoS. 

•  8  by  8  by  1  inch,  8  by  1 1  by  1 
inch. 


Alidian, 

continued  from  page  27 

pany  says,  are  for  WavePack  or 
SONET  transmission. 

Each  pair  of  these  slots  cre¬ 
ates  one  of  four  protected  OC- 
48  wavelengths.  Alidian  says  a 
system  can  start  with  one  pro¬ 
tected  wavelength  pair, 
designated  for  WavePack  or 
SONET  traffic,  and  grow  to  four 
pairs  in  any  WavePack/SONET 
combination. 

The  SONET  add/drop  cards 
come  in  a  version  that  can  be 
configured  with  up  to  seven 
OC-3  ports,  up  to  four  OC-12 
ports,  or  a  combination;  or  a  ver¬ 
sion  with  one  OC-48  port  for 
use  at  hub  sites. 

Both  cards  have  a  built-in 
STS-1  cross-connect  that  elimi¬ 
nates  the  need  for  a  separate 
digital  cross-connect  device,  the 
company  says.  Automatic  Pro¬ 
tection  Switching  on  the  line 
side  that  allows  protection  of 
otherwise  unprotected  client 
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signals  can  also  be  added. 

Doug  Picard,  CEO  of  service 
provider  Aevia,  says  his  com¬ 
pany  uses  eight  OSN  4200s  and 
two  OSN  4400s  in  its  native  Eth¬ 
ernet  network  to  provide  OC-3, 
OC-12  and  OC-48  services,  as 
well  as  DS-3.ATM  and  TDM.  The 
4400  was  installed  in  Aevia’s 
metropolitan  backbone  net¬ 
work  a  year  ago,  when  the  com¬ 
pany  began  its  lab  trials.The  box 
has  been  in  production  deploy¬ 
ment  since  April  of  this  year. 

“WaveSystem  has  allowed  us 
to  do  a  number  of  things  we 
couldn’t  do  before,  like  feeding 
Gigabit  Ethernet  all  the  way 
through  the  network  in  its 
native  format  in  protected 
mode,”  Picard  says.  “This  prod¬ 
uct  also  has  microsecond  laten¬ 
cy,  and  to  have  that  in  a  back¬ 
bone  is  phenomenal.” 

Picard  says  Aevia  looked  at 
similar  products  from  ONI  Sys¬ 
tems,  Astral  Point  and  Cisco,  but 
found  the  proprietary  features 
of  Alidian ’s  products  to  be  more 
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valuable. 

“This  is  the  fastest  box  out 
there,  from  our  perspective,” 
he  says.  “And  Alidian’s  price  per 
OC-48  is  less  than  any  other 
company  we  found.” 

Nisha  Dass,  consultant  for 
Network  Strategy  Partners,  says 
the  OSN  4400  fills  the  four- 
wavelength  gap  left  in  the  Alidi¬ 
an  family  and  says  that  the 
release  of  its  new  products  help 
fortify  the  company’s  position 
in  the  metropolitan  aggregation 
and  transport  market. 

“The  SONET  ADM  cards 
strengthen  Alidian’s  competi¬ 
tive  positioning,  since  the  prop¬ 
er  handling  of  TDM  and  STS-1 
cross  connect  functionality  are 
checklist  items  for  the  evalua¬ 
tion  of  these  metro  aggrega¬ 
tion/transport  devices  in  multi¬ 
service  networks,”  she  says. 

Dass  says  that,  with  the  vast 
amounts  of  installed  SONET, 
the  addition  of  the  SONET 
ADM  cards  will  open  doors  for 
Alidian  in  the  incumbent  local 


exchange  carrier  market. 

The  OSN  4400  will  go  up 
against  Coriolis  Networks’  Opti- 
flow  series,  Lucent’s  Metropolis 
product  line  and  the  metropoli¬ 
tan-area  products  from  Ciena, 
Sycamore  and  Nortel.  Dass  says 
Alidian  has  a  bandwidth  effi¬ 
ciency  management  advantage 
over  those  companies. 

The  OSN  4400  starts  at 
$49,000  for  a  single-wave¬ 
length  system  supporting  two 
Gigabit  Ethernet  connections. 
The  SONET  add/drop  card 
is  priced  at  $50,000  for 
the  seven-port  version  and 
$40,000  for  the  one-port  ver¬ 
sion.  All  products  will  be  avail¬ 
able  in  the  fourth  quarter. 

Alidian:  www.alidian.com 
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competition,  Machlin  says, 
because  unlike  the  CN1000, 
Occam’s  box  doesn’t  support 
time-division  multiplexing 
(TDM)  voice  or  emergency 
911  service. 

Machlin  says  Occam’s  box 
is  more  suited  to  next-genera¬ 
tion  packet  voice  networks, 
while  Catena’s  gear  can  work 
with  a  TDM  voice  network 
and  transition  to  packet  voice 
when  required. 

The  target  market  for  the 
CN1000  is  incumbent  local 
exchange  carriers. 

It’s  tough  for  new  compa¬ 
nies  such  as  Catena  and  Occam 
to  break  into  the  LEC  market, 
TeleChoice ’s  Guglielmo  says, 
but  there  could  be  some  op¬ 
portunity  there  for  the  two 
upstarts. 

“I  think  the  products  they’re 
proposing  are  compelling,”  he 
says.  “It  all  depends  on  how 
much  the  Bells  want  to 
upgrade  their  networks.” 

Catena:  www.catena.com; 
Lucent:  www.lucent.com;  Net 
to  Net:  nettonettech.com 


Foundry, 

continued  from  page  27 

those  from  SAP  or  Siebel,  or 
real-time  applications  such  as  IP 
voice  and  video. 

An  ASP  could  deploy  the 
box  at  a  customer’s  site  — 
between  a  WAN  router  and 
DSU/CSU  —  or  in  front  of  an 
edge  router  in  the  provider’s 
central  office.  The  appliance 
connects  to  other  network 
gear  through  serial  connec¬ 
tions,  which  can  forward  traf¬ 
fic  at  speeds  up  to  50M 
byte/sec. 

According  to  NetReality,  the 
WiseWAN  can  make  edge 
routers  more  efficient  by 
assuming  responsibility  for 
processing  MPLS  tags  and 
attaching  them  to  packets. 

The  company  also  claims 
the  box  is  the  only  product 
that  can  map  MPLS  tags  to 
Layer  7  information.  Most 
routers  map  MPLS  at  Layers  2 
to  Layer  4. 

NetReality’s  WiseWAN  is 
priced  between  $2,800  and 
$28,000,  depending  on  the 
interface  speeds. 

Foundry:  www.foundrynet 
works.com;  NetReality:  www. 
nreality.com 
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rains 


GIGABIT  ETHERNET,  SONET,  ATM.  SHOOT,  IF 
YOU  WANTED  A  NETWORK  MADE  OF  HAM, 
WE  COULD  PROBABLY  CONNECT  TO  IT. 


Not  just  connect  to  it,  but  deliver  profitable  services 
over  it.  At  Riverstone  Networks!  our  RS  family  of  routers 
delivers  wire-speed  metropolitan  area  services  over 
any  network,  including  Gigabit  Ethernet,  10-Gigabit 
Ethernet,  SONET/SDH,  ATM,  WDM,  TDM,  and  cable. 
In  fact,  Riverstone  routers  convert  raw  bandwidth  into 
profitable  services  in  all  parts  of  the  Metropolitan  Area 
Network.  Whether  it’s  dynamic  bandwidth  provisioning, 
MPLS-based  VPNs,  tiered  services,  or  anything  in 
between,  Riverstone  customers  profit  from  intelligent 
bandwidth  on  both  legacy  and  next  generation 
networks.  All  Riverstone  technology  scales  across  the 
entire  product  line,  from  our  compact  RS  1000  Optical 
Metro  Access  Router,  right  up  to  the  RS  38000,  our 
170  Gigabit  Metro  Core  Router.  To  build  a  network 
that  really  brings  home  the  bacon,  contact  Riverstone 
at  1-877-778-9595,  or  visit  riverstonenet.com/nww. 
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Space,  power  and 
connectivity.  These  are 
the  qualities  of  a  great 
host.  Problem  is,  most 
providers  can’t  deliver. 

Enter  Broadwing  managed  . « 

hosting.  They  create,  host,  * 

manage  and  support  complete 
eBusiness  solutions  so  you  don't 
have  to.  And,  they  do  it  like  no 
other  company— with  an  all-optica! 
network,  mind-blowing  bandwidth, 
ultra-secure  facilities,  and  complete 
systems  engineering  and  support. 

All  backed  up  with  a  100%  IP  network 
guarantee*  and  24x?x365  monitoring 
from  our  always  nice  and  knowledge¬ 
able  professionals.  Very  friendly,  indeed. 

Call  1.800. BROADWING  or  visit  Broadwing.com 
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The  world’s  first  beautiful  network: 
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Briefs 


RSA  Security  last  week 
announced  the  release  of  Version 
5.0  of  its  ACE/Server  user  authen¬ 
tication  security  software.  The 
new  version  supports  Lightweight 
Directory  Access  Protocol,  which 
will  let  user  information  be  en¬ 
tered  into  directories  once  and 
then  shared  across  all  LDAP-com¬ 
patible  directories,  saving  admin¬ 
istrators  from  having  to  enter  the 
data  separately  in  each  directory. 
A  new  Web-based  administration 
tool,  Quick  Admin,  will  let  adminis¬ 
trators  manage  user  and  token 
information  from  a  centralized, 
browser-based  tool.  ACE/Server 
also  now  sports  a  replicated 
architecture,  so  up  to  10  copies  of 
the  server  and  its  information  can 
communicate  with  each  other. 

This  will  allow  for  load  balancing 
of  servers,  increasing  the  number 
of  users  who  can  log  on  to  the 
servers  simultaneously.  ACE/ 
Server  will  be  available  by  the  end 
of  this  month  and  will  be  sold  on  a 
per-user  basis,  with  500  users 
costing  $26,000  and  10,000  users 
$189,000.  Tokens  must  also  be  pur¬ 
chased  on  a  per-user  basis, 
though  pricing  for  them  was  not 
available. 

RSA  Security:  www.rsasecur 
ity.com 

Concord  Communications  this 
week  will  announce  AdvantEdge 
for  Oracle,  an  application  for 
managing  Oracle  databases.  The 
Oracle  module  is  a  plug-in  for 
Concord's  SystemEdge  SNMP 
agent  that  monitors  the  perfor¬ 
mance  of  servers  and  applica¬ 
tions.  The  agent  and  module  col¬ 
lect  information  and  deliver  it  to 
the  AdvantEdge  console,  where 
users  can  view  real-time  reports, 
configure  agents  and  manage 
Oracle  database  servers.  Avail¬ 
able  now,  AdvantEdge  for  Oracle 
costs  $1 5,000.  The  SystemEdge 
agent,  which  is  required  for  use, 
costs  $600. 

Concord:  www.concord.com 


IN -  SITE:  Lessons  from  Leading  Users 

Taking  care  of  healthcare  provider  networks 

BY  DENISE  DUBIE 


When  it  comes  to  healthcare 

and  network  control,  no  one 
wants  to  hear  that  the 
experts  might  know  what 
the  problem  is  or  that 
maybe  they  can  fix  it. 

But  such  was  the  case  at 
Siemens  Medical  Solutions,  which 
maintains  the  healthcare  industry’s 
largest  information  services  center 
and  health  information  network. 

Dana  Romich,  lead  engineer  for 
Siemens  Medical  Solutions,  says  he 
used  to  make  an  educated  guess  to 
make  sure  its  network  was  available 
to  its  hospital  customers  24-7.  But  last 
year  Siemens  realized  it  needed  to  be 
more  proactive,  and  it  had  to  find  the 
proper  tools  to  help. 

“It  was  pretty  much  a  guessing 
game,”  Romich  says.  “In  the  old  days, 
we  used  a  mathematical  formula,  which 

See  Siemens,  page  36 


Medically  speaking 

Concord’s  eHealth  software  helps  Siemens  Medical  Solutions  detect  and  resolve 
network  problems.  Here's  how  it  works: 


Concord  agents 
Applications 


Headquarters,  Malverne,  Pa. 


Healthcare 

providers 


EHealth  software  generates  reports  from  the  agent 
data.  In  addition,  the  server  can  monitor  the 
capacity  and  verify  the  health  of  all  WAN  circuits 
before  any  changes  or  additions  to  the  network 
are  made,  such  as  adding  a  new  application. 


ECredible  touts  hosted  B2B  payment  tools 


BY  KATHLEEN  OHLSON 

DENVER  —  Part  of  the  reason  that 
business-to-business  commerce  hasn’t 
taken  off  as  expected  is  the  inherent 
distrust  between  buyers  and  sellers 
when  it  comes  to  payments.  ECredible 
is  looking  to  ease  those  fears  with  a 
platform  that  would  ensure  sellers 
receive  their  payments  by  financially 
approving  buyers  ahead  of  time. 

ECredible  this  month  hits  the  U.S.  with 
its  hosted  credit  management  tool  that 
would  let  sellers  authenticate  buyers  and 
guarantee  payments,  and  let  buyers 
know  sellers  will  deliver  products. 

The  company  is  a  subsidiary  of  NCM, 
an  Amsterdam  credit  insurer,  which  is  in 
turn  owned  by  Swiss  Re,  a  Bern  credit 
reinsurer.  ECredible’s  customers  include 
WineryExchange,  EarthKing  and  Net¬ 
work  Plaza.  ECredible  joins  the  ranks  of 
other  business-to-business  payment  and 
trust  service  providers  such  as  Auxcis, 
Avantrust,  SGSonsite  and  Tradenable. 

To  access  the  hosted  tool,  eCredible 
sets  up  APIs  to  a  seller’s  system  to  cap¬ 


ture  a  buyer’s  name, 
company,  tax  identifi¬ 
cation  and  what  prod¬ 
uct  was  bought,  for 
how  much  and  when 
payment  will  be  made. 

When  a  potential 
buyer  accesses  a  sell¬ 
er’s  site,  the  buyer’s 
information  is  sent  via 
the  seller’s  system  to 
eCredible,  which  au¬ 
thenticates  the  infor¬ 
mation  with  its  global 
database  and  allocates 
a  credit  line  through  a 
digital  certificate. 

The  authentication 
process  usually  takes  minutes,  but  may 
take  a  day  or  so  if  the  potential  buyer 
isn’t  part  of  eCredible ’s  database.  When 
buyers  are  approved,  they  can  continue 
to  use  digital  certificates  until  they  hit 
their  spending  limit  or  resubmit  for 
more  credit. 

Sellers  pay  approximately  $20,000  for 
eCredible’s  hosting  tool,  which  links  to 


any  enterprise  re¬ 
source  planning  sys¬ 
tem,  such  as  SAP.  The 
technology  integration 
takes  approximately 
two  to  three  days,  and 
the  credit  management 
system  is  up  and  run¬ 
ning  in  about  two 
weeks,  the  company 
claims.  Sellers  also  pay 
a  percentage,  “which  is 
significantly  under  1%” 
to  eCredible  for  each 
transaction  that  is  guar¬ 
anteed,  says  Jurgen  Lei- 
jdekker,  a  managing 
director  at  eCredible. 

In  addition  to  authenticating  buyers, 
eCredible,  if  necessary,  handles  collections 
by  sending  e-mails  if  buyers  are  past  due 
with  payments. 

WineryExchange  held  an  auction  for 
more  than  2,000  tons  of  high-end  grapes 
in  March  and  will  hold  another  one  later 
this  month  using  eCredible.  The  March 

See  eCredible,  page  34 


WineryExchange  CEO  Peter  Byck 
says  eCredible  gives  the  same 
credit  worthiness  to  small  compa¬ 
nies  that  large  wineries  have. 
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It  looms  there,  the  deadline.  And  no  one  feels  the 
pressure  of  it  like  the  project  manager.  And  while 
you  may  never  be  able  to  completely  eradicate  that 
knot  in  your  stomach,  you  can  certainly  loosen 
it,  because  Microsoft®  Project  2000  will  help  you 
navigate  the  complexities  of  managing  projects  in 
this  frenetic  business  environment.  It’s  filled  with 
flexible  tools  for  scheduling,  organizing,  analyzing, 
and  reviewing  complex  projects.  And  it’s  optimized 
with  features  that  automatically  update  information, 
manage  and  allocate  resources,  and  let  users  work 
collaboratively  across  an  organization.  Suddenly 
deadlines  don’t  seem  so  deadly.  To  find  out  more, 
visit  microsoft.com/project  or  go  to  Internet  Keyword: 
Microsoft  Project.  Software  for  the  Agile  Business. 


Enterprise  Applications 


'Net  Insider  .  Scott  Bradner 

The  missing  Internet 


I  don’t  know  how  they  could  miss 
the  Internet,  but  just  about  every¬ 
one  —  from  pundits  to  venture  capi¬ 
tal  companies  —  seems  to  be  oblivi¬ 
ous  to  the  lessons  of  the  Internet 
when  thinking  about  the  architecture 
for  the  future  of  data  networking. 

Three  of  the  most  basic  lessons  of 
the  Internet  are  that  you  don’t 
know  what  you’re  going  to  be 
doing,  you  don’t  know  who  you’ll 
be  doing  it  with  and  you  don’t 
know  how  many  you  will  be  doing 
it  with  at  the  same  time. 

Specifically,  the  Internet  is  all 
about  simultaneous,  application- 
agnostic,  general  connectivity  to 
multiple  sites.  For  example,  down¬ 
loading  a  single  Web  page  may 
involve  communications  with  three 
or  more  Web  servers  —  the  originat¬ 
ing  Web  server,  a  content  distribu¬ 
tion  server  and  a  server  providing 


the  banner  advertising. And  the  next 
click  can  take  you  to  a  totally  differ¬ 
ent  site. 

But  somehow  all  too  many  folks 
forget  about  the  Internet  whenever 
they  talk  about  future  network 
architectures. 

The  latest  example  is  Tony  Lavia’s 
otherwise  quite  reasonable  article 
‘The  Next  Next-Generation  Net¬ 
work”  in  the  May  issue  of  Business 
Communications  Review.  At  least  he 
mentions  the  Internet  or  at  least  uses 
the  term  “Internet-type”  when  refer¬ 
ring  to  data  networks,  but  then  goes 
on  to  talk  about  Multi-protocol  Label 
Switching  (MPLS)  and  VPNs,  which 
are  just  what  the  Internet  is  not. 

Most  articles  I’ve  seen  on  the 
topic  never  mention  the  Internet  at 
all.  I  don’t  think  Lavia  meant  to  dis¬ 
miss  the  Internet  as  the  present  and 
future  general  data  network,  but  too 


many  others  seem  to  think  the  Inter¬ 
net  does  not  actually  work  —  at 
least  in  the  sense  that  the  phone 
network  works  and  gives  pre¬ 
dictable  service  quality.  (Of  course 
one  has  to  ignore  cell  phones  when 
making  any  claim  about  phone  net¬ 
work  quality  of  service.) 

These  observers  think  the  Inter¬ 
net  needs  to  get  fixed,  and  the  way 
they  think  it  should  get  fixed  is  to 
use  per-instance  of  application  cir¬ 
cuits.  They  do  this  as  if  chanting  the 
term  “circuits”  as  a  mantra  will  fix  all 
problems. 

I  heard  the  phrase  “The  Internet 
does  not  work”  three  time  in  less 
than  two  hours  at  an  advanced  tech¬ 
nology  session  a  few  months  ago. 
Two  of  the  three  speakers  wanted 
to  fix  the  broken-only-in-their-minds 
Internet  by  introducing  circuits  — 
generally  with  MPLS. 


But  circuits,  by  definition,  do  not 
provide  the  type  of  anyone,  anytime 
connections  that  the  Internet  has 
proven  are  needed.  They  fit  a  differ¬ 
ent  Internet  —  one  in  which  some 
service  provider  defines  who  you  can 
talk  to  and  when.  Not  nirvana  to  me. 

There  are  circuits  in  today’s  Inter¬ 
net  and  there  will  be  in  tomorrow’s, 
but  they  do  not  get  close  to  the  user 
—  they  are  only  in  the  innards  of 
the  ISPs  and  many  of  those  circuits 
might  be  going  away.  Remember  the 
Internet  —  it  does  work. 

Disclaimer:  The  Harvard  medical 
school  worries  about  the  innards  of 
people,  but  has  not  expressed  an 
opinion  on  the  innards  of  ISPs. 

Bradner  is  a  consultant  with  Har¬ 
vard  University’s  University  Infor¬ 
mation  Systems.  He  can  be  reached 
at  sob@sobco.com. 


Aelita  offers  tool  for  backup,  recovery  of  Active  Directory 


BY  JOHN  FONTANA 

With  the  directory  taking 
on  critical  user  management 
and  security  functions  in  Win¬ 
dows  2000,  any  problems  with 
its  internal  workings  can  spell 
disaster  for  network  opera¬ 
tions.  On  top  of  that,  corrupt 
directory  objects  or  improper 


modifications  can  cause  insta¬ 
bility  in  Active  Directory. 
That's  where  Aelita  Software 

—  known  for  its  ERDisk  remote 
back-up  and  disaster  recovery 
tools  for  Windows  NT  and  2000 

—  and  its  recently  released 
ERDisk  for  Active  Directory 
come  in. 

ERDisk  for  Active  Directory 
creates  a  back-up  copy  of  the 
entire  directory,  compresses 
the  data  and  sends  it  to  a  cen¬ 
tral  repository.  If  the  entire 


directory,  a  portion  of  it  or  even 
an  individual  object  becomes 
corrupt,  the  backup  is  used  to 
quickly  repair  the  directory. 
Some  of  the  repair  operations 
can  be  done  without  taking 
Active  Directory  offline. 

“It’s  critical  to  have  a  tool  to 
restore  down  to  the  individual 
object  level,”  says  Larry  Bran- 


dolph,  principal  technical  con¬ 
sultant  for  a  large  insurance 
provider. 

Brandolph  says  he  could 
restore  5,049  deleted  Active 
Directory  objects  in  22  min¬ 
utes  over  a  WAN  link  during  a 
test  in  his  lab.  He  says  that 
kind  of  recovery  is  essential. 

“The  directory  is  not  only  key 
to  user  management,  but  even¬ 
tually  to  critical  applications  like 
SQL  Server,”  Brandolph  says.  In 
that  scenario,  he  continues,  if 


the  directory  is  down,  it’s  likely 
to  take  other  systems  with  it. 

ERDisk  for  Active  Directory  is 
similar  to  Microsoft’s  utility  for 
creating  recovery  disks  but 
takes  the  process  a  step  further 
with  an  automated  agent  that 
regularly  updates  data  at  set 
intervals.  Also,  system  repairs 
can  be  done  over  a  network 
from  a  central  graphical  user 
interface  console  that  snaps  into 
Microsoft’s  Management  Con¬ 
sole.  Administrators  can  work 
from  the  console  to  remotely 
repair  Active  Directory. 

“The  key  question  is,  what 
do  you  do  for  backup  and 
restore  now,  and  does  it  include 
Active  Directory?  Aelita  may 
have  the  point  solution  for  the 
directory,”  says  John  Enck,  an 
analyst  with  Gartner. 

Aelita  and  rivals  FastLane 
Technologies,  Bindview  and 
NetlQ  develop  products  for 
migration  and  management  of 
the  directory,  but  Aelita  has 
the  only  back-up  tools. 

The  software  is  used  in  con¬ 
junction  with  ERDisk  6.0, 
which  is  integrated  with  Active 
Directory  and  provides  backup 
and  recovery  for  the  underlying 
Win  2000  operating  system. 

“It’s  important  to  have  disas¬ 
ter  recovery  for  the  directory, 


Copy  cats 

Aelita  Software  recently 
shipped  its  back-up  and 
recovery  tool  ERDisk  for 
Active  Directory.  The 
software  performs: 

•  Regular  backup  of  directory 
replicas  across  the  network. 

•  Maintenance  of  one  or  more 
secure  repositories  with  the 
backed-up  Active  Directory 
replicas. 

•  Wizard-driven,  remotely 
administered  restore  function  from 
a  backup  of  the  entire  directory  or 
specific  objects. 


especially  in  an  enterprise 
where  replication  happens  so 
fast,"  says  Ratmir Timashev,  CEO 
of  Aelita.  Replication,  which 
can  take  place  on  intervals  as 
short  as  1  minute,  can  quickly 
spread  corrupt  directory  data 
across  a  company. 

“It’s  peace  of  mind  to  have  a 
quick  way  to  roll  back 
changes,”  Timashev  says. 

ERDisk  for  Active  Directory 
provides  three  recovery  options 
—  a  complete  restore  of  the 
entire  directory,  which  can  be 
scheduled  and  done  remotely;  a 
single  repair  to  an  object  or 


organizational  unit,  a  container 
that  houses  users  and  groups;  or 
the  online  repair  of  an  object  or 
organizational  unit.  With  the 
first  two  options,  the  directory 
must  be  taken  offline. 

Pricing  for  Aelita's  ERDisk  6.0 
starts  at  $99  per  server  license 
or  $10  per  workstation.  ERDisk 
for  Active  Directory  is  an  option¬ 
al  component  that  can  be  added 
to  ERDisk  6.0.  Pricing  for 
ERDisk  for  Active  Directory 
starts  at  $3,000  and  is  based  on 
the  number  of  user  accounts. 

Aelita:  www.aelita.com 


eCredible, 

continued  from  page  31 

auction  consisted  of  30  buyers, 
including  Kendall-Jackson 
and  Mondavi,  all  verified  by 
eCredible. 

“Anyone  growing  and  selling 
grapes  knows  they'll  get  paid,” 
says  Peter  Byck,  CEO  of  Win- 
eryExchange,  a  Novato,  Calif., 
marketplace  for  the  global  wine 
industry.  “It  also  levels  the  play¬ 
ing  field  and  gives  the  same 
credit  worthiness”  to  small 
wineries  that  large  wineries 
have. 

eCredible:  www.ecredible. 
com 


"It's  important  to  have  disaster 
recovery  for  the  directory, 
especially  in  an  enterprise 
where  replication  happens  so 
fast." 

Ratmir  Timashev,  CEO,  Aelita 
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The  Fundamental  Element  For  The  World’s  Fastest  Networks. 


Foundry  Networks  introduces  a  new  fundamental  element  in  the  Internet  and  metropolitan  service 
provider  universe  —  the  Netlron  Internet  backbone  router  family.  Netlron  scales  to  172,000,000 
packets  per  second  routing  performance  and  480  Gigabits  per  second  switching  capacity  in  a 
single  system,  making  it  one  of  the  fastest  backbone  routers  in  the  world.  Its  high  density 
optical  networking  capabilities  range  from  Gigabit  Ethernet  to  Packet  Over  SONET  at 
OC-3c/STM-l ,  OC- 1 2c/STM-4,  OC-48c/STM-16  speeds  to  ATM.  Netlron  also 
includes  extensive  redundancy  into  every  aspect  of  mechanical,  hardware  and  software 
design,  and  offers  robust  routing  protocol  support  including  OSPF  and  BGP4. 

All  of  which  means  the  Netlron400,  NetlronSOO  and  Netlron  1500  are 
essential  in  creating  the  worlds  fastest,  most  reliable  backbone  networks; 

Call  T888.TURBOLAN  (887-2052),  email  info@foundrynet.com  or  go 
to  www.foundrynetworks.eom/nwl  to  formulate  your  own  opinion. 
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At  Your  Service 

As  an  IT  professional  today, 
you  can’t  be  blamed  if  you’re 
confused.  As  you  build  the  e- 
business  infrastructure  to  power 
your  organization,  you  are  faced 
with  a  blizzard  of  choices. 

"Often  times  IT  managers 
know  what  they  want  to  do 
when  it  comes  to  big  architec¬ 
tural  challenges,  but  just  don’t 
know  how  they  are  going  to  do 
it,”  notes  Chris  Britton,  IT 
Architecture  Consultant  at 
Unisys.  “It's  a  matter  of  taking 
the  business  requirements  and 
then  deciding  what  technology 
to  use,  how  to  build  in  scalabili¬ 
ty,  and  structure  applications. 

It’s  tough  work.” 

Unisys  offers  a  wide  range  of 
technology  services  designed  to 
shed  light  on  difficult  IT  choices: 

•  Architectural  Services  to 
provide  information  and  tools 
to  apply  technology  for  com¬ 
petitive  advantage 

•  Thin  Client  Computing  to 
help  IT  remotely  deliver  and 
run  applications  to  a  variety 
of  clients 

•  Clustering  with  services  that 
address  cluster-enabling 
applications 

•  High  Availability  Services 

based  on  data  center  best 
practices  and  targeting  high- 
availability  servers. 

To  learn  more  about  how 
Unisys  can  help  with  your  tough¬ 
est  IT  and  architectural  chal¬ 
lenges,  visit  www.unisys.com/ 
e-biz/Webcasts/technology. 
asp  for  the  interactive  Webcast, 
June  27,  2001  at  10  am  EST 
“Technology  Services:  Defining 
a  Flexible  IT  Environment  for 
e-Business  Growth.” 


UNISYS; 


We  have  a  head  for  e-business. 
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McAfee  broadens  management  console 


BY  ELLEN  MESSMER 

SANTA  CIARA  —  The  latest  version  of 
the  McAfee  antivirus  software  manage¬ 
ment  console  lets  systems  administrators 
not  only  manage  more  of  its  VirusScan 
users,  hut  a  competing  product,  Syman¬ 
tec’s  desktop  antivirus  software,  too. 

McAfee’s  management  console,  ePol- 
icy  Orchestrator  2.0,  can  detect  what 
version  of  Symantec’s  Norton  AntiVirus 
Corporate  Edition  is  running  and  can 
record  event  logs  from  it.  However, 
the  ePolicy  Orchestrator  2.0  console 
doesn’t  yet  allow  systems  administra¬ 
tors  to  remotely  manipulate  Norton 
AntiVirus  settings  or  manage  Symantec 
gateway  antivirus  products.  McAfee 
says  further  control  over  Symantec  soft¬ 
ware  is  the  “next  logical  step.” 

“One  of  the  key  things  is  to  be  able 
to  report  on  a  competitor’s  products, 
especially  Symantec’s,”  says  Michael 
Callahan,  McAfee  director  of  product 
marketing.  Symantec  is  McAfee’s  key 
competitor  in  the  antivirus  software 
market,  he  says.  The  ePolicy  Orchestra- 
tor  2.0  console  marks  the  first  time 
McAfee  has  tried  to  take  the  manage¬ 
ment  reins  over  from  Symantec  soft¬ 
ware.  One  other  vendor, Trend  Micro,  is 
known  to  provide  a  multivendor 
antivirus  management  console. 


The  ePolicy  Orches¬ 
trator  2.0  console  soft¬ 
ware  runs  on  Windows 
NT  and  2000,  and  can 
manage  up  to  250,000 
users,  a  steep  increase 
over  the  100,000-user 
limitation  in  ePolicy 
Orchestrator  1.0. 

McAfee  customers 
were  asking  for  a  com¬ 
mon  way  to  manage  mul¬ 
tiple-vendor  antivirus 
products,  Callahan  says. 

And  to  be  sure,  Network 
Associates  customers 
seem  receptive  to  the 
idea. 

“I  applaud  Network  Associates’  effort 
in  this  area,”  says  Donald  Woeltje,  net¬ 
work  engineer  at  St.  Elizabeth’s  Hospital 
in  Belleville,  Ill.,  who  noted  that  any 
security  vendor’s  work  in  developing  a 
unified  security  console  “is  a  step  in  the 
right  direction.” 

St.  Elizabeth’s  uses  the  Network  Asso¬ 
ciates  antivirus  products,  but  Woeltje 
noted  that  the  company  hasn’t  yet  pro¬ 
vided  an  easy  migration  path  from 
another  security  management  console  it 
markets,  Total  Virus  Defense  Manage¬ 
ment  Edition,  to  ePolicy  Orchestrator, 
which  is  why  St.  Elizabeth’s  hasn’t  start¬ 


ed  using  ePolicy 
Orchestrator  yet. 

“It’s  going  to  be  a 
major  chore  making 
this  transition,”  said 
Woeltje.  “I  also  think 
Network  Associates 
should  spend  some 
time  providing  its  cus¬ 
tomers  with  a  docu¬ 
mented  migration 
path  from  TVD  ME  to 
[ePolicy  Orchestrator] 
before  they  start 
spending  resources 
on  improving  [ePolicy 
Orchestrator] .” 

Symantec  is  quick 
to  point  out  that  the  McAfee  ePolicy 
Orchestrator  2.0  console  provides  a  far 
more  limited  way  to  manage  Norton 
AntiVirus  that  Symantec’s  management 
console,  which  is  architected  on  a  three- 
tier  model  to  support  about  6,000  client 
machines  per  parent  server. 

“They  can’t  do  policy  management 
or  virus  response  or  download  virus 
definitions  for  Norton  AntiVirus,”  says 
Gary  Ulaner,  Symantec’s  group  project 
manager. 

McAfee  ePolicy  Orchestrator  2.0  is 
available  for  $15  per  node. 

www.  networkassociates  .com 


McAfee's  ePolicy  Orchestrator 
2.0  antivirus  management  con¬ 
sole  has  added  limited  support 
for  Symantec's  Norton  AntiVirus 
Corporate  Edition. 


Siemens, 

continued  from  page  31 

would  calculate  if  Customer  A  used  appli¬ 
cations  1,  2  and  3,  then  Customer  A 
would  need  so  much  WAN  bandwidth. 
That  provided  a  one-size-fits-all  answer. 
But  we  learned  hospitals  use  the  net¬ 
work  in  different  ways  and  that  [the 
mathematical  method]  just  didn’t  work.” 

Siemens,  an  application  service 
provider  (ASP),  operates  and  maintains 
applications,  e-commerce,  enterprise 
systems  management  and  managed  ser¬ 
vices  for  its  customers.  Those  cus¬ 
tomers  include  about  1,000  healthcare 
providers  that  have  connections  to 
more  than  500,000  customer  worksta¬ 
tions  and  process  about  95  million 
transactions  per  day.  Needless  to  say, 
knowing  how  to  keep  the  network  up 
and  running  is  critical  to  Siemens. 

Enter  Concord 

“Our  goal  is  that  customers  never  see 
there’s  a  network  problem,”  Romich 
says.  Siemens  determined  it  needed  to 
get  at  information  in  the  WAN  circuits 
used  to  connect  their  customers  to  them 
and  optimize  the  performance  and  guar¬ 
antee  the  availability  of  its  network. 

That’s  where  Concord  Communica¬ 
tions  and  its  eHealth  performance  man¬ 
agement  software  came  in  at  the  end  of 
last  year. 


Concord’s  eHealth  manages  the 
Siemens  infrastructure  —  networks, 
systems  and  applications  —  to  detect 
and  resolve  faults  and  potential  out¬ 
ages,  maximize  availability  and  opti¬ 
mize  performance,  all  in  real  time, 
the  company  says.  Siemens  installed 


■  "Our  goal  is  that 
customers  never 
see  there's  a  net¬ 
work  problem." 

Dana  Romich,  lead  engineer, 
Siemens  Medical  Solutions 

eHealth  to  help  manage  its  internal 
network. 

EHealth  monitors  all  Siemens 
servers  that  support  Web  sites  and 
applications.  The  software  is  installed 
on  a  dedicated  server  and  communi¬ 
cates  with  agents  placed  throughout 
the  network.  The  agents  collect  perfor¬ 
mance  data,  such  as  response  time, 
latency  and  up/down  time,  and  deliv¬ 
ers  them  back  to  the  centralized  serv¬ 
er,  where  reports  are  generated.  Users 
can  customize  the  reports  and  use  the 
information  to  make  network  and 
application  changes.  Siemens  also  uses 


eHealth  to  monitor  and  help  perform 
capacity  planning  for  WAN  circuits. 

“It  helps  when  we  can  go  to  our  cus¬ 
tomers  and  say,  You  have  room  in  your 
WAN,  you  don’t  need  more  bandwidth 
to  make  this  work  better,’  ”  Miller  says. 
He  says  Siemens  uses  eHealth  to  deter¬ 
mine  when  it  needs  to  upgrade  a  line 
before  network  performance  suffers. 

EHealth  generates  a  daily  “excep¬ 
tions”  report  on  the  highest  utilized  cir¬ 
cuits.  The  software  detects  problems  in 
network  performance  —  times  when 
the  network  exceeds  set  thresholds  but 
not  enough  to  cause  an  outage.  The 
software  compiles  every  instance  for 
customer  review.  Siemens  uses  the 
reports  for  capacity  planning  to  maxi¬ 
mize  performance  and  detect  when 
and  where  an  outage  is  most  likely  to 
occur. 

“The  exception  reporting  has  helped 
us  find  very  subtle  problems  that  we 
didn’t  know  existed,”  Romich  says. 
“Then  we  make  little  changes  that  really 
help  us  optimize  the  network  before  a 
problem  occurs.” 

With  eHealth  collecting  this  WAN  data 
and  presenting  it  in  daily  reports, 
Siemens  staff  can  focus  on  higher-level 
network  activity  because,  Romich  says, 
“There’s  no  way  humans  could  constant¬ 
ly  watch  800-plus  circuits.” 

Siemens:  www.smed.com;  Concord: 
www.concord.com 
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b  become  an  e-business,  some  companies 
k  suggest  you  throw  everything  away. 


imageRUNNER 


Introducing  the  Canon  imageRUNNER  8500 


your  profitability.  At  Canon,  we're  giving  people 


A.  INI  V  W/\  R  E 


the  know-how  to  handle  heavy  workloads  with  the  greatest  of  ease. 


NON  ext.  8500 
erunner.com 


The  finishing  capabilities  like  stapling,  hole  punching,  z-folding,  and  document  insertion,  all  achieved  with  the 


reliability.  You'll  find  it  all  in  the  imageRUNNER  8500  digital  document 


production  system,  and  at  an  operating  cost  designed  to  improve 


click  of  a  mouse.  And  the  renowned  Canon 


For  fast-moving  enterprises, 
1  Canon  has  raised  the 
print-on-demand  speed  limit 


Now,  all  the  breakthrough  innovation  that  made  the  Canon  imageRUNNER 


unsurpassed  in  digital  imaging  is  yours  at  an  astounding  speed 


of  85  ppm.  The  seamless  network  fit.  The  ease  of  desktop  printing. 


to  85  ppm. 
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Enterprise  Applications  Special  Focus 


Web  site  accessibility 
goes  mainstream 


BY  CAROLYN  DUFFY  MARSAN 

A  federal  government  initiative  aimed  at  mak¬ 
ing  Web  sites  accessible  to  people  with  dis¬ 
abilities  is  raising  awareness  of  accessibility 
issues  among  corporate  Web  developers  and 
spawning  software  that  helps  fix  accessibil¬ 
ity  problems. 

The  government’s  so-called  Section  508  goes  into 
effect  on  June  2 1 ,  leaving  federal  agencies,  IT  ven¬ 
dors  and  government  contractors  scrambling  to 
comply  with  the  stringent  new  rules. 

While  the  new  version  of  Section  508  was  writ¬ 
ten  for  federal  agencies,  it  is  having  broad  impact 
on  companies  that  sell  IT  systems  to  the  federal 
government. 

Section  508  is  part  of  the  Rehabilitation  Act  of 
1973,  which  requires  the  federal  government  to  buy 
and  develop  information  systems  that  are  accessible 
to  people  with  disabilities. 

In  1998,  President  Clinton  added  teeth  to  the 
Section  508  guidelines  by  creating  enforceable 
standards  for  accessibility  and  incorporating  them 
into  the  federal  acquisition  regulations. 

“When  the  government  says  you  need  to  build 
technology  a  certain  way,  for  vendors  like  ourselves 
that’s  a  very  compelling  maxim,”  says  Christy  Hub¬ 
bard,  product  marketing  manager  for  Adobe’s 
ePaper  Solutions  Group.  “We  need  to  build  prod¬ 
ucts  that  can  be  sold  to  the  government.  It’s  not 
very  practical  for  us  to  build  multiple  versions  of 
our  products.” 

Section  508  applies  to  all  IT  systems  purchased  by 
the  federal  government,  including  PCs,  software  and 
office  equipment  such  as  copiers  and  fax  machines. 
Much  of  the  angst  over  the  new  rules  surrounds 
the  requirement  to  make  federal  Web  sites  accessi¬ 
ble  to  people  with  disabilities. 

“The  most  difficult  problem  with  508  is  Web 
sites,”  says  Bill  Sahlberg,  an  accessibility  consultant 
at  JetForm. 

“Federal  agencies  have  already  built  these  sites. 
There’s  a  huge  amount  of  information  in  them. . . . 

In  the  blink  of  an  eye,  they  have  to  convert  every¬ 
thing  to  work  with  assistive  technology  like  screen 
readers,”  he  adds. 

Easy  navigation 

Federal  agencies  and  their  contractors  need  to 
ensure  that  their  Web  sites  are  easy  to  navigate  with 
devices  ranging  from  screen  readers  to  head-mount¬ 
ed  devices  that  track  eye  movement. They  need  to 
provide  accurate  text  descriptions  of  graphic  and 
sound  elements. 

They  need  to  provide  accessible  hooks  into 
drop-down  menus  and  online  forms.  And  they  need 
to  make  sure  color  doesn’t  convey  meaning  as  in  a 
stop  sign  image  or  bar  chart. 

These  challenges  have  spawned  a  new  class  of 
Web  development  tools.  In  the  past  two  months, 


NAVIGATION  TOOLS 

Federal  disability  access 
rules  wii$  trickle  down  to 
corporate  Web  sites. 


Accessibility  aids 

Visit  these  Web  sites  for  design  tips: 


Web  site 

What  it  offers 

www.section508.gov 

A  great  deal  of  info  about  the  federal 
government's  IT  accessibility  initiative. 

www.cast.org 

Bobby,  the  first  tool  to  identify  and 
prioritize  Web  site  accessibility  problems. 

www.temple.edu 

Institute  on  Disabilities  offers  the  WAVE 
accessibility  checker. 

www.webaim.org 

A  how-to  site  for  Web  accessibility. 

www.w3c.org 

Web  Accessibility  Initiative  provides 
guidelines  and  validation  tools. 

several  vendors,  including  JetForm,  Adobe  and 
Macromedia,  have  started  shipping  Section  508- 
related  products. 

These  tools  range  in  price  from  free  for  Macro¬ 
media’s  Dreamweaver  4  accessibility  extension  to 
more  than  $2,600  for  SSB  Technologies’  InFocus 
software  that  fixes  common  accessibility  problems. 

“Eighteen  months  ago,  the  only  tool  out  there  was 
Bobby,  a  free  software  package  with  very  limited 
capabilities,”  says  Marco  Sorani,  president  of  SSB  Tech¬ 
nologies.  “We’ve  come  a  long  way  since  Bobby.” 

Several  of  the  new  tools  crawl  through  Web 
pages  to  find  common  accessibility  problems  and 
offer  advice  about  fixing  them.  Other  tools  help 
developers  create  templates  that  generate  accessi¬ 
ble  pages  and  forms.  Still  others  provide  regular 
reports  on  Web  site  accessibility  that  can  be  used  as 
an  audit  trail  in  litigation. 

Interest  in  these  tools  is  high.  Macromedia  says 
more  than  8,000  people  downloaded  its  new  Sec¬ 
tion  508  extension  in  the  first  two  weeks  of  avail¬ 
ability  in  May.  Federal  agencies,  IT  suppliers  and 
educational  institutions  have  expressed  the  most 
interest,  says  Pat  Brogan,  vice  president  of  solutions 
at  Macromedia. 

“People  feel  like  their  Web  sites  must  be  compliant,” 
Brogan  says. “They’re  wondering  what  the  enforce¬ 
ment  is  going  to  be  like  and  what  the  penalties  will  be. 
People  are  taking  this  very  seriously.” 

Indeed,  it’s  mainly  fear  of  Section  508-related  law¬ 
suits  that  is  driving  companies  to  get  serious  about 


accessibility. 

Among  the  IT  vendors  that  are  ramping  up  their 
accessibility  efforts  in  light  of  Section  508  are  Adobe, 
Macromedia,  Compaq  Computer,  Hewlett-Packard 
and  Booz  Allen  &  Hamilton. 

“508  was  the  wake-up  call  for  many  high-tech 
companies  to  take  accessibility  seriously,”  says  Mike 
Paciello,  founder  of  WebABLE,  an  accessibility  consul¬ 
tancy,  and  author  of  a  book  on  Web  site  accessibility. 
Paciello  says  only  a  handful  of  companies,  including 
IBM,  Microsoft  and  Apple,  focused  on  accessibility 
prior  to  the  federal  government’s  mandate. 

“Corporations  realized  there  was  too  much  at 
stake  by  not  being  able  to  do  business  with  the 
feds,”  Paciello  says.  “They  realized  they  needed  to 
do  what  was  necessary  to  comply.” 

Companies  that  get  serious  about  Web  site  acces¬ 
sibility  find  it  to  be  a  time-consuming  and  iterative 
process.  Even  with  the  new  automated  tools,  Web 
developers  will  spend  a  couple  of  hours  per  page 
diagnosing  and  fixing  accessibility  problems.  Static 
Web  pages  are  easier  to  fix  than  dynamically  gen¬ 
erated  Web  pages,  and  pages  built  from  templates 
are  easier  than  those  without  templates. 

“If  you’ve  got  a  company  or  a  government  agency 
with  1,000  templates,  it’ll  take  three  to  six  months 
to  retrofit  that  site,”  Sorani  says. 

Redesigning  sites 

Most  companies  are  addressing  accessibility 
issues  as  part  of  an  overall  redesign  effort  for  their 
Web  sites. The  process  involves  defining  accessibil¬ 
ity  standards  for  all  Web  pages. Then  content  con¬ 
tributors  need  to  be  trained  in  the  new  standards. 
Testing  for  accessibility  becomes  part  of  the  devel¬ 
opment  process,  like  spell  checking  or  load  testing. 

That’s  the  case  at  Compaq,  which  began  a  Web 
site  redesign  effort  last  fall  that  includes  a  top-to- 
bottom  review  for  accessibility. 

Compaq’s  Web  development  team  established 
accessibility  guidelines  that  met  the  Section  508 
rules. Those  guidelines  were  published  in  May  to  sev¬ 
eral  hundred  people  who  design  Web  pages  or  pub¬ 
lish  content  to  Compaq’s  site.  Now  the  team  is 
adding  accessibility  to  its  regular  training. 

“If  anybody  touches  a  page,  they  touch  it  for 
accessibility,”  says  Robert  Folk,  manager  of  editorial 
and  content  operations  for  Compaq.com. 

Compaq’s  Web  developers  use  two  automated 
tools:  Bobby  and  Macromedia’s  Dreamweaver  4 
extension. They  also  use  screen  readers  and  speech 
browsers  to  test  pages. 

“If  we  can  make  the  site  more  usable  for  people 
with  assistive  technology,  we  can  make  it  more 
usable  for  everybody,”  Folk  says.  For  example,  the 
new  Compaq.com  home  page  will  have  20  links 
instead  of  50  links  when  it  launches  in  June. 

“There’s  no  end  date  here,”  Folk  says. 

“We  will  continue  to  make  our  site  more  accessi¬ 
ble  and  usable,”  he  adds.  □ 
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BANDWIDTH  AT  YOUR  FINGERTIPS 


Yipes,  the  defining  provider  of  optical  IP  services,  will  change  the  way  you  look  at  bandwidth. 
Our  gigabit  IP-over-fiber  network  lets  you  choose  the  bandwidth  that’s  just  right  for  your  business. 
With  up  to  1  Gbps  in  1  Mbps  increments,-  you  get  the  power  you  need,  right  when  you  need  it. 
And  since  the  Yipes  network  is  IP  and  Ethernet  throughout,  you  won’t  need  any  new  equipment 
to  tap  into  its  robust  bandwidth.  Scalable,  secure  and  super  fast.  That’s  the/f’ipes  network. 
Want  to  turn  on  the  power?  Check  out  www.yipes.com  or  call  Jf77-740-6600. 
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Ask 

Dr  Intranet 

By  Steve 
Blass 

I  remember 
reading  that  the 
old  Windows  9X 
platform  could  do 
direct  IP  printing,  but 
I  can't  find  a  way  to 
do  this.  Is  IP  printing 
on  Windows  9X  a  pipe  dream? 

Windows  95  does  not  pro¬ 
vide  the  LPR  printing  client  or 
the  LPD  print  server  used  in 
Unix  and  NT/2000  TCP/IP  print¬ 
ing,  but  there  are  a  number  of 
products  available  to  help. 
LPR/LPD  print  services  are  sup¬ 
ported  by  NT  and  Win  2000.  If 
you  are  using  one  of  the  com¬ 
mercial  host  access  packages, 
such  as  Hummingbird  or  Reflec¬ 
tions,  you  may  already  have  the 
client  components  you  need  for 
IP  printing  from  Win  9X  sys¬ 
tems.  A  common  solution  in 
large  commercial  networks  is  to 
use  the  JetDirect/JetAdmin 
tools  from  Hewlett-Packard  that 
allow  direct  network  printing  to 
HP  printers.  Other  commercial 
LPR/LPD  tools  are  RPM  from 
Brooksnet.com,  NIPrint  from 
Netinst.com,  Omni-Print  from 
Xlink.com  and  WinLPD  from 
Rabox.com.  There  are  a  number 
of  shareware  packages  avail¬ 
able.  Search  Winsite.com  for 
LPD.  The  University  of  Texas- 
Austin  distributes  a  Windows 
LPR  package  called  ACITS  that 
is  worth  a  look  too.  You  can  find 
a  Unix-style  LPR  client  and  a 
shareware  LPR  spooling  utility 
for  Win  9X  packaged  with  the 
open  source  LPRng  package 
available  atwww.lprng.com  or 
from  tp.rge.com/pub/admin/ 
LPRng/WINDOWS.  You  can  also 
find  a  free,  functional  LPR  client 
in  the  cygwin  package  from 
Redhat.com. 

Blass  is  a  network  archi¬ 
tect  at  Change@Work  in 
Houston.  He  can  be  reached 
at  dr.intranet@changeat 
work.  com. 
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_  An  Inside  Look  at  the  Technologies 

and  Standards  Shaping  Your  IMetwork 

3G  promises  new  wireless  applications 


BY  SHAUN  MCFALL 

is  a  specification  devel¬ 
oped  by  the  Interna¬ 
tional  Telecommunica¬ 
tion  Union  for  the  third  generation  of 
mobile  communications  technology 
(analog  cellular  was  the  first  generation, 
digital  PCS  the  second). 

3G  digital  cellular  technology  promises 
increased  bandwidth:  up  to  384K  bit/sec 
when  a  device  is  stationary  or  moving  at 
pedestrian  speed,  128K  bit/sec  in  a  car, 
and  2M  bit/sec  in  fixed  applications. 

3G  also  defines  the  vision  of  a  uniform 
and  ubiquitous  worldwide  standard.  3G 
technology  will  work  over  2G  wireless  air 
interfaces  such  as  GSM,  an  open,  nonpro¬ 
prietary  system  that  is  the  dominant 
worldwide  cellular  technology. 

GSM  runs  on  the  Code-Division  Multi¬ 
ple  Access  (CDMA)  protocol.  CDMA  is  a 
form  of  multiplexing  that  lets  numerous 
signals  occupy  one  transmission  channel, 
optimizing  the  use  of  available  bandwidth. 
The  technology  is  used  in  ultrahigh-fre¬ 
quency  cellular  telephone  systems  in  the 
800-MHz  and  1 ,9-GHz  bands. 

Current  circuit-switched  GSM  networks 
transmit  data  at  9-6K  bit/sec  or  up  to 
43. 2K  bit/sec  using  multitime-slot  high¬ 
speed  circuit-switched  data  upgrades. 

GSM’s  3G  counterpart,  wideband  code¬ 
division  multiple  access  (WCDMA),  offers 
higher  data  speeds.  WCDMA  supports 
mobile  voice,  images,  data  and  video  com¬ 
munications  at  up  to  2M  bit/sec  (local-area 
access)  or  384K  bit/sec  (wide-area  access). 
The  input  signals  are  digitized  and  trans¬ 
mitted  in  a  coded,  spread-spectrum  mode 
over  a  range  of  frequencies.  A  5-MHz-wide 
carrier  is  used,  compared  with  200-KHz- 
wide  carrier  for  narrowband  CDMA. 

3G  technology  applies  equally  to  all 
standards  that  are  being  considered, 
including  CDMA2000  in  the  U.S.  CDMA- 
2000  can  support  mobile  data  communi¬ 
cations  at  speeds  from  144K  to  2M  bit/- 
sec.  Deployment  is  in  the  planning  stages. 

GSM-based  packet  radio  services 
(GPRS),  already  popular  in  Europe,  are 
being  rolled  out  now  in  the  U.S.  With 
GPRS,  datastreams  are  broken  into  packets 

Got  great  ideas? 

Network  World  is  looking  for  great  ideas 
for  future  Tech  Updates.  If  you've  got  one, 
and  want  to  contribute  it  to  a  future  issue, 
contact  Features  Editor  Neal  Weinberg 
(nweinberg@nww.com). 


of  data  rather  than  the  continuous  stream 
of  GSM  circuit-switched  networks. 

GPRS  offers  “always  on”  connectivity 
vs.  GSM,  which  users  pay  for  if  they  occu¬ 
py  a  channel  and  don’t  transmit  data  or 
voice.  GPRS  is  central  to  the  promise  of 
mobile  Internet  capability,  delivering 
voice,  video  and  data  to  subscribers  at  up 
to  1 15K  bit/sec. 

The  next  stage  in  GSM  evolution  is 


Enhanced  Data  rates  for  Global  Evolution 
(EDGE),  with  potential  384K  bit/sec 
capability.  Developed  to  meet  the  band¬ 
width  needs  of  3G,  EDGE  is  a  new  modu¬ 
lation  scheme  that  retains  the  basic 
frame  structure  of  GSM  and  uses  GPRS 
packet  data  protocols. 

Handset  manufacturers  are  racing  to 
deliver  entry-level  3G  cell  phones  that  will 
offer  data,  electronic  commerce,  wireless 
Internet  and  intranet  access  to  users  any¬ 
time,  anywhere,  and  which  may  eventually 
replace  much  of  what  is  now  done  on  a 
desktop  PC,  laptop  or  simple  PDA.  In 
Europe,  GPRS-equipped  handsets  are  pro 
jected  to  be  available  by  early  2002. 


Multimedia  Messaging  Service  (MMS) 
may  be  the  first  killer  application.  MMS 
lets  users  record  text  messages  synchro¬ 
nized  with  audio  and  video,  and  transmit 
them  to  cell  phones  and  other  hand¬ 
helds.  Handset  manufacturers  and  appli¬ 
cation  developers  are  also  teaming  to 
deliver  real-time,  interactive,  multiple- 
player  gaming  over  wireless  devices  that 
will  support  2.5G  and  3G  technologies. 


Packet-based  services  present  new  chal¬ 
lenges  for  carriers  that  are  used  to  billing 
calls  based  on  time  and  distance.  Now 
they’re  faced  with  the  need  to  measure, 
track  and  bill  for  information  such  as  digi¬ 
tal  packets  of  data. 

A  higher-capacity  3G  network  requires 
new  base  stations  and  repeater  towers.  In 
many  cases,  3G  base  stations  will  be  co¬ 
located  with  existing  lower-capacity  GSM 
base  stations. 

McFall  is  vice  president  of  product 
marketing  for  DMC  Stratex  Networks.  He 
can  be  reached  at  ShaunJVIcFall® 
dmcwave.com. 


HOW  IT  WORKS 

36  digital  cellular 

Third-generation  digital  cellular  technology  will  allow  video  to  be  transmitted  to 
mobile  devices. 


Standing  or 
walking 


Wideband  code-division 
multiple  access  cell  site 


Internet-specific 

services 


Internet/ 

E-commerce 


Q  End  users  with  3G  devices  Q  Individual 
connect  to  wireless  cell  WCDMA  cell 

sites.  Connection  speed  sites  connect 

varies,  depending  on  type  to  core  3G 

of  usage.  network. 


PSTN 


Q  Network  connects  user  to  appropriate 
service,  either  PSTN,  Internet-specific 
services  such  as  weather  reports, 
stocks  and  sports  or  Internet  and 
E-commerce  sites. 
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XML  WORTH  A  THOUSAND  PICS 


Last  week  we  were  cruel  and  unu¬ 
sual  —  we  gave  you  a  chunk  of 
Scalable  Vector  Graphics  code  but  put 
off  explaining  it  until  this  week. 


Now  where  were  we. . .  .The  code: 
<?xml  version=”1.0”  encoding=”iso- 
8859-1  ”?> 

<!DOCTYPE  svg  PUBLIC  “-//W3C 


//DTD  SVG  20000303  Stylable//EN” 
“http://www.w3.org/TR/2000/03/W 
D-SVG-20000303/DTD/svg-20000303- 
stylable.dtd”> 

These  are  standard  declarations  that 
declare  this  is  XML  and  that  specify  the 
Document  Type  Definition.  DTD  is  a 
set  of  rules  that  define  elements  and 


Analyze  'em  on 


Network  World's  web  site  -nwfusion.com-  is  Networking's  Most  Active  Online  Community. 


Late  Breaking  News)  keeping  you  informed  on  the  latest  vendor  movements  in  the 
networking  industry. 


White  Papers)  review  an  in-depth  look  at  products  and  technologies  on  NW  Fusion's 
White  Papers  Central. 

VISIT  www.nwfusion.com  today! 
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attributes  of  an  XML  document  and 
spell  out  how  valid  documents  are 
structured.  In  effect,  a  DTD  provides  an 
integrity  check  on  a  specific  type  of 
XML  content. 

<svg  xml:space=”preserve”  width= 
“3in”height=’’3in”>  . . .  </svg> 

This  block  defines  the  actual  SVG 
code.  Note  xml:space=”preserve”  in  the 
opening  tag.  Xmkspace  is  a  new  XML  tag 
attribute  that  defines  whether  white 
space  (spaces,  tabs  and  others)  should 
be  preserved  by  the  process  that  parses 
XML. 

If  it  is  set  to  “preserve”  then  the 
white  space  should  be  passed  through 
to  the  application  —  here,  the  SVG 
interpreter. 

The  parameters  width=”3in” 
height=”3in”  define  the  window  in  the 
document  where  the  rendered  SVG  will 
be  displayed.  So  inside  the  block: 

ctext  style=”fill:blue;”  y=”15”>Gear- 
head  was  here.</text> 

This  specifies  that  the  text  is  to  be 
rendered  in  blue,  in  the  default  font 
and  default  font  size,  with  a  baseline  1 5 
pixels  from  the  top  left  corner  of  the 
display  area  (the  origin).  Next,  we  get 
tricky: 

ctext  font-family=”  serif”  font-size=” 
12pt”fill= ’’black” 
x=”0”y=”0” 

transform = ” rotate(-90)  translate(-100, 
180)  scale(1.5, 1)”> 

Cool. 

</text> 

Here  we  re  defining  12  point,  black 
text  in  the  default  font  in  the  serif  family 
to  read  “Cool.”  We’re  moving  the  text 
down  and  to  the  right  relative  to  the  ori¬ 
gin,  rotating  it  90  degrees  counterclock¬ 
wise  and  stretching  it  by  50%  along  its 
original  baseline. 

This  demo  shows  the  basics  of  text 
and  transformations  under  SVG.  With 
SVG,  there  are  three  basic  drawing  ele¬ 
ments:  text,  shapes  and  paths.  Shapes 
include  circles,  squares  and  so  on,  while 
paths  are  chains  of  line  segments  that 
can  optionally  be  specified  as  closed. 

You  may  have  already  surmised  that 
SVG  files,  while  relatively  small,  get  com¬ 
plex  very  quickly.  Hand  coding  SVG 
graphics  is  not  for  the  faint  of  heart. 

To  this  end,  a  number  of  graphics 
tools  have  become  available  that  sup¬ 
port  SVG  images  —  for  example,  edi¬ 
tors  such  as  Adobe’s  Illustrator  9.0  and 
Jasc  Software’s  WebDraw  (see  the  W3C 
Web  page  on  SVG  editor  implementa¬ 
tions  at  www.w3.org/Graphics/SVG 
/SVG-Implementations#edit);  and  a 
number  of  viewers,  including  the 
Adobe  one  mentioned  last  week  (see 
www.  w3 .  org/Graphics/SVG/SVG-Impl 
ementations#viewer  for  a  long  list  of 
viewers,  many  of  which  are  open 
source  and  written  in  Java). 

SVG  is  a  standard  to  watch.  Next 
week,  we’ll  look  at  dynamic  SVG. 

Do  as  you’re  told:  Write  to  gear 
head  @gibbs.  com. 
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data  availability  and  scalability 


How  much  did  you  have  in  mind? 


If  what  you  have  in  mind  is  unlimited  scalability  with  continuous  access  to  data,  then  Brocade 
has  your  solution.  It’s  called  a  Storage  Area  Network  (SAN).  The  enormous  growth  of  business  information  along 
with  the  need  for  anytime,  anywhere  data  access  requires  a  new  approach  to  data  storage.  A  networked  approach. 
A  Brocade-based  SAN  enables  your  company  to  seamlessly  add  storage  on  demand  to  meet  your  ever  growing  data  stor¬ 
age  needs.  Brocade  SAN  infrastructure  solutions  are  available  from  leading  system  OEMs  and  integrators  worldwide 


Improve  your  data  availability  with  Storage  Area  Networks. 

Find  out  how  in  our  new  white  paper  by  visiting:  www.brocade.com/avail 
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pinions 


Editorial 

Digging  into  cultural 
wireless  issues 


You'd  think  anthropologists  would  be 
more  interested  in  how  ancient  cul¬ 
tures  used  stone  cutting  tools  than 
why  Swedish  teen-agers  are  putting 
tattoos  on  wireless  phones. 

But  a  recent  anthropologists’  report  pub¬ 
lished  by  Context-Based  Re¬ 
search  Group  should  be  a 
must-read  for  wireless  carri¬ 
ers  and  content  providers 
trying  to  figure  out  how  to 
popularize  wireless  data 
devices  and  applications. 

The  study  looked  at  wire¬ 
less  device  usage  among  peo¬ 
ple  in  nine  cities:  Beijing,  Hong 
Kong, Tokyo,  Stockholm,  Paris, 
London,  New  York,  Los  Angeles 
and  San  Francisco.The  anthro¬ 
pologists’  conclusions  noted  several  cultural  dif¬ 
ferences,  including: 

•  In  Stockholm,  wireless  phone  devices  be¬ 
come  an  extension  of  users’  personalities,  be¬ 
coming  “totems." 

•  In  Paris,  users  are  more  concerned  about 
how  the  phone  looks  than  the  underlying  tech¬ 
nology  and  what  the  phone  can  do. 

•  In  London,  shy  users  are  adopting  Short 
Message  Service  (SMS)  and  e-mail  to  overcome 
their  shyness  and  reach  out  to  others. 

•  Likewise,  in  Japan  wireless  usage  helps  citi¬ 
zens  hurdle  social  barriers. 

•  In  the  U.S.,  there’s  fear  about  information 
overload  created  by  being  available  24-7. 

But  the  stud)'  also  discovered  several  similari¬ 
ties  in  worldwide  wireless  efforts,  including: 

•  Carriers  are  not  meeting  expectations 
about  the  devices.  For  example,  people  in  the 
U.S.  clearly  expected  their  experience  to  be 
much  like  the  wired  Internet  and  were  disap¬ 
pointed  with  small  screens,  difficult  text  input 
and  slow  network  connectivity. 

•  People  consider  their  wireless  devices  to 
be  companions,  not  “tools.”  A  PC  is  a  tool,  a  wire¬ 
less  device  (specifically  phones)  is  considered 
differently. 

•  Nobody’s  teaching  anybody  how  to  use 
these  devices. 

While  the  study  is  for  wireless  carriers  and 
content  providers,  enterprise  IT  managers  can 
also  learn  some  lessons.  As  corporations  extend 
applications  to  wireless  devices,  remembering 
what  users  want  and  how  they  interact  with 
portable  devices  is  key  to  making  such  efforts 
successful. 

As  Sean  Carton,  one  of  the  authors  of  the 
study,  says,  “The  greatest  technology  in  the 
world  is  useless  if  nobody’s  using  it.” 

—  Keith  Shaw 
Senior  Reviews  Editor 
kshaw@n  ivw.  com 
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Rocky  road  to  CCIE 

Regarding  Jeff  Shapiro’s  story  “The  road  to 
CCIE”  (www.nwfusion.com,  DocFinder:  4539): 

As  someone  who  is  also  on  the  Cisco  Certified 
Internetwork  Expert  (CCIE)  study  track,  I 
think  Shapiro  might  want  to  check  into  that 
lab  lead-time.  It’s  nice  to  think  you’ll  take  the 
written  exam  in  September  and  the  lab  in 
December.  Unfortunately,  lab  lead-times  are  six 
to  seven  months  anywhere  in  North  America.  If  you 
take  your  written  exam  in  September,  prepare  for  a 
March  lab  exam.  If  Shapiro  finds  a  way  to  short-cir¬ 
cuit  this,  I  hope  he  will  let  us  know;  it’s  a  major 
source  of  frustration  for  CCIE  candidates. 

Wes  Toman 
Technical  analyst 
Exocom  Group 
Ottawa 

I  find  it  interesting  that  Jeff  Shapiro  works  for  a 
school  system  and  spends  two  to  three  hours  an 
evening  working  on  his  technical  skills.  Skill  im¬ 
provement  is  a  laudable  goal,  but  around  here  the 
school  systems  are  saying  that  the  major  problem 
they  are  having  with  students  is  the  lack  of  parental 
involvement.  Today’s  companies  are  demanding  24-7 
attention  and,  as  Shapiro  points  out,  it  takes  a  signif¬ 
icant  time  investment  to  develop  your  skills. The 
problem  that  many  of  us  face  is  the  question  of 
when  are  professional  parents  supposed  to  spend 
time  with  their  kids?  The  school  system  tells  us  we 
need  to  spend  four  to  six  hours  a  day  with  our  kids 
and  more  on  weekends  and  holidays.The  office  de¬ 
mands  that  we  spend  eight  to  10  hours  a  day  on 
the  job,  plus  handle  calls  and  special  projects  that 
can  easily  eat  up  another  two  hours  a  day.  Doctors 
tell  us  we  need  seven  to  eight  hours  of  sleep  a  day 
plus  at  least  two  hours  of  physical  exercise.  And  we 
haven’t  even  planned  time  for  meals,  housework  or 
the  commute. 

That’s  the  downside  of  all  the  certification  pro¬ 
grams  —  I  know  too  many  people  who  got  their 
CCIE  or  other  certification  and  discovered  at  the 
end  that  they  had  professional  recognition  but  had 
lost  their  family.  It’s  sad  to  hear  a  person  lamenting 


the  fact  that  they  sacrificed  their  family  on  the 
altar  of  certification.  I’ve  heard  that  a  lot  in  my 
other  role  as  a  minister  —  people  who  lost  that 
connection  with  their  kids  because  they  spent 
“just  a  year  or  two”  chasing  the  dream  and  in  the 
end  came  home  with  their  certificate  to  an 
empty  house,  or  to  a  child  who  has  learned  not 
to  look  to  Mom  or  Dad  because  they  weren’t 
there  at  some  critical  times. 

It  would  be  nice  if  people  who  have  the  press 
access  began  to  mention  the  risks  of  certification 
chasing. Tell  the  truth  up  front  about  the  risks, 
priorities  that  have  to  be  evaluated  and  the  time 
demands  so  people  can  make  informed  decisions. 

Randall  Winchester 
Murray,  Ky. 

The  big  picture 

Your  story  “Andes  Networks  attempts  to  scale  Web 
acceleration  heights”  (www.nwfusion.com,  Doc- 
Finder:  4540),  in  which  I  was  inaccurately  quoted 
discussing  that  company  and  Ingrian  Systems’  prod¬ 
ucts,  did  not  paint  a  complete  picture  of  the  cur¬ 
rent  market.  Secure  Sockets  Layer  (SSL)  acceleration 
is  only  one  piece  needed  for  an  Internet  site  to  han¬ 
dle  secure  transactions.  When  discussing  SSL  accel¬ 
erators  taking  a  major  performance  hit  to  process 
transactions,  it  is  also  important  to  note  other 
issues  that  arise,  including  key  management,  infra¬ 
structure  components  and  performance  with  the 
site’s  back-end  Web  servers.  Unlike  other  SSL  ven¬ 
dors  such  as  Andes,  Ingrian  addresses  all  of  the 
above  issues  with  our  Secure  Services  Platform. 

Market  conditions  have  demonstrated  that  finan¬ 
cial,  healthcare,  brokerage  and  e-commerce  institu¬ 
tions  require  higher  levels  of  security  to  meet  stan¬ 
dards  such  as  the  Gramm-Leach-Bliley  Financial 
Modernization  Act  and  the  Health  Insurance  Port¬ 
ability  and  Accountability  Act.  With  the  importance 
of  security  in  today’s  market,  it  is  critical  that  tech¬ 
nology  decision-makers  be  given  the  entire  picture 
of  issues  and  choices  and  not  just  bits  and  pieces  of 
the  puzzle. 

Jim  Vogt 
President  and  CEO 
Ingrian  Systems 
Redwood  City,  Calif. 


E-mail  letters  to  jdix@nww.com  or  send 
them  to  John  Dix,  editor  in  chief,  Network 
World,  118  Turnpike  Road,  Southborough, 
MA  01772.  Please  include  phone  number 
and  address  for  verification. 
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On  the  Road  .  Sandra  Gittlen 


Seminar  tour  gives  clues  to  voice  over  IP’s  future 


Are  network  managers  ready  to  roll  out  voice 
over  IP?  It  depends  on  whom  you  ask  —  and 
where  they  are. 

Last  month,  I  joined  the  first  leg  of  Network 
World’s  spring  State  of  the  LAN  tour,  where 
one  of  the  things  moderator  Kevin  Tolly  talked 
about  was  the  realities  of  putting  voice  on  your  IP  net. 
He  discussed  the  trade-off  in  shoring  up  your  voice 
network  with  security  and  quality-of-service  (QoS) 
technology;  performance  may  suffer  due  to  overhead. 

In  each  city  —  New  York,  Philadelphia  and  Washing¬ 
ton,  D.C.  —  network  managers  reacted  differently  to 
the  trade-off  —  some  aversely,  some  nonchalantly. 
Here’s  a  look  at  the  breakdown. 

New  York.  We  got  a  big  showing  from  Wall 
Street  and  Madison  Avenue,  two  places  where 
transactions  are  the  core  of  business. These  folks 
said  their  biggest  concern  is  uptime,  which  they 
see  being  threatened  by  every  new  technology 
thrown  into  the  IP  path. They  consider  storage, 
voice  and  wireless  to  be  hindrances  to  servers 
already  overloaded  with  handling  transactions  and 


backups.  Any  more  traffic  sent 
down  the  line  and  they  fear  a  net¬ 
work  collapse. To  achieve  better 
service,  they  said  they  throw 
more  bandwidth  at  the  problem 
rather  than  implement  QoS  tech¬ 
niques.  Paradoxically,  some  attendees  fear  QoS  will 
put  too  great  a  strain  on  network  machines,  which, 
in  turn,  would  degrade  total  network  performance. 

Philadelphia.  We  had  a  healthy  turnout  from  multina¬ 
tional  corporations.These  companies  are  ready  to  fully 
embrace  voice  over  If  which  they  see  as  the  answer  to 
costly  telecom  bills.  Attendees  said  voice  over  IP  could 
save  them  big  bucks  on  international  calling  and  ease 
the  management  burden  of  adds,  moves  and  changes. 

As  a  common  denominator,  voice  over  IP  could 
help  them  weather  the  fallout  of  complex  mergers 
and  acquisitions.They  were  not  deterred  by  the  pos¬ 
sible  security  overhead  involved  and  even  suggested 
that  some  voice  traffic  could  traverse  the  network 
without  security. 

Washington,  D.C.  Although  the  seminar  was  located 


in  Alexandria,  Va.,  our  audience 
consisted  primarily  of  federal 
employees  and  members  of  the 
military. These  guys  were  a  much 
tougher  sell  on  the  merits  of 
emerging  technologies  such  as 
voice  over  IP  and  wireless. The  security  risks  of  hav¬ 
ing  confidential  calls  being  sniffed  out  were  just  too 
great  for  them. They  also  balked  at  the  notion  that 
most  QoS  efforts  can  be  automated  and  said  they 
don’t  have  the  manpower  to  keep  up  with  policy 
adds  and  changes. Wireless  is  one  big  security  risk 
they  aren’t  prepared  to  deal  with  yet. 

The  final  part  of  the  tour  takes  us  through  Dallas, 
Denver,  Chicago,  Seattle  and  San  Francisco  this 
week  and  next.  It’ll  be  interesting  to  see  how  folks 
in  these  areas  react  to  the  voice-over-IP  conun¬ 
drum. To  sign  up  for  our  State  of  the  LAN  seminar, 
go  to  www.nwfusion.com,  DocFinder:  4622. 

Gittlen  is  Network  World’s  events  editor.  She  can 
be  reached  at  sgittlen@nww.com. 


On  the  road  with 

seminars  ^  events 


Telecom  Catalyst .  Daniel  Briere  and  Beth  Gage 

Starting  at  CEO:  The  newly  acquired  free  agent 


Every  season  professional  and  college  sports 

teams  play  a  game  of  musical  chairs:  Teams  with 
disappointing  records  search  for  a  ne  w  head 
coach;  coaches  from  smaller  winning  teams  go 
to  larger  losing  teams;  coaches  from  larger  losing 
teams  go  to  smaller  winning  teams  or  into  the 
broadcast  booth;  and  a  few  former  coaches  escape  the 
broadcasting  penalty  box  and  get  back  into  the  coach¬ 
ing  game.  A  similar  situation  is  happening  in  the  enter¬ 
tainment  world,  where 
crossover  between  star,  direc¬ 
tor,  product  pitch  person  and 
spokesperson  is  becoming 
an  everyday  occurrence. 

Many  telecom  teams  with 
disappointing  results  are 
starting  to  make  personnel 
changes  as  well.  Here  are 
some  suggestions  we  have  for  a  few  high-profile  com¬ 
panies,  should  they  start  searching  for  a  new  CEO. 
Cisco 

•  Michael  Jordan  —  He  knows  what  it  takes  to 
remain  the  best. 

•  Vince  McMahon  —  He  has  the  time  now  that  the 
XFL  is  dead.  Sales  contracts  will  now  be  decided  in  a 
three-way,  death-cage  match  with  Juniper  Networks 
and  Nortel  Networks. 

•Tom  Cruise  —  When  analysts  ask  why  he’s  missing 
his  quarterly  revenue,  he  can  say, “Oh,  I  think  you  know 
exactly  why  we’re  missing  those  numbers”  and  get 
away  with  it. 

Lucent 

•  Austin  Powers  —  He  put  the  grrr  in  Stinger. Yeah, 
baby! 

•  Frankie  Avalon  —  Lucent  missed  the  optical  wave, 


but  he  may  be  able  to  help  them  catch  the  next  big 
one. 

•Team  Playboy  Extreme  from  the  latest  “Eco-Chal- 
lerige”  —  Everyone  knew  they  were  going  to  lose,  but 
they  sure  looked  good.  And  we  all  know  it’s  about 
looks,  right? 

•  Mark  Burnett  —  As  producer  of  “Eco-Challenge” 
and  “Survivor,”  he  has  experience  getting  others  to 
cross  rivers  and  climb  huge  mountains. 

AT&T 

•  Shrek  —  Not  bad  on  that  dragon  job.  Now  let’s  see 
what  he  can  do  against  a  real  scary  monster:  the 
regional  Bell  operating  companies. 

•  Elizabeth  Taylor  — After  eight  marriages  and  seven 
divorces,  she  has  the  experience  to  lead  this  breakup 
and  still  keep  everyone  “friends.” 

•  Bruce  Willis  —  Could  this  be  “Die  Hard  4,”  in 
which  Willis  has  to  stop  a  company  from  blowing  itself 
up?  Imagine  Willis  and  his  new  partner  British  Tele¬ 
com,  trying  to  find  out  who  killed  Concert. 

•  Hannibal  Lecter  —  AT&T  will  have  to  start  canni¬ 
balizing  revenue  before  it  can  grow. 

Exodus  Communications 

•  Harry  Potter  —  He  would  magically  lead  the  com¬ 
pany  to  profitability  (unlike  David  Copperfield,  who 
would  just  give  the  illusion  of  a  turnaround). 

•  Steven  Spielberg  —  He  probably  has  a  movie 
about  it  already  on  his  agenda. 

•  Mike  Krzyzewski  —  Hey,  he  excels  at  playing  the 
game  with  only  1 5  players,  five  timeouts  and  40  min¬ 
utes  of  hard  work. 

Microsoft 

•  George  Clooney  —  He’d  resolve  the  court  issues 
one-on-one,  man-to-man,  first  to  21  wins. 

•  Regis  Philbin  —  He  would  ask  the  Justice  Depart¬ 


ment,  “Is  that  your  final  answer?” 

•  Steve  Irwin,  “The  Crocodile  Hunter”  —  He’s  defi¬ 
nitely  qualified  for  the  job  because  he  comes  out  of 
every  situation  unscathed. 

WorldCom 

•  Bill  Clinton  —  If  anyone  can  keep  the  multitude  of 
hodge-podge  groups  moving  forward  for  another  eight 
years,  he  can. 

•  Jim  Carrey  —  If  Bemie  Ebbers  left  WorldCom,  he 
would  need  to  be  replaced  by  someone  with  a  similar 
reserved  personality. 

•Tony  Soprano  —  WorldCom  says  goodbye  to  bad 
press  and  adds  new  revenue  by  ensuring  wholesale 
customers  their  networks  won’t  end  up  like  North- 
Point, “if  you  get  what  I  mean.” 

Nortel 

•  David  Letterman  —  Layoff  announcements 
become  “Top  10  Groups  No  Longer  Part  of  Nortel” 
lists. 

•  George  W.  Bush  —  He  can  look  Wall  Street  analysts 
in  the  eye  and  honestly  say  he  hasn’t  a  clue  what 
they’re  talking  about. 

Unlike  television  and  the  movies,  the  telecommuni¬ 
cations  marketplace  does  not  allow  for  second  and 
third  takes  to  get  it  right.This  is  no  game  and  there  are 
no  timeouts  in  this  fast-paced  arena.  Win  and  you  are 
paid  well;  lose  and  —  well,  you  are  still  paid  well. 
Hmmm  ...  any  chance  one  of  these  companies  would 
consider  overpaying  millions  for  a  couple  of  semifa- 
mous  columnists? 

Briere  is  CEO  and  Gage  is  vice  president  of  Tele- 
Choice,  a  market  strategy  consultancy  for  the  telecom¬ 
munications  industry.  They <  can  be  reached  at  tele- 
comcatalyst@telechoice.com. 
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Boost  your  Web  site  performance  with  the 
five  Cs:  caching,  compression,  CPU 
optimization,  CDIMs  and  client  software. 


BY  THOMAS  POWELL, 

NETWORK  WORLD  GLOBAL 
TEST  ALLIANCE 

hen  it  comes  to  user  satis¬ 
faction  with  Web  sites,  lack 
of  speed  kills.  Pages  that 
don’t  download  quickly  — 
some  say  in  less  than  8  sec¬ 
onds  —  result  in  frustrated 
users  who  leave  sites,  aban¬ 
don  shopping  carts  and 
generally  take  a  negative 
experience  away  from  their 
site  visit. 

With  the  new  “back  to  business  basics”  trend 
for  Web  sites,  serving  more  customers  more 
quickly,  and  with  less  bandwidth  and  fewer 
servers,  has  created  a  new  boom  industry  in 
Web  site  acceleration  products. 

Web  site  acceleration  can  be  troublesome  to 
pin  down.  From  a  user’s  perspective,  a  site  is 
either  fast  or  slow.  Users  tend  not  to  account 
for  the  amount  of  bytes  transmitted,  hops 
taken,  number  of  other  users  on  the  site,  and 
many  other  factors.Time  is  truly  of  the  essence 
for  Web  users. 

For  site  managers,  the  components  that 
potentially  cause  delays  are  numerous.Three 
major  components  to  worry  about  are  the 


Roadmap  to  Web  content  speed  bumps 

Network 

•  Network  outages. 

•  Latency  from  extreme  physical 
distance. 

•  Effects  of  protocols  like  TCP/IP 
or  HTTP. 

•  Amount  of  data  sent  (text, 
images,  etc.). 


server,  the  network  and  the  client  (see  graphic 
above).  For  consumer  Web  sites,  site  man¬ 
agers  have  the  most  control  over  the  server 
and  the  least  over  the  client,  with  a  variable 
amount  of  control  over  the  network. 

Speed  and  scale 

Before  discussing  the  various  schemes  for 
improving  Web  site  speed,  it  is  important  to 
clear  up  the  relationship  between  speed  and 
scale.  When  a  site  has  too  many  users,  the 
server  will  become  overloaded,  and  the  site 
will  slow. 

If  you  add  more  servers  and  use  a  load  bal- 


Clientside 

•  Speed  of  local  system. 

•  Speed  of  local  browser. 

•  User  connection  speed. 


Server  side 

•  Speed  of  the  server  CPU. 

•  Speed  of  the  server  disk  drive. 

•  Load  on  server. 


Other  factors 

•  Traffic  caused  by  other 
Web  users. 

•  Other  server  processes. 

•  Other  client  processes. 


ancer  or  clustering  solution,  you’ll  be  able  to 
scale  the  site,  and  the  site’s  performance 
should  return  to  a  more  acceptable  level. 

However,  while  the  site  may  appear  faster 
to  end  users  when  properly  scaled,  perfor¬ 
mance  isn’t  necessarily  improved  over  what 
it  would  be  had  capacity  been  planned  for. 
But,  if  you  manage  to  improve  a  site’s  perfor¬ 
mance  you  generally  improve  capacity. 

When  pages  are  served  faster  by  limiting 
server  workload,  or  avoiding  the  server  alto¬ 
gether  with  a  cache  or  content  delivery  net¬ 
work  (CDN),  the  site  is  freed  up  to  handle 
more  users. 


A  smorgasbord  of  speed 

Web  site  acceleration  tools  come  in  many  flavors.  Inside  the  Buyer's  Guide  includes: 


•  Add  some  PEP  to  your  Web  site 

Performance-enhancing  proxy  (PEP)  products  can  add 
zing  to  your  Web  site's  performance.  Page  53. 


•  Review: 

Dynamic  content  acceleration  products  may  be  able  to 
speed  up  your  constantly  changing  pages,  but  beware 
of  the  technical  challenges  that  lay  ahead.  Page  56. 


•  Online  Buyer's  Guide 

We've  compiled  an  online  Buyer's  Guide  that  includes  more  than  90 
entries  on  products  that  can  speed  up  your  site,  everything  from  caching 
hardware  and  software  to  SSL  off-loaders!  DocFinder:  4623. 
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Soup-up  your  server 

Speed  obviously  can  be  improved  with 
faster  disks  and  better  network  access  setups. 
You  can  even  look  to  specialized  cards  such 
as  Akamba’s  Velobahn  to  improve  server 
speed,  or  to  souped-up  network  interface 

I  cards  front  Alacritech.  The  heart  of  such  solu¬ 

tions  is  to  relieve  the  Web  server’s  CPU  from 
dealing  with  network  protocol  processing, 
freeing  it  to  concentrate  on  page  generation 
and  serving. 

Another  important  server-side  opportunity  for 
site  acceleration  is  looking  at  the  Web  server 
software.  If  you  are  trying  to  squeeze  out  extra 
server  performance,  check  out  the  long-standing 
Web  server  speed-leader  Zeus. 

In  the  next  few  years,  Web  server  appliances 


Web  site  acceleration 


technical  know-how.) 

Close  in  on  users 

Networks  present  serious  challenges  for 
page  delivery.  No  hosting  vendor  is  immune  to 
traffic  or  router  problems,  nor  will  your  site 
be  close  to  every  user  unless  you  design  it 
that  way. 

You  could  set  up  multiple  servers  around  the 
world  and  use  a  global  load-balancing  device 
such  as  Radware’s  Web  Server  Director  to  route 
users  to  the  closest  site.  Or  you  could  employ  a 
CDN,  such  as  Akamai  or  SolidSpeed,  to  move 
site  content  closer  to  users  by  placing  large  sta¬ 
tic  page  objects  such  as  images  and  PDF  files  in 
caches  close  to  users. 

With  edge  networks,  the  bulk  of  a  Web 


A  sampling  of  companies/groups  that  can  help  speed  up  your  site: 

Vendor/product 

Web  site 

Description 

Akamba's  Velobahn 

www.akamaba.com 

Cards  that  improve  server  speed 

Alacritech 

www.alacritech.com 

Intelligent  NIC  cards 

Zeus 

www.zeus.com 

Web  servers 

Squid 

www.squid-cache.org 

Build-your-own  cache 

Sun  Cobalt  CacheRaQ 

www.cobalt.com 

Cache  hardware 

CacheFlow 

www.cacheflow.com 

Cache  hardware 

Radware's  Web  Server  Director 

www.radware.com 

Global  load  balancing 

Akamai 

www.akamai.com 

Content  delivery  network 

SolidSpeed 

www.solidspeed.com 

Content  delivery  network 

Edge  Side  Includes 

www.edge-delivery.org 

Specification  group 

BoxTop  Software 

www.boxtopsoft.com 

Image  size  compression  software 

LizardTech's  MrSid  and  DjVu 

www.lizardtech.com 

Advanced  imaging  software 

Fireclick 

www.fireclick.com 

Sends  content  while  user  is  idle 

Datagistics 

www.datagistics.com 

Client-side  acceleration 

Opera 

www.opera.com 

Web  browser  software 

with  highly  optimized,  embedded  operating 
systems  and  servers  will  even  give  Zeus  a  run 
for  its  money. 

Cache  it  if  you  can 

Another  way  to  squeeze  more  scalability 
and  performance  out  of  a  server  is  to  add  a 
cache  to  the  mix.  A  popular  approach  is  to 
add  a  reverse  proxy  cache  to  a  Web  server  to 
deliver  pages  that  have  already  been  created 
and  only  burden  a  server  for  dynamically  cre¬ 
ated  content. 

It  is  easy  enough  to  build  your  own  cache 
using  Squid,  or  you  can  buy  one  of  the  num¬ 
erous  hardware-based  products,  ranging  from 
the  moderately  priced  Sun  Cobalt  CacheRaQ 
to  higher-end  cache  appliances  from 
CacheFlow.  Shop  carefully:  Many  hardware 
caches  are  repackaged  Linux  servers  running 
Squid  software. 

One  downside  of  caches  is  they  often  do  not 
deal  with  dynamically  generated  content  very 
well.  For  truly  dynamic  pages,  you  may  find 
pages  display  slower  when  a  cache  is  involved. 
Various  dynamic-content  caching  solutions 
have  been  proposed.  (See  page  56  for  an  in- 
depth  look  at  four  such  solutions,  and  how 
extracting  performance  gains  from  dynamic 
content  often  require  some  serious  work  and 


page’s  content  arrives  to  users  quicker,  and  is 
less  prone  to  traffic  problems  encountered 
along  the  way. 

Flowever,  CDN  services  tend  to  be  expen¬ 
sive  and  require  rewriting  accelerated  pages 
to  reference  cached  objects. The  recently 
released  Edge  Side  Includes  (ESI)  specification 
aims  to  improve  the  problem  of  authoring 
content  for  dynamic  assembling  and  delivery 
using  CDNs,  which  should  help  bring  edge 
network  delivery  to  the  mainstream  once  net¬ 
work  prices  begin  to  fall. 

Smaller  is  generally  better 

Compression  can  be  used  to  shrink  data 
to  be  delivered,  thus  generally  speeding  up  a 
site. Traditionally,  images  and  other  binary  for¬ 
mats  have  made  up  the  bulk  of  Web  page  de¬ 
livery  payloads.  Web  developers  have  focused 
on  the  use  of  color  reduction  in  .GIF  images 
or  adjustments  in  JPEG  files  to  reduce  file 
size.  See  BoxTop  Software  for  some  of  the 
best  of  such  tools. 

Additionally,  browsers  are  making  the  use  of 
portable  network  graphics  images  a  reality,  al¬ 
though  JPEG2000  seems  to  be  some  time  off. 
Those  interested  in  delivering  extremely  large 
image  files  are  encouraged  to  avoid  standard 
Web  formats  altogether  and  look  into  advanced 


imaging  formats  such  as  MrSid  and  DjVU,  com¬ 
mercially  released  by  LizardTech. 

With  the  increased  complexity  of  HTML 
documents  and  the  heavy  use  of  JavaScript, 
compressing  pages  by  reducing  the  white 
space  in  an  HTML  or  JavaScript  document  can 
result  in  significant  file-size  savings.  Beyond 
such  methods,  browsers  that  support  HTTP 
1.1  also  support  GZIP  file  encoding,  which 
compresses  files  before  delivering  them.  Web 
servers,  such  as  Microsoft’s  Internet  Informa¬ 
tion  Server  5.0,  support  this. 

However,  while  common  sense  says  that 
fewer  bytes  delivered  equals  a  faster  site,  the 
compression/decompression  time  of  a  deliv¬ 
ered  object  must  be  worked  into  the  equa¬ 
tion.  Heavily  compressed  files  may  require  less 
bandwidth  but  may  not  actually  render  any 
faster  to  the  user. 

Client  override 

Compression,  distribution,  caching  and  other 
approaches  really  don’t  matter  if  in  the  end  the 
user  doesn’t  see  the  effects.The“click-wait-con- 
sume-click  ”  pattern  employed  by  Web  users  sug¬ 
gests  that  you  could  take  advantage  of  idle  time 
to  download  content. 

Fireclick  and  a  few  other  companies  have 
tried  this  approach.  If  you  consider  installing 
software  on  the  client  side,  significant  improve¬ 
ment  might  be  possible  as  promised  by  tech¬ 
nologies  from  vendors  such  as  Datagistics. 

Finally,  the  user’s  system  can  override  all 
your  hard  work,  and  site  managers  don’t  have 
much  control  over  the  client’s  setup.  Pages 
simply  may  not  render  quickly  because  of  poor 
system  setup,  numerous  applications  running, 
disk  fragmentation  or  a  slow  browser.  Oddly, 
browsers  are  notorious  speed  hogs  yet  are 
rarely  mentioned  when  discussing  site  speed. 
Try  Opera  Software’s  5.0  browser  and  watch  it 
easily  outperform  Internet  Explorer  and  Net¬ 
scape.  With  Opera,  the  Web  might  just  seem 
faster.  And  for  end  users,  Web  acceleration  can 
really  be  as  unscientific  as  that. 

Powell  is  the  president  of  PINT  ( www.pint . 
com),  a  San  Diego  Web  services  firm,  and 
the  author  of  numerous  books  on  Web  devel¬ 
opment  practices.  He  can  be  reached  at 
tpowell@pint.  com. 


poweii  is  Netwod(Wb(1d 

also  a  mem¬ 
ber  of  the 
Network 
World  Global 
Test  Alliance, 
a  cooperative 
of  the  pre¬ 
mier  review¬ 
ers  in  the  network  industry,  each 
bringing  to  bear  years  of  practical 
experience  on  every  review.  For  more 
Test  Alliance  information,  including 
what  it  takes  to  become  a  member,  go 
to  www.  nwfusion.  com/alliance. 
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Add  some  PEP  to  your  Web  site 

Performance-enhancing  proxies  can  accelerate  content  rSeSiwery^ 


BY  SALVATORE  SALAMONE 

Several  companies,  including  Boost- 
Works,  Fireclick,  NetScaler,  Speed- 
wise  and  wwWhoosh,  are  taking 
new  approaches  to  accelerating  the 
delivery  of  content. The  products  in 
this  ill-defined  market  complement, 
not  replace,  existing  performance¬ 
enhancing  products  and  services 
such  as  load-balancing  switches, 
caching  devices  and  content  deliv¬ 
ery  networks. 

These  new  acceleration  products  operate  as 
performance-enhancing  proxies  (PEP),  which 
take  requests  from  a  user’s  browser  to  a  particu¬ 
lar  Web  server  and  perform  some  task,  such  as 
retrieving  and  converting  a  color  image  on  that 
server  to  gray  scale  for  a  PDA  user.  Some  work 
in  conjunction  with  Web  servers  and  operate 
on  all  the  data  passing  between  the  user’s 
browser  and  a  Web  server. 

The  approaches  and  technologies  used  to 
speed  delivery  of  Web  pages  varies  greatly  from 
company  to  company.  However,  the  efforts  of 
these  vendors  focus  on  one  or  more  of  four 
basic  areas:  data  optimization  for  different  dis¬ 
play  devices;  data  compression  in  general;  taking 
advantage  of  lulls  between  page  transmissions  to 
send  objects  to  the  browser’s  cache  before  a 
page  is  requested;  and  optimizing  HTTP  and  TCP 
communications. 

The  new  products  and  services  aim  to  im¬ 
prove  the  user  experience  by  reducing  wait 
time  to  view  a  Web  page.  While  this  is  important 
for  any  site,  IT  managers  are  finding  this  is  essen¬ 
tial  for  commerce  sites.  Improved  performance 
can  translate  into  increased  revenue. 

That  was  the  case  forArt.com,  a  commercial 
Web  site  with  a  gallery  that  includes  more  than 
30,000  prints.  Art.com,  which  was  acquired  last 
month  byAUwall.com,  experienced  a  30%  reduc¬ 
tion  in  page  download  times  using  acceleration 
technology.  Additionally,  the  company  saw  a  sig¬ 
nificant  increase  in  the  number  of  visitors  who 
bought  items  on  the  site. 

“We  monitored  conversion  rates  so  that  we’d 
have  a  good  apples-to-apples  comparison,”  says 
Dennis  Sage,  Art. corn’s  director  of  development. 
He  says  the  only  change  made  was  to  use  Fire- 
click’s  Netflame  service.  “When  we  measured 
the  results,  conversion  rates  improved  by  10%, 
which  is  huge  for  us, ’’Sage  says. 

Netflame  is  a  Fireclick  service  based  on  the 
company’s  Blueflame  technology.  Blueflame  and 
Netflame  use  what  Fireclick  calls  “next  most 
likely  click”  caching  technology  to  improve  per¬ 
formance. This  technology  analyzes  user  pat¬ 
terns  when  they  come  to  a  Web  site. 

Once  a  pattern  is  determined,  the  software 


takes  advantage  of  periods  when  less  data  is 
being  transferred  (for  example,  when  a  user  is 
viewing  a  page)  to  send  elements  such  as  text  or 
image  files  of  the  next  most-likely-to-click-on 
page  down  to  the  user’s  browser  cache.  If  the 
user  clicks  on  that  link,  many  of  the  page  ele¬ 
ments  are  already  stored  in  the  user’s  cache,  so 
there  is  no  wait  for  the  elements  to  be  down- 
loaded.To  a  user,  it  seems  as  though  they  have  a 
faster  link  because  pages  come  up  in  a  shorter 
period  of  time. 

BoostWorks  tackles  acceleration  in  another 
way.  “We  optimize  and  compress  content  for  a 
user’s  device,”  says  George  Moore,  BoostWorks 
vice  president  of  sales  and  marketing.  For  exarn- 


■  "To  make  the  Internet 
more  efficient,  we  need 
to  push  intelligence  out 
to  the  user." 


Bill  Santo,  CEO,  wwWhoosh 


pie,  most  PDAs,  which  are  increasingly  being 
used  for  wireless  Internet  access,  only  have  gray¬ 
scale  display  capabilities.  “Yet  most  content  is  in 
color,”  Moore  says. 

A  network  manager  supporting  PDA  users 
can  use  the  BoostWorks  products  to  retrieve 
the  image  object  file  from  the  Web  server  and 
convert  it  to  gray  scale. This  reduces  the  file 
size  sent  to  a  PDA  user’s  browser.  BoostWorks 
then  compresses  data  before  it  is  sent  to  the 
user,  improving  the  performance  of  any  link, 
but  especially  a  low-speed  dial-up  or  wireless 
connection.  For  the  compression,  BoostWorks 
relies  on  the  inherent  decompression  capabili¬ 
ties  of  browsers,  so  end  users  do  not  need  spe¬ 
cial  software. 

Another  vendor  in  the  emerging  acceleration 
market  is  Speed  wise.  Ihe  company’s  family  of 
acceleration  products  use  a  combination  of  con¬ 
tent  reduction  and  compression,  as  well  as 
caching,  to  improve  performance.  Content  reduc¬ 
tion,  as  the  name  implies,  reduces  the  amount  of 
data  that  have  to  be  transmitted  to  the  user’s 
browser.  This  is  accomplished  using  pattern- 
analysis  techniques  on  Web  page  images.The 
company  claims  this  process  typically  can  cut 
the  size  of  an  image  file  to  one-quarter  or  one- 
fifth  its  original  size.  Similarly,  the  elements  of  a 
Web  page  are  compressed  before  they  are  sent 
to  a  user.The  combination  of  reduction  and  com¬ 
pression  means  less  data  need  to  be  sent  to  dis¬ 
play  the  same  page.  Sending  less  data  over  the 
same  performance  link  means  the  page  appears 


on  the  user’s  screen  more  quickly. 

Acceleration  vendor  NetScaler  combines  con¬ 
tent  acceleration  with  intelligent  traffic  manage¬ 
ment  features  in  its  NetScaler  3000  products, 
which  began  shipping  in  April.The  products  re¬ 
duce  the  amount  ofTCP  and  HTTP  traffic  be¬ 
tween  a  server  and  a  user. This  reduces  the  num¬ 
ber  of  requests  a  server  must  handle  to  deliver 
any  given  Web  page  .The  NetScaler  product 
establishes  persistent  connections  to  the  Web 
server  and  lets  multiple  users  who  want  access 
to  a  Web  page  share  these  persistent  connec- 
tions.This  approach  eliminates  some  inherent 
inefficiencies  with  TCP  connections  within 
HTTP  Specifically  with  HTTP  when  a  user  wants 
to  access  a  Web  page, TCP  sessions  need  to  be 
established  for  each  element  of  a  Web  page.  A 
page  can  typically  have  20  to  40  distinct  objects 
(text,  links,  images  and  others).  Each  object 
requires  that  aTCP  session  be  opened,  the  object 
retrieved  and  the  connection  closed.The  Web 
server  would  have  to  handle  the  same  tasks  over 
and  over  for  each  person  who  accesses  the  same 
page.  NetScaler  off-loads  these  tasks  from  the 
Web  server  by  establishing  the  connections 
once.This  eliminates  the  time  needed  to  estab¬ 
lish  the  20  to  40  sessions  per  page. 

A  client  approach 

Most  of  these  new  acceleration  products  run 
on  a  server  and  do  not  require  any  change  to  the 
client.  However, WebFlight  from  wwWhoosh 
requires  an  end  user  to  download  a  small  piece 
of  software. 

At  least  one  network  manger  was  wary  of 
this  approach. 

“In  public  Web  applications,  I’m  not  sure  if  I 
would  want  an  approach  that  requires  the  user 
to  download  something,  even  a  plug-in,”  says 
David  O’Neill,  network  administrator  at  Franklin 
Pharmaceutical,  a  specialty  drug  manufacturer. 
“But  if  it  is  for  internal  users  and  the  perfor¬ 
mance  improvement  is  significant,  I’d  have  less 
hesitation  to  at  least  consider  the  approach.” 

WwWhoosh  officials  point  out  there  are 
advantages  to  using  a  proprietary  client  compo¬ 
nent.  “To  make  the  Internet  more  efficient,  we 
need  to  push  intelligence  out  to  the  user,”  says 
Bill  Santo,  wwWhoosh’s  CEO. 

Many  of  these  acceleration  products  are  just 
coming  to  market,  with  many  companies  intro¬ 
ducing  new  technologies  to  the  Web  accelera¬ 
tion  arena.  IT  managers  should  look  closely  at 
these  products  to  see  if  they  can  help  accelerate 
performance  to  their  Web  sites. 

Salamone  is  a  freelance  writer  in  New  York.  He 
is  publishing  a  Web  acceleration  report  in  Septem¬ 
ber.  He  can  be  reached  at  s.salarnone@att.net. 
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hp  super-scalable  servers 


What  they  do:  They  give  you  virtually  unlimited 
server  capacity  by  combining  instant  capacity  on 
demand,  mc/serviceguard  and  virtual  partitions. 


How  it  helps:  Now  you  can  have  instant  access 
to  as  much  server  capacity  as  you  need,  when¬ 
ever  you  need  it. 

How  you'd  describe  it  to  a  car 
salesman:  It's  like  a  compact  car 
that  seats  a  soccer  team,  turns 
into  a  top-fuel  dragster  when 
you're  in  a  hurry  and  never  runs 
out  of  gas. 


hp  infrastructure  solutions  for  an  always-on  business:  www.hp.com/go/scalableservers-us 
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Web  site  acceleration 
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USE  ONLY 
AS  DIRECTED 

Tread  carefully  before  rolling  out  dynamic 
content  caching  products - 


BY  THOMAS  POWELL, 

NETWORK  WORLD  GLOBAL 
TEST  ALLIANCE 

eb  caching  can  easily  acceler¬ 
ate  sites  composed  of  static 
pages  or  dynamic  pages  that 
are  generated  into  static  ones, 
such  as  those  held  by  many 
content  management  sys¬ 
tems.  But  if  you  add  signifi¬ 
cant  personalization  or  highly 
variable  page  elements  to  a 
site,  the  benefit  of  Web 
caching  can  be  lost,  since 
most  page  requests  will  not  result  in  a  cache  hit. 

A  new  class  of  Web  caching  products  —  well 
call  them  dynamic  content  caching  —  attempts 
to  address  the  challenge  of  accelerating  dynamic 
content.  (See  ‘How  we  did  it,’  www.nwfusion. 
com,  DocFinder:  4623).  We  looked  at  four  such 
products  to  determine  if  acceleration  could  be 
achieved  and  if  so,  with  what  difficulty. We  tested 
Cache  Technologies’  XCache,  Chutney  Technolo¬ 
gy’s  PreLoader,  SpiderCache’s  self-named  prod¬ 
uct  and  Persistence  Software’s  Dynamai.  Spider- 
Cache  won  based  on  its  rich  set  of  features  at  a 
very  attractive  price.  We  tested  a  fifth  product, 
FineGround  Condenser,  but  decided  to  not 
include  it  in  this  roundup  (see  story,  page  58). 

SpiderCache  1.5:  The  little  cache  that  could 

SpiderCache  had  a  much  richer  set  of  caching 
control  features  than  would  be  expected  for  a 
product  at  this  price. 

SpiderCache  installed  very  easily,  successfully 
installing  on  the  first  try.  Administration  of  Spider¬ 
Cache  is  similar  to  XCache,  relying  on  a  familiar 
Microsoft  Management  Console-style  interface  to 
indicate  which  pages  you  want  to  cache.  Spider¬ 
Cache  in  particular  focuses  on  caching  or  ignor¬ 
ing  content  based  on  file  extension.  We  found  a 
very  annoying  bug  when  adding  a  new  file  exten¬ 
sion  to  cache,  such  as  cfm  —  the  product  lost 
the  configuration  change  whenever  we  started  or 
stopped  caching  on  the  site. 

A  missing  feature  in  this  release  of  Spider¬ 


Cache  was  built-in  performance  monitoring. The 
current  version  requires  outside  monitoring  facil¬ 
ities,  such  as  NT’s  Performance  Monitor.  How¬ 
ever,  the  product  provides  many  more  configura¬ 
tion  options  than  XCache,  and  we  found  it  very 
easy  to  change  and  monitor  caching  parameters. 

Without  any  programming  changes  to  a  site, 
users  should  see  immediate  improvement.  On 
the  test  with  some  dynamic  content  mixed  with 
static  content  there  was  a  performance  gain  of 
about  two  times. There  appeared  to  be  little  gain 
from  static  files,  because  SpiderCache  does  not 
support  any  form  of  white  space  compression 
or  GZIPing  to  text  files.  Instead,  the  product 
offers  image  optimization.  As  many  Web  design¬ 
ers  tend  to  opti¬ 
mize  images 
already,  the 


value  of  this  feature  seems  somewhat  limited. 

While  SpiderCache  is  similar  to  XCache,  for 
detailed  cache  control  and  partial  page  caching  it 
is  the  clear  winner.To  control  caching  within  a 
page  you  include  HTML-style  comments,  which 
makes  it  more  language-independent  than  XCache 
or  PreLoader. You  can  also  control  caching  via  URL 
strings,  cookie  values  or  HTTP  header  values.This 
includes  user  agent  strings,  letting  you  do  browser- 
specific  caching  The  product  also  allows  for  con¬ 
trol  over  cache  expiration  on  a  URL-by-URL  basis, 
so  pages  can  explicitly  expire  at  various  times  and 
under  programmed  conditions. 

SpiderCache  is  very  programming-friendly, 
integrating  with  scripts  using  the  HTML  com¬ 
ment  approach  and  with  databases  through  a 
very  useful  set  of  database  triggers. The  triggers 
See  Dynamic  cache,  page  58 
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SpiderCache  1.5 


RATING:  3.75  COMPANY:  SpiderCache, 
wvwv.spidercache.com  COST:  $3,000  for  one  CPU, 
-iwi  increasing  for  more  CPUs.  PROS:  Simple  to  install  and 
use;  good  programming  interfaces:  finely  detailed  cache  control. 
CONS:  Administration  quirks;  no  built-in  monitoring. 


XCache  1.4.5 

RATING:  3.3  COMPANY:  Cache  Technologies, 
www.xcache.com  COST:  $3,500  per  server,  decreases  with 
more  servers.  PROS:  Simple  to  install  and  use;  no  programming 
changes  required:  HTML  text  compression.  CONS:  Only  basic 
cache  control;  limited  programming  language  integration. 


PreLoader  3.0 


Dynamai  2.01  IGA 


RATING:  3.05  COMPANY:  Chutney  Technologies, 
www.chutneytech.com  COST:  $100,000.  PROS:  Fine-grain  cache 
control  via  programming  APIs;  support  for  popular  Java  application 
servers.  CONS:  Expensive;  clunky  administrative  interface;  significant 
site  recoding  required  for  full  caching  advantages. 


RATING:  2.5  COMPANY:  Persistence  Software, 
www.persistence.com  COST:  $25,000  per  CPU.  PROS:  No  site 
recoding  required;  good  performance  monitoring;  fine-grain 
cache  control  via  programming.  CONS:  Buggy  administrator 
interface;  no  compression  schemes. 


Performance 

35% 

Features 

25% 

Management/ Administration 

20% 

Installation 

10% 

Documentation 

10% 

i  TOTAL 
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SpiderCache 

3 

4 

4 

5 

4 

3.75 

XCache 

3 
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4 

3.3 

PreLoader 

3 

4 
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3 
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3.05 

Dynamai 

3 

3 

t 
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3 
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Individual  category  scores  are  based  on  a  scale  of  1  to  10.  Percentages  are  the  weight  given  each  category  in  determining  the  total  score.  Scoring  key:  5:  Exceptional 
showing  in  this  category.  Defines  the  standard  of  excellence:  4:  Very  good  showing.  Although  there  may  be  room  for  improvement,  this  product  was  much 
better  than  average:  3:  Average  showing  in  this  category.  Product  was  neither  especially  good  nor  exceptionally  bad:  2:  Below  average.  Lacked  some  features 
or  lower  performance  than  other  products,  or  than  was  expected;  1:  Considerably  subpar,  or  lacking  features  being  reviewed. 
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A  server  for  every  occasion. 


i  n  v  e  n  } 


hp  servers: 

hp  super-scalable  servers: 

power,  capacity  and  flexibility 

hp's  most  powerful,  flexible  and  available  servers  |  specifically  engineered 
for  high-volume  workloads,  including  online  transaction  processing,  system 
consolidation,  decision  support  systems  and  collaborative  product  development  | 
features  include  hp's  unique  system  management,  security  and  instant-capacity- 
on-demand  solutions 


hp  rack-optimized  servers: 

maximum  density 

broad  range:  from  entry-  to  enterprise-level,  featuring  new  Intel®  Itanium™- 
based  servers  |  unique  space-saving  designs  with  industry-leading  performance  | 
robust  management  and  easy  serviceability  features  |  can  support  features 
such  as  virtual  partitions,  mc/serviceguard  and  instant  capacity  on  demand 


hp  tower  servers: 

grow  with  your  business 

scalable  range  of  servers  with  built-in  expandability  |  different  form  factors 
to  fit  your  space:  tower  or  rack-mountable 


hp  blade  servers: 

maximized  performance  density 

modular  servers  designed  for  customers  concerned  about  flexibility  and 
performance  density  |  cost-effective  way  to  manage  an  ultra-dynamic 
environment  |  fast  and  easy  serviceability 


hp  server  appliances: 

easy  configuration,  deployment,  management 

exceptional  rackability,  scalability  and  ease  of  installation  and  maintenance  | 
fits  in  any  environment— entirely  open-standards  based  |  broad  range:  web 
hosting,  web  cache,  traffic  management,  VPN 


hp  services: 

extensive  global  services  for  multi-vendor  environments 

the  core  components  of  our  consulting  services  range  from  planning,  design 
and  implementation  to  financing,  education  and  full  operations  management  | 
our  support  solutions  include  configuration  and  installation,  business  recovery 
services  and  comprehensive,  mission-critical  support 


for  more  information  on 


hp's  broad  range  of  servers,  visit  www.hp.com/go/servers-us 


Intel  end  Itanium  ore  trademark  01  registered  trademarks  ol  Intel  Corporation  or  its  subsidiaries  in  the  United  States  ond  other  countries.  ©2001  Hewlett-Packard  Company.  All  rights  reserved. 
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Web  site  acceleration 


Dynamic  cache, 

continued  from  page  56 


come  in  the  form  of  SQL  Server-  or  Oracle- 
stored  procedures  that  let  you  clear  or  refresh 
cached  entries  directly  from  the  database.  Con¬ 
sidering  where  dynamic  content  is  actually  first 
changing,  it  is  much  more  appropriate  to  use  the 
database  to  interact  with  the  cache  rather  than 
site  script  code.The  product  also  includes  Spi- 
derCache  Data  Objects,  which  provide  a  COM/ 
ActiveX  programming  interface.This  lets  devel¬ 
opers  control  the  caches  from  their  own  pro¬ 
grams.  For  developers  with  custom  content 
management  systems,  this  is  very  useful. 

SpiderCache  requires  1 28M  bytes  of  RAM  and 
1G  byte  of  disk  space  to  operate,  although  most 
sites  will  probably  have  higher  RAM  require¬ 
ments  if  they  need  this  product.The  product 
runs  on  Windows  NT  or  2000,  with  versions  also 
available  for  HP-UX,  Linux  and  Solaris. 

For  the  price,  SpiderCache  is  a  very  well- 
rounded  product.  It  is  a  great  place  to  start  if 
you’re  looking  to  see  what  dynamic  caching 
products  can  do  and  don’t  want  to  recode  your 
site  to  reap  some  initial  benefits. 


Xtremely  easy  caching 

XCache  1.4.5  was  by  far  the  easiest  of  the 
products  to  use  and  install.  Installation  on  our 
Win  2000  test  server  was  so  easy  that  no  op¬ 
tions  needed  to  be  specified.  XCache  requires 


UP 
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Windows  NT  4.0  with  Service  Pack  6a  or  Win 
2000  with  SRI,  but  has  no  defined  RAM  or  disk 
space  requirements. 

Configuration  was  also  very  easy.  You  can 
specify  the  size  of  the  cache  as  well  as  which 
pages  you  want  to  cache,  all  through  a  Microsoft 
Management  Console  plug-in.  By  default,  XCache 
focuses  on  dynamic  pages  only,  such  as  .asp, 

.cfm  and  .dll  files,  but  you  can  have  it  cache  stat¬ 
ic  site  objects  if  desired.  Of  course,  it  might  be 
better  for  overall  site  performance  to  employ  a 
content  delivery  network  or  an  external  cache 
to  deal  with  such  files. 

One  minor  deployment  problem  we  had  using 
XCache  with  ColdFusion  was  that  it  forced  us  to 
remove  debugging  information  from  our  test  site 
to  get  the  appropriate  caching  performance. 
However,  once  configured,  the  product  worked 
admirably  with  our  ColdFusion-based  test  cases, 
unlike  other  products  such  as  Chutney,  which 
could  not  run  these  cases  at  all. 

Beyond  the  change  made  to  handle  ColdFu¬ 
sion,  we  didn’t  have  to  make  changes  to  our  Web 
site  code  to  achieve  initial  site  acceleration.  On 
the  initial  tests  of  XCache  we  saw  one  heavy 
query  page  in  our  test  site  containing  more  than 
50  queries  with  average  uncached  response 
times  well  over  10  seconds  become  nearly  as  fast 
as  static  pages,  averaging  around  1  to  2  seconds 
in  our  test  environment.To  achieve  better 
caching  with  dynamic  pages  using  XCache,  you 
can  employ  partial  page  caching  by  indicating 


some  portions  built  at  cache  time  and  some  at 
request  time.These  indicators  are  language-spe¬ 
cific  and  support  only  ASP-  and  ColdFusion-based 
pages.  However,  they  are  quite  easy  to  add. 

Another  very  attractive  feature  of  XCache  was 
its  performance  monitoring,  which  gave  feed¬ 
back  on  performance,  scalability  and  bandwidth 
gains.Tests  with  some  dynamic  content  mixed 
with  static  content  revealed  a  performance  gain 
of  2.5  times.  Finally,  a  simple  test  with  no  dynam¬ 
ic  content  revealed  an  increase  of  1.5  times. 

XCache  also  supports  simple  page  compres¬ 
sion  through  white  space  reduction  as  well  as 
stripping  out  HTML  comments. The  product  also 
offers  URL  rewriting  rules  to  fix  dynamic  URLs 
filled  with  question  mark  characters,  so  Web 
search  spiders  will  index  them. 

A  potential  downside  of  XCache  Version  1.4  is 
it  generates  pages  with  one  particular  user  agent, 
Internet  Explorer,  by  default.  If  certain  types  of 
browser-specific  dynamically  generated  pages 
are  created,  much  of  the  caching  benefits  could 
be  lost,  and  it  may  be  possible  to  even  send  the 
wrong  page  to  an  end  user.  A  segmented  cache 
by  browser  type  would  solve  this.The  new  ver¬ 
sion  of  XCache,  2.0  (currently  in  beta  test  and 
not  tested  for  this  review),  should  take  care  of 
this  problem.  It  adds  many  features,  including 
segmented  caching  Getting  users  define  different 
cached  pages  based  on  browser  type),  cookie, 
HTTP  headers,  language,  integration  with  con¬ 
tent  delivery  networks  and  improved  caching 


The  promise  of  FioeGround 


The  recently  released  FineGround  Condenser  was  also  extensively 
examined  during  testing.  We  decided  to  cover  it  separately  because 
it  takes  a  radically  different  approach  to  content  acceleration  than 
the  other  products  discussed.  While  it  provides  a  caching  facility 
similar  to  the  reviewed  products,  it  also  uses  an  interesting  intrapage  caching 
scheme  that  relies  on  HTTP  1 .1  Chunked  Transfer  Encoding  to  deliver  only  the 
changed  portions  of  pages  to  the  user. 

The  basic  idea  is  that  Condenser  sets  a  base  document  and  then  calculates  the 
differences  (or  deltas)  between  the  base  and  new  document,  sending  only  the 
delta  chunks  to  the  user  to  assemble  the  slightly  changed  page.  In  theory,  such  an 
approach  should  reduce  bandwidth  usage  much  more  than  any  of  the  caching 
solutions  we  reviewed. 

The  way  such  dramatic  improvements  are  achieved  is  somewhat  involved. 

First,  FineGround  looks  at  its  user  agent  header  to  see  if  FineGround  can  operate. 
It  then  cookies  the  user  if  the  basic  requirements  of  condensing  are  met,  after 
which  it  looks  at  the  requested  page,  caches  a  base  version  and  sends  back  the 
result.  On  subsequent  requests  of  that  page  or  similar  pages,  it  calculates  the  dif¬ 
ference  and  sends  a  version  of  the  page  that  includes  JavaScript  and  that  re¬ 
assembles  the  page  by  combining  locally  cached  information  with  the  partial  data 
delivered  to  the  user.  Of  course,  this  scheme  relies  on  a  browser  that  understands 
cookies,  HTTP  1.1  and  JavaScript.  If  any  of  these  things  are  off,  pages  are  not 
condensed,  and  the  browser  receives  normal  uncondensed  content. 

One  downside  of  this  product  is  that  to  guarantee  proper  condensation,  accu¬ 
rate  browser  detection  is  required.  In  this  area  the  product  isn't  well-developed. 
The  tested  server  didn't  recognize  common  Netscape  versions,  and  FineGround 
relied  on  us  to  add  the  information  to  the  configuration  files  to  make  it  work  with 


these  browsers.  We  also  found  getting  the  product  to  work  was  just  plain  diffi¬ 
cult.  Installation  and  configuration  appeared  easy,  but  for  some  reason,  for  the 
longest  time  it  just  never  worked.  After  a  great  deal  of  assistance  from  Fine- 
Ground  we  found  out  about  some  features  of  the  product  we  needed  to  get  it 
going,  most  of  which  were  just  not  documented. 

Once  we  got  the  product  running  we  were  very  impressed  with  the  bandwidth 
savings  and  speed  improvements.  They  were  huge.  FineGround  makes  claims  of  a 
bandwidth  reduction  of  40  times  and  an  increase  in  download  performance  of  up 
to  20  times.  We  found  that  the  size  of  our  test  files  were  greatly  reduced,  but  the 
results  varied.  For  example,  improvement  ranged  from  just  below  six  times  (40.2K 
before  to  7.1 2K  byte  after)  all  the  way  up  to  35  times  (35.4K  down  to  0.98K  byte). 
Obviously,  your  mileage  will  vary,  since  it  very  much  depends  on  the  type  of  con¬ 
tent  being  delivered. 

We  also  ran  the  product  as  a  proxy  server  and  investigated  how  well  it  handled 
sites  on  the  Internet  at  large.  We  did  find  that  some  sites  just  didn't  seem  to  accel¬ 
erate;  however,  it  did  not  break  these  sites.  In  this  sense  we  see  the  most  signifi¬ 
cant  aspect  of  this  product  in  action,  in  that  its  gains  can  be  had  transparently.  No 
site  modifications  are  required,  unlike  many  of  the  products  we  reviewed.  For  that 
alone,  the  $50,000  price  tag  may  just  seem  worth  it,  especially  considering  the 
initial  gains  that  we  saw. 

Unfortunately,  Condenser  and  its  approach  are  still  very  new.  It's  worth  a  care¬ 
ful  look,  but  do  so  with  significant  browser  testing.  The  reliance  on  JavaScript  in 
particular,  given  that  technology's  troublesome  versioning  across  browsers,  would 
be  enough  to  give  us  trepidation  on  wholeheartedly  endorsing  it.  Flowever,  on  our 
first  look,  the  promise  of  FineGround  looks  very  appealing. 

—  Thomas  Powell 
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support  (such  as  absolute  expiration  and  pre¬ 
caching  of  selected  documents). 

For  midsize  NT  sites  with  a  few  servers  and 
numerous  dynamically  generated  pages,  XCache 
is  a  real  bargain.  It’s  easy  to  use  and  produces 
page  improvements  with  relatively  little  work. 

Chutney  PreLoader:  Price  and  power? 

In  some  ways  Chutney  takes  the  exact  oppo¬ 
site  approach  to  the  dynamic  page-caching  pro¬ 
blem  taken  by  XCache.  Chutney’s  PreLoader  3  0 
requires  developers  to  make  changes  to  their 
sites  to  see  any  acceleration  benefits.The  de¬ 
tailed  caching  control  provided  by  PreLoader 
lends  itself  mostly  to  sites  with  a  heavy  degree 
of  personalized  content.  Sites  lacking  per-user, 
per-page  changes  in  content  will  find  the 
amount  of  work  required  to  accelerate  a  page 
using  this  product  unacceptable  and  would  be 
better  off  recoding  their  sites  directly  to  im¬ 
prove  performance.  However,  for  those  interest¬ 
ed  in  this  power,  Chutney  shows  promise. 

PreLoader  requires  significant  system 
resources  to  do  its  job,  with  1G  byte  of  RAM  sug¬ 
gested  and  a  minimum  of  512M  bytes  of  RAM 
required.  Armed  with  the  appropriate  hardware, 
the  installation  process  was  straightforward, 
although  it  did  not  work  initially.  A  few  installs 
later,  we  could  get  the  product  to  work  properly 
with  Internet  Information  Server.  We  also  en¬ 
countered  some  initial  confusion  using  the  prod¬ 
uct  in  our  test  environment  that  had  multiple  vir¬ 
tual  Web  servers  on  each  machine.  Configuration 
was  not  obvious  because  the  product  always 
assumed  to  connect  to  the  base  server  for  the 
machine  (it  didn’t  expect  other  sites  on  the  same 
box).  Unfortunately,  the  documentation  did  not 
help  us  figure  out  this  mistake,  but  Chutney  tech¬ 
nical  support  helped.  In  a  normal  deployment, 
Chutney  generally  provides  professional  services 
to  ease  such  problems  and  assist  with  deploy¬ 
ment.  But  at  $100,000  per  server  plus  $3,000  per 
CPU  for  these  services,  it  will  cost. 

PreLoader’s  administration  is  performed  via  a 
Java  application.The  tool  was  somewhat  cum¬ 
bersome,  and  on  a  few  occasions  we  were  un¬ 
convinced  our  changes  were  being  applied.  We 
ended  up  editing  configuration  files  directly  at  a 
few  points  during  testing. 

Once  set  up,  preparing  a  Web  site  for 
caching  using  PreLoader  was  more  like  recod¬ 
ing  a  Web  site  for  caching.  In  effect  you  have  to 
manually  add  a  portion  of  a  dynamic  page  to 
cache  if  it  is  not  already  cached  and  pull  it  out 
if  it  already  is.  Unless  you  go  through  this  you 
will  see  no  advantage  to  using  PreLoader. This 
is  a  tedious  process,  but  you  can  control  all 
aspects  of  caching  this  way. 

In  some  of  our  basic  tests,  we  didn’t  see  any 
discernible  improvement  using  the  technology 
because  our  basic  test  pages  were  too  simple 
in  their  calculations,  and  the  cache  control 
code  required  by  PreLoader  effectively  negated 
any  gains.  However,  when  we  changed  our 
tests  to  use  more  complex  calculations  with 
large  sections  of  dynamic  content  taking  longer 
generation  times,  we  saw  modest  but  accept¬ 
able  improvement  in  page  delivery  time  —  an 
improvement  of  about  1.5  times  on  average 
delivery  for  single  pages. 


pages  for  caching  uses  an  HTML  comment-style 
approach.  Dynamai  also  provides  a  set  of  APIs 
for  C++,  Java  and  ActiveX  for  issuing  cache  con¬ 
trol  events,  similar  to  Chutney’s  PreLoader. 
Under  these  tests  we  saw  only  modest  improve¬ 
ments,  generally  averaging  only  about  1  3  times 
better  in  page  delivery  time. 

Dynamai  certainly  has  more  than  enough  fea¬ 
tures  for  all  but  the  most  demanding  developers. 
Unfortunately,  giving  it  higher  marks  really  isn’t 
possible  given  the  freeware-tied-together  feeling 
of  the  product  and  its  extremely  problematic 
administration  interface. These  issues  need  to  be 
cleaned  up  in  a  future  release. 
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PreLoader  provides  support  for  ASP-  and  JSP- 
based  pages  through  its  API,  although  it  did  not 
include  direct  support  for  ColdFusion.  Chutney 
said  this  will  be  included  in  a  future  release. 
However,  the  product  does  provide  more 
advanced  integration  with  application  servers 
such  as  WebSphere  and  BEA’sWebLogic,  which  is 
missing  from  some  of  the  lower-priced  products. 

While  the  control  provided  by  PreLoader  may 
suit  large-scale  personalized  sites,  the  cost/bene¬ 
fit  ratio  for  the  product  is  a  little  troublesome.  If 
your  site  needs  such  a  solution,  it  is  probably 
best  to  architect  the  site  around  PreLoader  rather 
than  applying  support  for  it  later  on. 

Dynamai:  Super  Squid  redux 

We  tested  Persistence  Software’s  Dynamai  2.0 
under  RedHat  Linux  6.2,  and  found  it  should  be 
right  at  home  in  the  open  source  environment. 
Under  the  hood  it  was  heavily  based  on  the  pop¬ 
ular  Squid  Web  proxy  cache.  Given  that  Squid 
can  be  somewhat  difficult  to  use,  we  hoped  that 
Persistence  had  smoothed  out  the  problems  and 
made  the  product  more  powerful  and  accessi¬ 
ble.  However,  in  the  end  we  were  happy  only 
with  its  raw  power  and  performance,  and  disap¬ 
pointed  with  the  product’s  execution. 

Installation  was  easy,  but  we  found  the  prod¬ 
uct’s  administration  relied  on  certain  specific 
XWindows  facilities  and  did  not  react  properly 
without  them.  Fortunately,  the  manual  helped 
us  get  beyond  such  problems  and  get  the  prod¬ 
uct  working. 

The  most  significant  problem  with  Dynamai 
was  its  poorly  implemented  browser-based  ad¬ 
ministration  system.  We  found  the  administra¬ 
tion  interface  would  not  refresh  to  reflect 
changes  made.  In  many  cases  it  became  com¬ 
pletely  inoperable.  On  more  than  a  few  occa¬ 
sions  the  interface  would  literally  explode,  with 
strange  frame  sets  spawning  over  and  over 
with  portions  of  the  tool  bar  in  it.  A  great  deal 
of  frustration  is  certainly  in  store  for  Dynamai 
users  who  encounter  the  bugs  we  did.  When 
the  administration  did  work,  we  found  it  pro¬ 
vided  comprehensive  control  of  what  content 
to  cache,  the  invalidation  schemes  to  use,  and  a 
fairly  complete  set  of  reporting  and  monitoring 
tools  that  the  other  products  went  without. 

After  we  got  the  product  working  adequately,  it 
provided  immediate  improvement  without  pro¬ 
gramming  because  of  its  basic  caching  facilities. 
We  saw  a  performance  improvement  of  about  10 
times  in  the  basic  test  cases  without  programming 
changes.  In  some  cases  we  saw  processor  usage 
drop  significantly,  because  the  cache  was  doing  all 
the  work  on  a  separate  box.  However,  these  types 
of  gains  should  be  expected  when  using  any  form 
ofWeb  cache  and  mostly  static  content.The  real 
test,  of  course,  is  dynamic  content. 

Like  the  other  products,  Dynamai  lets  you 
control  cached  content  via  query  string  parame¬ 
ters,  form  parameters,  cookies  and  URLs.  It  also 
allows  for  segmented  caching  by  caching  differ¬ 
ent  content  depending  on  the  browser  sending 
the  page  request.You  can  also  create  different 
browser-specific  content  and  map  user  agents  to 
various  forms  of  content,  such  as  frame,  no 
frame,  Java  and  no  Java.  Similar  to  SpiderCache, 
the  programming  interface  for  segmenting 


Worth  the  trouble? 

While  some  reported  gains  seem  meager,  con¬ 
sider  how  they  affect  a  site  when  significant 
numbers  of  visitors  hit  you  simultaneously.  A 
small  performance  gain,  even  50%,  may  translate 
into  a  much  larger  number  of  possible  visitors  on 
the  same  hardware.  So  if  you  have  a  dynamically 
generated  site  with  an  increasing  user  load,  you 
might  consider  looking  into  these  caching  prod¬ 
ucts  before  throwing  more  hardware  at  the  prob¬ 
lem.  However,  proceed  with  caution  —  spending 
more  money  may  not  result  in  major  savings.You 
should  perform  a  return-on-investment  analysis 
to  determine  the  savings  gained  from  perfor¬ 
mance  and  scalability  improvements.And  don’t 
forget  to  consider  implementation  and  integra¬ 
tion  costs  when  performing  such  calculations, 
because  with  many  of  the  more  advanced  dy¬ 
namic  caching  products,  successful  use  of  the 
product  will  certainly  require  significant  profes¬ 
sional  services  or  extreme  patience. 

In  the  end,  we  found  that  the  lower-end  prod¬ 
ucts  certainly  could  teach  a  thing  or  two  to 
some  of  the  more  advanced  caching  products 
on  the  market.  If  you  just  want  to  get  an  idea  of 
how  dynamic  caching  products  can  improve 
performance,  try  SpiderCache  or  XCache  first  to 
understand  what  these  products  can  do  for  your 
site  before  looking  into  higher-end  products. 


Powell  is  the  president  of  PINT,  a  San  Diego 
Web  services  firm,  and  the  author  of  numer¬ 
ous  books  on  Web  developmen  t  practices.  He 
can  be  reached  at  tpowell@pint.com.  The 
author  wishes  to  thank  Reuben  Poon,  Dave 
Andrews  and  Mark  Johnston  of  PINT,  who 
helped  design  the  test  cases  and  environment 
for  these  products. 


I  Netwo^Worid  I 

jitik 


Powell  is  also 
a  member  of 
the  Network 
World  Global 
Test  Alliance,  a 
cooperative  of 
the  premier 
reviewers  in 
the  network  industry >,  each  bringing  to 
bear  years  of  practical  experience  on 
every  review.  For  more  Test  Alliance 
information,  including  what  it  takes  to 
become  a  member,  go  to  www.nwfu- 
sion.com/alliance. 
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ement 


Career  Development ,  Project 
Management ,  Business  Justification 


Strategies 


Giving  gold-star  service 


Rut  forth  some  extra  effort  to  score  big  points  with  the  end  users  you  support. 


BY  DREW  ROBB 

The  market  downturn  may  signify 
fewer  career-change  or  promo¬ 
tion  opportunities,  as  well  as 
more  competition  for  existing  IT 
jobs.  So  now  is  a  good  time  to 
make  sure  your  work  stands  out 
from  the  pack. 

Here  are  a  few  tried  and  true  steps  that 
will  keep  you  well-known  and  well-thought- 
of  among  end  users. 


tions  properly  or  help  them  out  quickly,  they  will  lose 
confidence  in  our  ability  to  respond,”  he  says. 

Add  value. 

Most  companies  and  individuals  operate  on  the 
basis  of  fair  exchange.  You  request  something  or  pay 
for  something  and  receive  what  you  asked  for.  While 
this  operating  basis  doesn’t  create  enemies,  it  won’t 
earn  accolades  either. 


www.nwfusion.Goi 


GROUP 

SUPPORT 

Helpful  hints:  Build  a  better  help  desk. 
Central  source:  Tech  support  portal. 


Make  your  work  stand  out. 

Adding  extra  value  is  only  half  the  battle.  If 
no  one  knows  that  you  or  your  department 
deliver  great  service,  your  efforts  may  not 
earn  their  due  reward.  So  if  you’re  going  to 
go  to  the  trouble  of  traveling  that  extra  ‘good 
service’  mile,  you  may  as  well  publicize  it. 

“If  we  do  something  above  and  beyond 
the  call  of  duty,  we  tell  everyone  who  we 
believe  needs  to  know,”  says  John  Sestak, 
MIS  manager  for  Interstate  Chemical  in 
Hermitage,  Pa.  “We  also  let  them  know 
when  we  are  constantly  battling  with  brush  fires  so 
that  they  understand  why  we  may  not  respond 
quickly  at  all  times.” 

Be  honest. 

Just  as  there  is  a  time  to  toot  your  own  horn,  it’s  also 
the  case  that  you  must  be  honest  and  upfront  in  your 
dealings  with  end  users  and  colleagues.  If  a  problem 
comes  up  or  a  budget  estimate  begins  to  look  like 
wishful  thinking,  don’t  sit  on  it. 

“People  don’t  expect  perfection;  they  expect 
responsibility,”  Braun  says. “I’ve  learned  from  experi¬ 
ence  that  it  is  best  to  assume,  at  first,  that  some 
anomaly  is  my  fault.” 

Address  causes. 

While  you  may  be  fixing  the  same  problem  when¬ 
ever  it  periodically  crops  up,  the  only  way  to  solve  it  is 
to  address  the  reason  why  it  occurs  in  the  first  place. 
“Always  look  to  remove  the  cause,  not  just  address  the 
symptoms,”  Sestak  advises. 

Robb  is  a  freelance  writer  in  Los  Angeles  who 
specializes  in  technology  issues. 


Listen. 

Listening  carefully  to  others  is  becoming 
something  of  a  lost  art.  What  does  the  end 
user  really  need?  What’s  the  actual  problem? 

What  dial-up  options  would  be  nice 
extras,  and  which  are  essential?  If  you  don’t 
have  a  good  handle  on  such  points,  your 
determination  to  deliver  good  service  will 
certainly  go  underappreciated,  and  perhaps 
even  be  maligned. 

“If  I  don’t  understand  what  is  needed,  I 
can’t  design  something  that  will  be  effec¬ 
tive,”  says  Craig  Nolin,  a  senior  IT  analyst  at 
Litton  Industries  in  Woodland,  Calif.  He  rates 
listening  as  the  primary  skill  in  servicing 
others  well. 

On  the  flip  side,  however,  what  do  you  do  when 
users  don’t  know  what  they  want  or  what  the  prob¬ 
lem  is?  Again,  listening  makes  all  the  difference,  mixed 
in  with  the  right  combination  of  diplomacy  and  inci¬ 
sive  questioning.  Because  you  are  often  the  one  in  the 
know,  taking  an  interest  in  users’  needs  and  wants 
often  unearths  the  fact  that  they  haven’t  inspected 
them  well  enough  themselves.  Listen  intently  and  help 
them  focus  on  those  features  that  will  most  closely 
match  their  needs. 


Expect  feedback. 

These  days,  follow-up  is  becoming  an  essential  ele¬ 
ment  in  any  service-related  job.You  have  to  be  willing 
for  users  to  take  issue  with  your  work.  By  making  a  big 
point  of  fixing  things  quickly,  you  communicate  that 
you  care  and  also  prevent  situations  coming  back  to 
haunt  you. 

Nolin,  who  fields  calls  almost  daily  from  customer 
sites  around  the  world,  believes  you  should  drop 
everything  when  a  customer  calls  with  a  problem  or 
question. 

“The  bottom  line  is  that  if  I  don’t  answer  their  ques¬ 


A  better  approach  is  to  seek  to  deliver 
more  value  than  a  user  expects.  Instead  of 
just  fixing  a  problem,  for  example,  take  a 
moment  longer  to  find  the  cause  or  educate 
the  person  on  a  small  point  of  technology. 

“It  would  be  quite  simple  to  follow 
requirements  to  the  letter,”  says  Jay  Braun,  a 
network  engineer  at  Jet  Propulsion  Lab  in 
Pasadena,  Calif. “But  we  also  try  to  see  holes 
in  the  new  requirements  and  remedy  them 
before  anyone  else  is  aware  of  them.” 

Braun  is  also  an  advocate  of  being  willing 
to  stay  late  to  solve  problems.  “We  typically 
stay  after-hours  to  diagnose  and  fix  anom¬ 
alies  for  the  next  day’s  activities,”  he  says. 
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The  Only  Tool  Box 
Your  Network  Will  Ever  Need . 


'mm:. 


rk  uptime 

is  your  life... 


-  Real  life  questions: 

How  much  power  is  my  equipment  using? 

Am  I  about  to  trip  the  circuit  breaker? 

What  is  the  temperature  of  my  cabinet? 

How  do  I  reboot  locked  servers  from  5000  miles  away? 


•  Real  life  answers: 

BayTech  power  management  solutions  with  a  return  on 
investment  that  just  makes  sense. 

You  no  longer  need  to  be  there  to  reboot  locked  routers, 
SNMP  traps  are  generated  when  you  reach  your  circuits 
capacity,  and  power  measurement  is  instantaneous. 


Reducing  downtime  and  costs  is  no  longer  a  luxury,  its  a 
requirement.  With  BayTech  remote  site  management 
solutions  you  will  not  only  do  both,  you  will  always  have 
instantaneous  access  to  your  equipment,  anytime  from 
anywhere. 


www.baytech.net 
1-800  523-2702 


BayTech' 


New  Zero  U  Solutions 
with  up  to  20  receptacles 

per  unit  at  up  to  30  amps 


Horizontal  solutions  with 
direct  network,  serial,  or 

modem  access 


r  management 

solution  is  your  life  saver. 


Seeking  Solutions  ...NTI  Has  The  Answers! 

MULTI-PLATFORM 
SERVER  CONTROL 
IS  EASY! 


Control  up  to  128 
computers  with  one 
keyboard,  monitor 
and  mouse. 


■  NEW  -  Up  to  8  ports  in  1  rack  unit 
rackmount  case! 


“I  want  flexible  control 
without  spending  a 
fortune!” 


■  Available  with  2,  4,  8, 12,  16,  24  or 
32  ports. 

■  Dedicated  internal  microprocessors 
that  emulate  the  keyboard  and 
mouse  presence  to  each  attached 
computer  so  all  computers  boot 
error-free  100%  of  the  time. 


Crisp  and  clear  1900x1200 
resolution. 


ST-8U-R 

UNIVERSAL 

SWITCH 

1275  Danner  Drive  •  Aurora,  OH  44202 
330-562-7070  •  FAX:  330-562-1999 


Please  Mention  Code  INW05U 
Receive  10%  OFF  Your  Next  Order! 


BUY  ONLINE  at  www.ntil.com/sn 
800-742-8324  Email  :sales@nti1  .com 


Network  World's 

Direct  Response  Card  Decks 
deliver  more  than  157,500 

qualified  buyers! 

Next  Deck: 

July  20, 2001 

Ad  Close: 

June  15, 2001 

Bonus  Distribution: 
NetWorld+Interop,  Atlanta 

Call  for  more  info  on  how  to  reach  them! 
800-622-1108  ext.  6507 
or  email  at  directresponse@nww.com 
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The  Premier  Source  for  IT  Learning 

www.nwnetsmart.com 

Access  Easily  &  Quickly : 

•  Onsite  Training  •  IT  Certification  Programs 

•  Leading  IT  Books  •  Free  IT  Education  & 

Training  Newsletter 


Get  A  FREE 
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The  Premier  Source  for  IT  Learning 

www.nwnetsmart.com 

An  IT  Learning  center  created  just  for  you! 


Stay  on  top  of  IT  with  Rose  KVM  Switches! 

KVM  is  the  industry  acronym  for  Keyboard-Video-Mouse.  KVM  switches  save  money  and  space  in  your 
server  room  or  on  your  desktop.  Rose  is  a  pioneer  and  leading  manufacturer  of  KVM  products. 


TM 


llltraMatrix™  UltraView  Pro 

2-4-8-16  users  up  to  1,000  computers  1  user  up  to  256  computers 


ON-SCREEN  DISPLAY 


Vista™ 

1  user  to  2,  4,  or  8  computers 


►  Multi-platform  for  PC,  Sun,  RS6000,HP,  DEC,  SGI 

►  Advanced  on-screen  display  technology 

►  Simple  bus  cabling  makes  expansion  a  breeze 

►  Switch  computers  from  your  keyboard  or  on-screen 
display 

►  Status  screen  shows  system  conditions  at  a  glance 

►  Security  features  prevent  unauthorized  access 

►  Flash  memory  for  free  lifetime  firmware  upgrade 

►  Programmable  view,  share,  control, 
and  private  modes 


ELECTRONICS 


►  Available  in  three  different  chassis  sizes; 

either  PC  or  multi-platform  (PC,  Unix,  Sun,  Apple) 

►  Advanced  on-screen  display  technology 

►  Simple  to  use,  keystrokes  switch  computers 

►  Flash  memory  for  free  lifetime  upgrade  of  firmware. 

►  Supports  up  to  1600  x  1280  resolution 

►  Full  emulation  of  keyboard  and  mouse  functions 

►  Security  features  prevent  unauthorized  access 

►  Simplified  cable  management 

USA 

10707  Stancliff  Road  Houston,  Texas  77099 
Phone  281  -933-7673  Fax  281-933-0044 

EUROPE 

Bourne  Works,  High  Street  Collingbourne  Ducis 
Marlborough,  Wiltshire,  SN8  3EH  United  Kingdom 
Phone:  +44  1 26  485  0574  Fax:  +44  1 26  485  0529 


►  Low  cost  and  easy  to  use 

►  Switch  computers  from  front  panel  or  keyboard 

►  Supports  PC  or  PC/Apple 

►  Supports  up  to  1600  x  1280  resolution 

►  Plug  and  play 

►  Supports  Microsoft  intellimouse 

►  Tested  with  Windows  95/98,  NT,  Linux,  and 
others 


WWW.ROSEL.COM 

800.333.9343 


Are  You  Gambling  With  Your 
Expensive  Data  Center  Systems? 


Copyright  ShaikRac *.  Inc  All  nghu  rcsorved  Compaq  is  a  trademark  ol  Compaq  Corp  HP  la  a  trademark  ol  Hewlett  Packard  Inc  IBM  it  a  trademark  ol  International  Business  Machine*  Inc.  S«m  re  a  Vadomait  of  Sun  M&otyktemv  Inc  Cisco  ra  a  trademark  ol  Oeco  System*.  Inc  AJI  othm  *Ddomorka  at o  me  property  o I  me*  reap arm*  tain 


We  rack  servers 
and  networking 
hardware  from: 

•  Compaq™ 

•  l~jpTM 

•  IBM™ 

•  Sun™ 

•  Cisco™ 

•  Almost  any 
EIA  standard 
19"  product 


Dealer 

Inquiries 

Welcome 


You  may  be  if  you  aren’t  using  SharkRack  cabinets  and 
racking  systems.  SharkRack  systems  are  robust,  attractive, 
and  ergonomically  designed.  Our  cabinets  are  made  of  the 
highest  quality  materials,  including  aluminum  extrusion  and 
heavy  gauge  steel.  Cooling  is  always  a  requirement  in  a 
data  center.  That’s  why  we  use  heavy  duty  fans  in  our 
cooling  systems.  SharkRacks  also  look  great.  In  fact,  our 
cabinets  are  featured  in  some  of  the  world’s  foremost  show¬ 
case  data  centers.  Best  of  all,  they’re  easy  to  set  up  and 
work  with.  Once  your  computer  systems  are  placed  in  our 
cabinets,  you  can  still  access  disks,  CD-ROMs,  and  other 
components.  SharkRack  offers  environmental  monitoring 
appliances,  KVM  switches,  and  power  distribution. 
Give  us  a  call  today  to  see  how  we  can  help  you 
Save  Space,  Keep  Cool,  and  Look  Good. 

The  Most  Trusted  Name  In 
Data  Center  Racking  Solutions 

1-877-427-5722 
wHiv.sharkrack.com 
infoshark@sharkrack.com 
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To  Learn  more  about  our  world-class 
solutions  for  your  network,  call  or 
write  today.  Or  visit  us  on  the 
web  at  www.niksun.com  to  pickup 
a  copy  of  our  White  Papers  on 
Network  Management  and 
Network  Security. 


NiKSUN  Real  Solutions 

For  IP  Networks 


1100  Cornwall  Road  •  Monmouth  Junction,  NJ  08852  •  P  732-821-5000 
F  732-821-6000  •  E  info@niksun.com 


If  You  Answered  Yes  to 
Any  of  These  Questions... 

...You  Need  NIKSUN! 


n9B€seit 

Problems  With  Your  Network? 


I  Is  Network  Security  a  priority  that  your  Firewall  & 
IDS  are  not  addressing? 

I  Are  your  end-users  frustrated  with  the  network 
performance  they  are  experiencing? 

|  Are  you  throwing  bandwidth  at  a  performance 
problem  without  really  knowing  the  root  cause? 

I  Would  you  like  to  eliminate  the  finger-pointing 
when  a  problem  occurs? 


Imagine  an  IT  learning  center 
created  just  for  you. 


Web  Developer  Network  Administrator  M IS  Manager 

No  matter  what  you  do. 


How  can  you  quickly  and  easily  find  the  best  learning  options  for  you  and 
your  staff  -  without  spinning  your  wheels? 

Simply  go  to  NetSmart,  Network  Worlds  new  source  for  network  and  IT 
learning. 

•  Sign  up  for  certification  programs  from  respected 
training  providers  like  Global  Knowledge. 

•  Register  for  Network  Worlds  face-to-face 
seminars,  Town  Meetings,  and  Webcasts. 

•  And  More! 


www.nwnetsmart.com 


Sentry  :  PowerTower 


How  do  you  reboot  l6 

equipment  units... 


9  Sentry  POWER  TOWER  :  Your  Zero  U  Reboot  Solution 


16  remotely  addressable  power  outlets  — 
The  highest  density  available  of  any 
Remote  Power  Management  vertical  strip. 
30-amp  power  Input  feed  distributed 
across  16  outlets. 

Mounts  vertically  In  your  equipment  rack  or 
cabinet  and  requires  Zero  U  of  rack  space. 
Load  Sense  provides  real-time  current 
monitoring  in  the  remote  screen  interface 
and  through  a  built-in  LED  display  for  on¬ 
site  measurement. 

Power-up  sequencing  of  all  16  outlets 
prevents  an  In-rush  current  overload. 
Telnet,  SNMP,  Modem  or  RS-232  interlaces  for  easy, 
practical  and  secure  power  management  of  remote 
Internetworking  equipment. 


Install  the  new  Sentry  Power  Tower  in 
your  data  center,  NOC  or  co-lo  facility 
and  gain  the  advantage  of  remotely 
rebooting  up  to  16  of  your  equipment 
units  -  without  occupying  any  space  in 
your  rack  or  enclosed  cabinet 

Try  the  New  Sentry  Power  Tower  In  your 
rack  or  cabinet  and  realize  the  benefits 
of  Intelligent  Power  Distribution  and 
Remote  Power  Management 

See  our  complete  product  line  at  wwwjervertech.com 
or  call  800935.151$  or  775.a8q.2000 


Another  great  product  from  .-  ; 

Server  Technology;  Inc.L^-dJ 


O  2001  Server  Technology,  Inc.  Sentry  Is  a  trademark  of  Server  Technology,  Inc. 
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Avoid  Downtime 


Plan/ ahead  and  protect  your  IT  operations 
from  heat  crippling  downtime. 


Thousands  of  COOLITs  are 
currently  cooling  data/LAN 
rooms  around  the  clock 


AirPac  COOLITiooo 

Plug  and  cool. 
Portable. 

Compact. 

Self-Contained. 


Online  ordering 
Next  day  shipping 


ADAPT 


“  Your  Spot  Cooling  Specialists  ” 


800-243-COOL 

FREE  Cooling  Analysis  Guido  ONLINE! 

www.coolestspet.com 


WAYfoOCOOL 


e  Authorized  Reseller  Sell 
New  Refurbished  Used  - 

rnnjx  1  soo  553  0592 

kjJaV  www.wdpi.eom 

Email:  cisco5@wdpi.com 


istributed  Server  Managemen 


ccess,  control,  operate  and  manage 
your  entire  network  (servers,  hubs,  routers, 
dumb  terminals)  from  any  number  of 
consoles,  ..  .....  comfortably  located  c 
your  network  /  administrators’ 

desks; and  even  in  remote 

offices  over  /  the  Internet. 


us  about  Key-View  and  XP4ooo,  and 
join  other  Fortune  500  IT  managers  currently 
implementing  the  most  advanced  integrated 

rk  management  solutions.  It  / 

will  make  you  | 
shine! 
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OBSERVER' 


High  Performance  LAN/WAN  Troubleshooting 
&  Protocol  Analysis  Software  Solutions 

Observer—  Removes  the  Mystery  of  What  is 
Being  Sent  or  Received  by  LAN  Stations 

Observer  identifies  network  trouble  spots  and  costs 
thousands  less  than  expensive  hardware-based 
analyzers.  If  you  have  any  network  problems,  find 
out  the  cause  with  Observer,  Expert  Observer  or 
Observer  Suite. 

•  Full  packet  capture  and  decode  for  over 
1000  protocols,  including  TCP/IP  (v4  and  v6), 

NetBIOS/NetBEUI,  IPX/SPX,  Appletalk, 

SNA  and  DECnet 

•  Switched  mode  sees  all  ports  on  a  switch 
gathering  statistics  from  an  entire  switch  or 
packet  capture  from  any  port(s) 

•  Long-term  network  trending  collects  statistical 
data  for  days,  weeks,  months,  even  years 

•  Optimized  ErrorTrack  NDIS  drivers  display 
true  errors-by-stations 

•  Real-Time  Statistics  include  Top  Talkers, 

Bandwidth,  Protocol  Statistics, 

Efficiency  History 


•  Additional  probes  are  S295  per  local  or  remote 
segment/site/switch 

•  Ethernet  (10/100/1000),  Token  Ring,  FDDI 

Expert  Observer — Identifies  Problems  and 
Provides  Expert  Information  in  Plain  English 

Expert  Observer  includes  all  of  the  features  of 
Observer  plus  real-time  and  post-capture  expert 
event  identification,  expert  analysis,  VoIP  expert 
and  modeling  of  network  traffic  data. 

Observer  Suite — The  Ultimate  Tool  For  The 
Most  Demanding  Power  User 

Observer  Suite  provides  a  full  complement  of  tools 
that  includes  all  of  the  features  of  Expert  Observer 
plus  SNMP  management,  RMON  console/Probe 
and  Web  reporting.  Includes  one  remote  Probe. 


Call  800-526-7919  or  visit  us  online  for  a  full-featured  evaluation: 

www. network  instruments. com 

US  &  Canada  (952)  932-9899  •  Fax  (952)  932-9545  •  UK  &  Europe  +44  (0)  1322  303045  •  Fax  +44  (0)  1322  303056 


nmmm 

mi  INSTROMEim 
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»r  MWin  *  w  Wl  Will: 

My  order  shipped  in  24  hours? 

Noway! 

Way!  Winsted  has  an  enviable  record  of 
shipping  most  orders  within  24  hours.  Its  just 
one  of  many  customer  service  features  we’re 
known  for.  Just  as  importantly,  the  quality  of 
the  racks  and  enclosures  we  ship  has  earned 
the  praise  of  professionals  worldwide  for 
nearly  forty  years. 

For  more  information  about  Winsted  LAN  and 
N.O.C.  products,  contact  us  at  our  website  at: 

www.wiristed.com 


Ulmsted 


Telephone  toll-free:  1.800.447.2257 


Looking 


With  m 

Network  World  si 

linLSnSfl 

you  can  find  them. 


LinkSmart,  located  on  \ 
Network  World  Fusion,  \ 
allows  you  to  search  for  IS 
products  and  services  by  \ 
technology.  Vendor  listings  \ 
appear  with  a  product/service 
description  and  include  a 
link  to  each  vendor's  website. 
Solutions  in  one  convenient  site, 
www.nwfusion.com/linksmart 


Products  as  Solu 


Specialist  in  all  -Ci I4S. CSC)  Products 
Including  Memory  LAN/WAN  Products 

WE  CARRY  ALL  MANUFACTURERS 

Livingston  •  Ascend  •  US  Robotics  *  Micom  •  HP  •  3Com 
Adtran  •  Motorola  *  Codex  •  ADC 

WE  BUY  AND  SELL  ~  NEW,  USED,  LEASE,  RENT 

•  Routers,  VLANs  •  Access  Servers 

•  DSU/CSU’s  •  Hubs,  Modems 

•  Switches,  ATM  •  Voice  Over  IP 

888.8D1.2001 

phone  916.630.2001 
fax  916.630.2000 
Visit  our  Website  at: 
http://www.millenniumsolutions.net 


Over  170,000  qualified  subscribers  of  Network  World  are  ready  to  buy. 
Call  today  to  place  your  ad  in  the  Marketplace!  1-800-622-1108  ext.  6465 


III  TO  RUY 

Networking  Products 
and  Services 


Get  More  for  Today's  Budget! 


Contact  BIZI 
to  SAVE  up  to  80% 


•  50-80%  Savings  off  Retail  List  Prices 

•  1 20-Day  Warranty 

•  100%  30  Day-Money  Back  Guarantee 

•  Large  Inventory,  Same  day  Shipping 

•  Supplying  Quality  Networking  Products 
for  Over  10  Years  with  In-House  Technical  Support 

Request  a  Quote  on-line  at: 

http://www.bizint.com  or  info@bizint.com 

(877)  438-2494 

or  (315)  458-9606  fax:  (315)  458-9493 
We  Buy,  Sell,  Trade  and  Lease... 


Your  global  partners  in  new  &  quality 
pre-owned  networking  equipment 


Do  You  Offer 
Training  or 
Educational 
Services? 

:,/■  V  ....  /  : 

If  so,  find  out 
about  our 
"Training 
Directory" 

Call  Enku  at 
800-622-1108 
ext.  6465 


Call 


our  website  at 

www.almetco.com 

.  les@almetcoenclosures.com 


Almetco 

Enclosures 


See  as  at  the 
2001 
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USED  CISCO  DIRECT 

www.  digitalwarehouse.  com 


IMMEDIATE  AVAILABILITY 


Save  big  on  new/used:  >  Routers  >-  Gigabit/FE/ATM  Switches 
►Access  Servers  >•  Optical  Networking  ►►Wireless  BUY/SELL/RENT 


>  CISCO  ►  Juniper  ►  Lucent  >  Nortel 

V  www.  digitalwarehouse.  com  >  Foundry 

DIGITAL  WAREHOUSE  .  ExtTeme 


►  Marconi 

►  Adfran 


Your  Information  Superhighway  Discount  Sources 


•  Quick  Eagle 


Netfast  Communications  Inc.,  56-29  56,h  Drive,  Maspeth,  NY  1 1378  USA 
Phone:  I  -888-892-4726  or  718-894-7500  Fax:  718-894- 1 573 

Network  World  -5/2QO 1 


For  more  information  on  advertising 
in  Network  World’s  Marketplace  contact: 

Enku  Gubaie,  800-622-1108  ext.  6465,  egubaie@nww.com 


We 

Buy 


& 


Since  19S5 


Sell 


CISCO 


New  &  Used 
Fully  Guaranteed 
Overnight  Delivery 


■  ■■ 


Se  habla  Espanol 
Wir  sprechen  Deutsch 


800.451.3407 


90  Castilian  Drive.  Suite  110,  Santa  Barbara,  CA  93117 


Routers 
Switches 
Interface  Modules 
Access  Servers 
Accessories 


www.nGtworkhardware.com 

BUY  ONLINE 


NETWORK  HARDWARE  RESALE 


WRCA.NET 

NEW  USED 

Woikhrtd.  PrcwW..  of  N.teork  .me.  19*  I 

AUTHORIZED  RESELLER 
Access/Routers/Switches 
Cisco  Livingston  Ascend 
3Com  US  Robotics  Kentrox 
Adtran  BayNetworks  Xyplex 
Computone  Digital  Link 
Modems  /  DSU  /  Muxes 
IBM  UDS  Codex  Hayes  GDC 
Micom  Microcom  Paradyne 
ATT  MultiTech  Penril 
Racal  Telebit  Zoom 

WE  BUY  AND  SELL 
www.wrca.net 

800-699-9722 


Products 
purchased  as  a 
result  of 
Marketplace 
ads. 


*7  Hubs 

*7  Routers 

t/  Software 
training 


✓  Memory 
products 


\7  Ethernet 
Cards 


✓ 

✓ 

✓ 


Netware 

products 

Modems 

Testing 

equipment 

Multiplexers 

File  Servers 

etc. 

etc. 

etc. 


.0jkS  •  c0b*LT 


renewed 


technologies,  inc 


WWW.RECURRENT.CDM 


Solve  Your  Network 
Sync  Problems 
with  Wireless  CDMA 


NTP  Time  Server 

•  High  Performance 

•  Low  Cost 

•  Easiest  Installation  — 

No  antenna  hassle! 

EndRun 

TECHNOLOGIES 

www.endruntechnologies.com 

1-877-749-3878 


Cable  University 

(800)  537-8254 
www.CableU.net 

FREE  online  training  in  network 
cabling  installation  &  maintenance 


BNETSYS  Inc. 

(800)  BNETSYS 
www.bnetsys.com 
Instructor  led  &  online  Cisco 
certification  training  @  no  charge 


NetworkTraining.com 

(800)  NET-SKIL 
(800)  638-7545 

Network  Analysis  &  Tool  Training 
Certified  NetAnalyst  Testing 


To  Place  Your 
Listing  Here 
Call  Enku  Gubaie 
at  1-800-622-1108 


Contact  these  companies  today  to  help  you  with  your  training  needs! 


The  Cabinet  Source 

www.premiermetal.com 


Buy  I 
Online 

Your  Best  Cabinet 

Resource  Center 

■  Best  Selection  -  server, 
datacomm,  wall-mounted 
cabinets,  relay  racks 

■  Best  Delivery  -many 
models  shipped  from  stock 

■  Best  Pricing 

•  Best  Web  Site  -easy 
selection,  drawings  &  specs 


Premier  Metal  Products  Company 


NORTEL  NETWORKS 


Why  Are  We  The  Best? 


•  Nortel  Service  Contracts  •  Next-Day  Hardware 

•  Nortel  Service  Renewals  Replacement 

•  Free  Technical  Support  *  Competitive  Prices 

•  Good  As  New  Gear, 

Same  as  New  Warranty 
-  at  Better  Than  New  Prices 

Refurbished  Specials: 

BayStack  450-24T  (AL2012E 14)  with  MDA  Port 

|  10/100/1000  BT  Autosense  Switch 

|  Limited  Lifetime  Warranty 

Special  $995 

List  $2,695 

BLN-2  Router  Base  Unit  (71000)  -  Complete 

Includes  Dual  AC  Power  Supplies  and  SRML 

Special  $1,999 

List  $12,700 

BCN  Router  Base  Unit  (73000)  -  Complete 

Includes  Dual  AC  Power  Supplies  and  SRML 

Special  $2,999 

List  $18,150 

ARN  8  MB  Ethernet  Router  Base  Unit  (CV1001003) 

Other  Memory  Config  and  modules  avalible.  Call  now  for  pricing. 

Special  $295 

List  $1,134 

Dont  want  used?  Try  our  low  prices  on  new!  Call  Today l 


Call  for  Free  Quote! 

888-8LANWAN  JsrEmJ^ 

(888-852-6926)  — e C-  - 

National  LAN  Exchange  •  www.nie.com 


Network  World  June  1  1,  200  1  www.nwfusion.com  67 
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careers 


IT  CAREERS 


PROGRAMMER/ANALYST 
DATABASE  ANALYST 

O'  "oro  Digital  Services  seeking  candidates  with  commercial  experience 

in  the  areas  listed  Delow  - 

•  programmer/ 'analysts  and  application  programmers  with  2-7  years 
commerce .1  experience.  Candidate  should  have  a  BS  (or  foreign  equivalent) 
in  Computer  Science  or  a  related  field 

•  database  analysts  and  developers  with  minimum  3  years  commercial 
experience.  Candidate  should  have  an  MS  (or  foreign  equivalent)  in 
Computer  Science  or  a  related  field 

Full  time  permanent  positions  are  available  in  the  San  Francisco  Bay  area, 
and  nationwide. 


Operating  System  -  Unix,  MS  Windows,  NT/95,  OS/2 
RDBMS  -Sybase,  Oracle,  MS  SQL'Server,  Informix 
Front-end  tools  -  Visual  Basic,  PowerBuilder,  Developer  2000,  Designer  2000 
Applications  -  ERP,  Inventory,  Purchasing,  Distribution 
Internet  Programming  Tools  -  Web  Servers,  ASP,  Java 
Languages  -  C,  C++, Perl 
Offshore  Digital  Services  provides  competitive  salaries,  benefits,  and  a 
bonus  program  designed  to  encourage  long-term  employment  and 
increased  customer  revenue.  Interested?  Send  a  detailed  resume  with 
post  applied  for,  education  background,  project  experience,  and 
geographic  preferences  to: 

The  Personnel  Manager  Offshore  Digital  Services,  Inc. 

14798  Wicks  Boulevard  San  Leandro,  CA  94577 


OFFSHORE 


Fax:  510-483-1819  Email:  personnel@odsi.com  Maj 


JOB  TITLE:  PROGRAMMER 
ANALYST;  Serve  as  primary 
source  of  expertise  in  analysis, 
design,  coding  and  testing  of 
batch  and  online  management 
information  systems;  interact 
with  users  to  derive  design 
requirements  from  which  he  will 
then  code  and  test  mainframe- 
based  application  software  in 
NATURAIVADABAS  environment; 
Applicant  shall  demonstrate 
expertise  in  computer  systems 
analysis  and  programming  using 
NATURAL  (with  either  DB2 
and/or  ADABAS  database  or 
both)  in  IBM  Mainframe  batch 
and  online  environments;  Appli¬ 
cant  should  possess  solid  user- 
interaction  skills  allowing  him  to 
work  well  with  others;  Minimum 
3  yrs  experience  as  computer 
systems  analyst  or  programmer 
analyst;  work  -F,  8-5;  Jobs 
available  in  Sacramento,  CA; 
requires  BS  or  equivalent  in 
Computer  Science,  Engineering 
or  related  field;  $70,000/yr.  Send 
resumes  to  Brady  Hartman, 
Ategra  Systems,  Inc.,  7085 
University  Blvd.,  Winter  Park,  FL 
32792,  or  e-mail  resumes  to 
DEBrownQAteora.com. 


IT  Professionals  needed. 
Adventnet  Inc.,  a  Pleasanton  CA 
company  has  several  positions 
available  for  qualified  candidates 
possessing  MS/BS  or  equivalent 
and  relevant  work  experience. 
Work  with  2  of  the  following: 
Java,  Corba,  SNMP/TLI,  XML 
and  Weblogic.  Fax  resume  to: 
(925)  924-9600  attn:  Mr.  Sreenivas 
Kanumuru  or  email  to  svk@ 
adventnet.com. 


COMPUTER/INFO 

CONSULTANT 

ThinkFast  Consulting  seeks  an 
individual  to  design  business 
intelligence  applications  for 
relational  database  and/or 
multi-  dimensional  database.  Will 
design  user  interface  in  Visual 
Basic/Visual  Basic  for  applica¬ 
tion  on  the  Web  ,  program  the 
applications  using  Visual  Basic, 
C/C++  or  JavaScript ,  test  devel¬ 
oped  applications  and  train  end 
users.  Requires  bachelor's  degree 
in  management  of  information 
systems,  computer  science,  en¬ 
gineering,  mathematics  or  related 
field. 

Send  resume  to  Thomas  Kent: 

ThinkFast  Consulting 
8700  W.  Bryn  Mawr,  #830N 
Chicago,  IL  60631 


Requirement: 

•  Need  Project  Leader  for  Web 
based  E-Commerce  Application 

•  Marketing  Manager. 

Contact: 

Syscom  Enterprise  Solution,  Inc 
18601  Hatteras  Street,  #249 
Tarzana  CA-91356 
Call:1-866-syscomes  (797-2663), 
Fax:818-609-8958 
E-mail:  Jobs@syscomes.com 
Visit  us:  www.syscomes.com 


Software  Jobs  (Consultants): 
Various  places  in  US.  SW  Engr., 
Prog/Anlyst,  DBA,  User  Supp, 
Supv,  Comp.  Sec.  Coord,  etc. 
Pay  DOE.  Send  copy  of  this  ad  + 
your  resume  w/salary  reqs,  job 
interests  to:  Geosoft  Infotek,  CA 
94015  or  email:  geolog@mind- 
spring.com 


Siebel  Software  Consultants, 
multiple  positions  available, 
Analyze  and  assess  client's 
business  processes,  user 
requirements  and  specifications, 
install  and  implement  Siebel 
CRM  software  or  conduct 
Scopus  to  Siebel  migration  in  the 
Windows  NT  environment;  utilize 
Crystal  Reports,  Actuate  Report 
Writer  and  other  software  to 
develop  and  test  programs  and 
to  customize  views,  applets, 
screens,  business  components, 
business  objects  and  links  to 
achieve  maximum  functionality 
and  Oracle  data  warehousing 
based  on  the  client's  defined 
requirements;  survey  end-users 
to  develop,  modify  and  maintain 
computer  systems  and  provide 
training  and  knowledge  transfer. 
Requires  Bachelors  degree  or 
foreign  equivalent  in  computer 
science,  math,  engineering, 
business  or  finance,  two  years 
experience  as  a  software  con¬ 
sultant  and  eighteen  months 
experience  working  with  Windows 
NT,  Oracle,  Siebel  and  Crystal 
Reports  or  Actuate  Report 
Writer.  8  am  to  5  pm  M-F; 
$80,000/yr.  Job  is  in  Denver  and 
other  unanticipated  locations  in 
the  U.S.,  application  is  by 
resume  only  to  Colorado 
Department  of  Labor  &  Employ¬ 
ment,  Employment  Programs, 
Attn:  Jim  Shimada,  Two  Park 
Central,  Ste.  400,  1515  Arapa¬ 
hoe  St.,  Denver,  CO  80202. 
Refer  to  job  order  number 
JL-1 118757. 


National  Instruments  Corp  is  a 
fast  growing  Hi-tech  Co  based  in 
Austin,  TX  and  is  currently  seek¬ 
ing  to  fill  multiple  positions  in  the 
following: 

Software  Engineers 
Research,  dsgn  &  dvlp  s/ware  in 
mainly  C/C++  using  00  dsgn  & 
s/ware  dsgn  principles.  Must 
have  Bachelors  in  Engg,  or 
Comp  Sci  or  Physics  or  Math. 
CODE:  ZSW 

Applications  Engineers 
Develop  applications  for  products, 
systems  and  new  business 
opportunities.  Provide  technical 
support  for  software  products 
and  their  applications  to  cus¬ 
tomers,  sales  engineers,  and 
distributors.  Resolve  technical 
issues  using  an  understanding 
of  electronics  and  software  pro¬ 
gramming  fundamentals.  Must 
have  Bachelor’s  in  Engineering 
or  Computer  Science,  or  Physics 
or  Math.  CODE:  ZAE 

Computer  Hardware  Design 
Engineers 

Research,  dvlp  &  manage  pro¬ 
jects  in  data  acquisition,  signal 
conditioning,  industrial  commu¬ 
nication,  instrument  Ctrl,  image 
acquisition,  embedded  controllers 
&  ASIC  prdcts  using  dsgn  tech¬ 
niques  in  analog  &  digital  circuit 
dsgn,  comp  architecture,  com¬ 
munication  bus  interfacing  & 
digital  signal  processing.  Must 
have  Bachelors  in  Engg,  Comp 
Sci,  or  Physics  or  Math.  CODE: 
ZHE 

Programmer/Analysts  (Business 
Processes) 

Plan,  analyze,  dsgn,  dvlp  &  test 
s/ware  using  Oracle,  Lotus 
Notes,  Web;  use  GUI  &  object- 
oriented  dsgn  to  dvlp  user 
interfaces  &  data  entry  screens 
that  support  business  functions. 
Bach  in  Info  Sys  or  Comp  Sci  or 
Business  Admin.  CODE:  ZPA 

Staff  Programmer/Analysts 
Evaluating  applications  develop¬ 
ment  projects,  leading  a  team  of 
Programmer  analysts/interns; 
planning,  analyzing,  dsgng, 
dvlpng  &  testing  s/ware  using 
Oracle  &  Lotus  Notes;  using  GUI 
&  object-oriented  dsgn  to  dvlp 
user  interfaces  &  data  entry 
screens.  Bach,  needed  and  2 
years  as  Programmer/Analyst. 
CODE:  SPA 

Fax  resumes  to:  Rebecca 
Snook,  National  Instruments 
Corp  at  512-683-6924.  Job 
Code  must  appear  on  resume. 


NE  OH  charity  seeks  Systems 
Analyst  to  analyze  user  req., 
procedures  &  problems  to  auto¬ 
mate  processing/improve  existing 
computer  system;  troubleshoot; 
eval.  existing  IS  for  effectiveness. 
Bachelor's  Computer  Sci.  Min 
Six  (6)  mos  in-job  exp  or  six  (6) 
mos  job-related  exp.  Resumes  to 
Human  Resources,  Murtis  H. 
Taylor  Multi-Svc.  Ctr.,  13422 
Kinsman  Rd.,  Cleveland,  OH 
44120.  EOE.  No  calls. 


Computer  Applications  Re¬ 
searcher  (College  Station, TX): 

Researches  and  designs  custom 
computer  software  for  applications 
in  Engineering  and  Business 
Data  Processing  using  engi¬ 
neering  principles  and  data  mining 
techniques,  such  as  Data 
Cleansing  and  Transformation, 
Time  Series  Analysis  and  Visu¬ 
alization.  Writes  proposals  to 
government  and  industrial  funding 
agencies  to  obtain  research 
funding.  Must  have  M.S.  in  Engi¬ 
neering  or  Computer  Science 
with  3-year  experience  in  carrying 
above  duties  or  3-year  experi¬ 
ence  in  using  Data  Cleansing 
and  Transformation,  Time  Series 
Analysis  and  Visualization. 
Contact:  Knowledge  Based 
Systems,  Inc.  at  1408  Univer¬ 
sity  Drive  East,  College  Station, 
TX  77840,  Tel:  (979)  260-5274, 
Fax:  (979)  260-1965. 


Senior  (Client/Server)  Program¬ 
mer,  Programs,  tests,  debugs, 
designs,  and  modifies  applications 
in  various  client/server  environ¬ 
ments  for  order  entry,  order  status, 
and  inventory  management. 
Analyzes,  designs,  implements, 
and  tests  web-based  software 
installed  in  a  client/server  envi¬ 
ronment  utilizing  Visual  Studio 
products,  including  VB6.0  and 
Visual  Interdev  6.0,  MS  MTS/ 
COM.  ASP.  HTML,  SQL  7.0, 
JavaScript,  Visual  C++.  Archi¬ 
tecture  and  platform  involved 
are:  IIS  Web  Server,  Personal 
Web  Server.  MTS,  SQL  Server, 
Windows  NT  on  a  Novell  Ethernet 
LAN  system.  Requires  Master’s 
Degree  in  Computer  Science. 
Applicants  must  show  proof  of 
legal  authority  to  work  in  the  U.S. 
Must  accept  40  hours  per  week 
from  8:00  am  to  4:30  pm  at 
$50,500.00  per  year.  No  calls, 
send  2  copies  of  both  resume 
and  cover  letter  to:  Illinois 
Department  of  Employment 
Security,  401  South  State  Street- 
7  North  Chicago,  IL  60605,  Attn: 
Leila  Jackson,  Reference#:  V-IL 
24569-J  AN  EMPLOYER  PAID 
AD. 


Systems  Analyst.  40  hr/wk  Mon- 
Fri  9  a.m.  -  5  p.m.  $70,000/yr. 
Database  Administration  of 
Sybase  such  as  Database 
Tuning,  Optimization,  Monitoring 
Performance,  Backup  and 
ensuring  smooth  running  of  the 
system.  Migration  from  lower 
version  of  Sybase  (4.9)  to  higher 
version  of  Sybase  (10.0)  under 
HP-UX  environment.  Require 
two  years  experience  in  job 
offered  or  as  Systems  Officer. 
Applicant  must  show  proof  of 
legal  authority  to  work  in  the  U.S. 
West  Suburb.  Send  resumes  to 
Illinois  Department  of  Employ¬ 
ment  Security,  401  South  State 
Street -7  North,  Chicago,  Illinois 
60605,  Attention:  Leila  Jackson; 
Reference  #V-IL  24366-J.  An 
Employer  Paid  Ad.  No  Calls. 
Send  2  copies  of  both  resume 
and  cover  letter. 


Senior  Analyst/Programmer 
e-Commerce) 

Southwest  Corporate  is  a  4.4 
billion  dollar  wholesale  financial 
institution  based  in  North  Dallas. 
The  position  develops  &  supports 
automated  data  processing  sys¬ 
tems  &  Web-based  applications. 
Perform  analysis,  design,  coding, 
testing,  documentation,  imple¬ 
mentation  &  support  of  application 
software.  Utilize  the  following  to 
develop  applications:  CCUN/400, 
ARKSYS,  Object  Oriented 
Analysis/Object  Oriented  Design 
concept  &  3-tiered  Client/Server 
using  Distributed  Component 
Object  Model,  RPG/400,  HTML, 
Java  Script,  CGI  Script,  UML, 
Visual  Basic,  AS4000  utilities, 
UNIX,  several  PC-based  utilities, 
IIS,  MTS,  &  SQL.  Requirements 
include,  Master’s  degree  in 
Computer  Science  or  Software 
Engineering;  Visual  Basic  certifi¬ 
cation;  40-hour  workweek.  For 
consideration,  please  forward 
resumes  to: 

Fax  (972)  861-3306  or 
Human  Resources-CW 
7920  Belt  Line  LB-109 
Dallas,  TX  75240 
"No  phone  calls  please." 


Anark  Corporation,  an  internet 
media  infrastructure  company, 
seeks  Chief  Information  Officer 
to  manage  company's  enterprise 
wide  communication  and  infor¬ 
mation  exchange  standards, 
tools  and  procedures  at  its  Boulder, 
Colorado  location.  Requires  one 
year  experience  designing  and 
developing  multi-media  software 
applications  and  working  knowl¬ 
edge  of  Microsoft  NT,  UNIX,  LAN 
and  WAN  hardware  technology, 
realtime  3D  graphics  program¬ 
ming  HTML,  C/C++,  assembly 
language  programming  and 
neural  networks.  Interested 
persons  should  fax  their  resumes 
to  303-545-2575  (Attn:  K.  Lawlor) 


Software  Quality  Engineer. 
Conduct  data  quality  testing  and 
analysis,  including  accessing 
SQL  databases;  creating  and 
testing  SQL  stored  procedures, 
and  query  analysis;  software 
development  and  testing;  and 
research  and  analysis  of  stock 
data.  Must  have  Bachelor's 
degree  in  MIS  and  knowledge  of 
SQL,  Visual  Basic,  C++,  ASP, 
and  accounting  knowledge  for 
stock  analysis.  Send  resume 
with  cover  letter  to  Stockpoint, 
Inc.,  Attn:  Ronald  Stablein,  2600 
Crosspark  Rd.,  Coralville,  Iowa 
52241 . 


Research  Analyst  (College 
Station,  TX):  Researches  and 
develops  computer  programs  to 
solve  industrial  engineering 
problems  using  Neural  Network, 
Fuzzy  Logic  Models,  and  other 
advanced  mathematics  algo¬ 
rithms  and  engineering  principles, 
and  MATLAB  and  C++.  B.S.  in 
Engineering  or  Computer  Science 
plus  one  year  experience  in  using 
Neural  Network,  Fuzzy  Logic 
Models  to  do  computer  program¬ 
ming  in  MATLAB  and  C++  for 
engineering  data  analysis  and 
simulation  modeling.  Contact: 
Knowledge  Based  Systems, 
Inc.  at  1408  University  Drive 
East,  College  Station,  TX 
77840, Tel:  (979)  260-5274,  Fax: 
(979)  260-1965. 


ABB  Network  Management, 
Sugar  Land,  TX  branch, 
seeks  experienced  Applica¬ 
tions  Developers  for  power 
system  applications  software 
design  and  development. 
BS/MS  in  Electrical/Computer 
Engineering,  Fortran,  C, 
C++  and  loadflow,  contin¬ 
gency,  and  power  system 
network  analytical  skills. 
Send  resume  to  A.  Timmons, 
H.R.  Mgr.,  1601  Industrial 
Blvd.,  Sugar  Land,  TX  77479 
or  on  line  to  Timmons 
@abbnm.com 


Software  Engineer,  2  pos, 
Colorado  Springs,  CO  &  other 
unanticipated  Iocs  in  US.  Impact 
analysis,  dsgn,  code,  test,  implmt 
&  maintain  C/S  Distributed 
D/base  applies  using  Structured 
Object  Oriented  methodologies, 
C,  C++,  Informix,  and  Java.  Dvlp 
scripts  using  Perl,  CGI,  HTML& 
UNIX  shell  scripts.  Involved  in 
overall  s/ware  dvlpmt  cycle.  M.S. 
Comp.  Sci./Eng./CIS/MIS/Phy/ 
Math  (or  foreign  deg  equiv)  +3 
yrs  exp  or  BS  +  5  yrs  exp.  40 
hr/wk.  $66, 1 00/yr.  Application  by 
resume.  Mail  resume  to  CO  Dept 
of  Labor  &  Employment,  Attn: 
Jim  Shimada,  Tower  2,  Ste  400, 
1515  Arapahoe  St.,  Denver,  CO 
80202-21 1 7,  ref  JO  #  JL1 1 1 9344. 


NE  OH  insurance  co.  seeks 
Programmer  Analyst/PL-lll  to 
analyze  user  req.,  procedures  & 
problems  to  improve  processing 
of  computer  system.  Bachelor's 
Business  Admin.,  or  equiv. 
based  on  cred.  eval.  Exp.  must 
incl.  C,  C++,  VC++,  MQ  Series, 
DB2-UDB.  Resumes  to  H.R. 
Mgr..  Progressive  Casualty,  Inc., 
6300  Wilson  Mills  Rd.,  Box 
#N728,  Mayfield  Vi!.,  OH  44143 
EOE.  No  calls. 


MILLIONS  OF 
READERS 

MILLIONS  OF 
SURFERS 


ONLY 
THOUSANDS 
OF  DOLLARS 

TOTAL  IMPACT 
TOTAL 
SAVINGS 


Put  your  message  in 
ITcareers  and 
ITcareers.com  and 
reach  the  world’s 
best  IT  talent. 


ITcareers 

where  the  best  get  better 
1-800-782-2977 

ITcareers.com 
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IT  CAREERS 


Software  Consultant  needed  by 
NYC  internet  company.  BS/MS 
in  Comp  Sci  or  related  field  with 
relevant  work  exp  reqd.  Must  be 
able  to  use  databases,  Oracle, 
PL/SQL  &  Developer  2000. 
Reply  to:  Joanne  Leavey,  Deep- 
Bridge  Content  Solutions,  61 
Broadway,  Suite  800,  New  York, 
NY  10006. 


Talent  is 
the  fuel  of 
the  new 
economy. 

Fill  up 
with 

ITcareers. 


ITcareers  and 
IT  careers.com 
can  pur  your 
message  in  front 
of  2/3  of  all  US 
IT  professionals. 
If  you  want  to 
make  hires, 
make  your  way 
into  our  pages. 
Call  Janis 
Crowley  at 
1-800-762-2977 


ITcareers 

where  the  best 
get  better 


Systems  Administrator  wanted 
by  New  Jersey  based  Co  for  job 
loc  throughout  the  US.  Must 
have  Bachelor's  degree  in 
Electrical,  Electronics,  Telecomm, 
or  Comp.  Engg.  &  3  years  exp.  in 
Comp.  Software  Development 
and/or  Cons,  or  Sys.  Admn. 
Respond  to:  HR,  MJ  Technologies 
of  NJ,  Inc.,  762  Green  St.,  Ste. 
#2C,  Iselin,  NJ  08830.  (Ref.  RG 
7686) 

PROGRAMMER 

RCM  Technologies,  a  soft¬ 
ware  Consulting  Firm  in  NY, 
seeks  motivated  individual 
experienced  in  AS/400 
RPG,  Net.Data,  Java,  Java 
Script,  and  HTML  program¬ 
ming  in  a  CGI  environment. 
BS  in  Computer  Science 
required.  Email  resume  to 
CianciarusoM  @tdi-usa. 
com 


Sensormatic  Electronics  Corpo¬ 
ration,  Boca  Raton,  Florida  is 
seeking  an  ERP  Analyst  (finance) 
to  work  in  conjunction  with  ERP 
developers  in  the  development 
of  business  processes  within 
BaaN.  Candidates  should  have 
a  Bachelor's  degree  in  Finance, 
Management  Information  Systems 
or  related  field  and  3-5  years  of 
experience  with  BaaN  IV-Finance 
or  BaaN  ERP-Finance.  Submit 
resume  with  salary  history/ 
requirements  to  whalend® 
sensormatic.com  or  to  Debbie 
Whalen,  Director  IS  Americas, 
Sensormatic  Electronics  Corpo¬ 
ration,  P.O.  Box  5037,  Boca  Raton, 
FL  33431 .  No  phone  calls  please. 


Software  Engineers,  Programmer/ 
Analysts  and  Junior  Programmer/ 
Analysts  needed  in  A,  B,  C  (A); 
VB,  Access,  Oracle,  HTML,  Perl, 
Apache  Webserver,  Windows 
NT.;  (B)  VB,  ASP,  Oracle,  Forms, 
Reports,  SQLJPL  SQL,  JSP  (C) 
Java  (and  related  tools),  Oracle, 
Informix,  Pro*C,  C/C++,  Oracle 
Webserver.  Send  resume  to  HR, 
Radiumsoft,  Inc.  4470  Chamblee 
Dunwoody  Rd„  Atlanta,  GA 
30038.  Multiple  Positions.  EOE. 

Consultant  wanted  by  New  Jersey 
based  Co  involved  in  IS/IT  Prof 
Consulting  Services  for  job  loc 
throughout  the  US.  Must  have 
Master's  degree  in  Bus.  Admn. 
Comp  Sci.,  Engg.  and  2  yrs  of 
exp  in  Comp.  Sftwr  Developing 
and/or  Consulting.  Respond  to: 
HR  Dept.,  Akshay  Software  Intn'L, 
Inc.,  2025  S.  Lincoln  Hwy,  Ste. 
207,  Edison,  NJ  08817.  (Ref: 
RG7754IM). 


Senior  Bioinformatics  Specialist: 
Research,  design  and  develop 
computer  software  systems 
for  biotechnology  applications. 
BS/Computer  Science  or  related 
field.  4  years  scientific  computing 
experience  with  at  least  one  year 
experience  in  Oracle  or  Sybase 
database,  Java,  UNIX  and 
Windows  NT.  Bioinformatics/ 
Molecular  Biology  experience 
helpful  but  not  required.  Send 
Resume  To:  ResGen  2130 
Memorial  Parkway,  Huntsville,  Al 
35801 


Software  Engineer  (Melrose  Park, 
PA)  Team  lead  for  interactive 
voice  response  project.  Uses 
Win  2000  Server,  COM+,  ATL, 
Windows  Internet  API's,  XML, 
Oracle  Database,  IBM  Mainframe 
DB2,  Internet  Info.  Services  5.0. 
Master's  degree  in  Comp.  Sci. 
Fax  resume  (215)  782-2083. 


Software  Engineers  needed 
to  analyze,  dvlp,  maintain 
s/ware  solutions  using  Java, 
CORBA,  COM  &  Sapphire 
Web.  Apply  to  R.  Gorga, 
Sengen,  1000  Briggs  Rd, 
Mt.  Laurel,  NJ  08054. 


Several  computer  related 
positions  for  large  telecom¬ 
munications  cosuiting  ser¬ 
vices  company.  Send  resume 
to:  Betsy  Moya  at  LHS 
Communications  Systems, 
Inc.  d/b/a  Serna,  at  701 
Waterford  Way,  Miami, 
Florida  33126 


Software  Engineer  (multiple 
openings):  Design,  develop  &  im¬ 
plement  software  systems.  Two 
yrs  of  demonstrable  exp. 
using  SAP  and  related  software 
within  professional  experience. 
Masters  degree  in  one  of  several 
ltd.  fields:  computer  appls,  eng., 
math,  physics,  orchem.  Will  also 
accept  Bachelors  degree  plus 
five  yrs.  of  progressive  experi¬ 
ence  as  computer  professional. 
Must  be  willing  to  travel  and 
relocate.  Salary:  $105,000  / 
year,  F/T.  Please  submit  re¬ 
sumes  to:  Ms.  Mary  Pat  Curran, 
Supervisor,  McKeesport/Al¬ 
legheny  Co.  CareerLink,  345 
Fifth  Avenue,  McKeesport,  PA 
15132-2600.  Reference  Job  Or¬ 
der  Number:  WEB1 76836 


The  Boston  Group,  a  global 
provider  of  software  and  internet 
based  e-commerce  solutions,  is 
seeking  motivated  IT  profes¬ 
sionals  specializing  in: 

•  Network  Infrastructure/ 
Engineering; 

•  Business  Development; 

•  Software  Design  & 
Development;  and 

•  Web  Centric  Design  & 
Development 

Visit  our  website: 
www.bostongroupusa.com 
e-mail  your  resume  to 
recruiter®  bostongroupusa.com 
The  Boston  Group 
21  Southwest  Cutoff 
Northboro,  MA  01532 


Software  Engineer 

Analysis,  design  and  develop¬ 
ment  of  computer  software  for 
business  applications  using 
Java,  C++,  Oracle,  SQL  Server. 
BS  in  Comp  Sci,  Comp  Engg,  or 
Elec  Engg  (or  equiv)  &  1  yr  exp. 
Send  resume:  HR  Dept., 

Concise  Design 

350  5th  Av.,  Suite1833,  New 
York,  NY  10018 


Systems  Analyst  wanted  by  New 
York  based  Co  involved  in  IT 
Consulting  for  job  loc  throughout 
the  US.  Must  have  Bachelors 
degree  or  equiv.  in  Computer 
Science  and  four  years  of  expe¬ 
rience.  Must  have  proficiency  in 
the  PICK  Operating  System  and 
UNIX  which  may  be  demonstrated 
by  exp  in  working  with  PICK  and 
Unix.  Respond  to:  HR  Dept., 
Execu-Sys,  Inc.,  One  Penn  Plaza, 
Ste  3306,  New  York,  NY  10119. 
(Ref:  RG7752IM). 


Information  Technology  Architect. 
Job  location:  Lawrenceville,  GA. 
Duties:  Design  a  four-tier  web- 
based  application  environment 
using  several  MS  SQL  7.0  data¬ 
bases  developed  in  HTML, 
JavaScript  &  JAVA  in  a  Windows 
NT  2000  platform.  Develop  overall 
system  technical  architecture- 
both  hardware  &  software,  & 
analyze,  determine  &  document 
technical  requirements  &  impact 
analysis.  Perform  system  trou¬ 
bleshooting  &  problem  resolution, 
installing  &  configuring  hardware 
&  system  soft.,  providing  system 
performance  monitoring,  tuning 
&  leading  projects  for  strategic 
initiatives  in  the  NT  environment. 
Duties  involve  knowledge  & 
application  of  LAN/WAN  in  a 
Windows  NT  4.0  environment  & 
Cisco  Technologies.  Requires: 
B.S.  or  foreign  equiv.  in  Comp. 
Sci.  plus  1  yr.  exp.  in  the  job 
offered  or  1  yr.  exp.  as  a  Systems 
Engineer  &  6  months  training 
exp.  with  MCSE.  Exp.  which  may 
have  been  obtained  concurrently, 
must  include:  1  yr.  of  exp.  in  MS 
SQL,  JavaScript  and  LAN/WAN 
in  a  Windows  NT  4.0  environment. 
Send  resume  to  Mansur  Lalji, 
Mr.  Care  Cleaners,  1414 
Lawrenceville  Suwanee  Rd., 
Lawrenceville,  GA  30043. 


e-lite  companies 

e-merginq  companies 

iTEE’ZEa 

fPssential  companies 

where  the  best 

get  bstter 

e-normous  opportunities 

1 -800 -7S2 -2977 

Senior  Oracle  Software  Engi¬ 
neer  (Atlanta,  GA):  Technical 
lead  responsible  for  research, 
design,  development,  testing 
and  documentation  of  Oracle 
ERP  computer  software  and 
related  computer  systems,  Oracle 
modules  (Financials,  Manufac¬ 
turing.  Internet-Procurement, 
Self  Service  HR  and  Self  Service 
Web  Expenses)  and  custom 
integration  of  products  with  other 
third  party  systems  using  Oracle 
Developer  2000.  Will  utilize 
Java,  HTML,  XML,  UNIX,  SQL, 
and  PLSQL.  Will  consult  with 
hardware  and  other  software 
engineers  to  evaluate  interface 
between  hardware  and  software, 
and  operational  and  perfor¬ 
mance  requirements  of  overall 
system  within  time  and  cost 
constraints.  May  interface  with 
users  to  define  system  require¬ 
ments  and/or  necessary  modifi¬ 
cations.  Must  have  a  Master's 
Degree  or  foreign  degree  equiv¬ 
alent  in  Computer  Science, 
Information  Systems.  Engineer¬ 
ing  or  related  field  AND  3  years 
exp.  in  job  offered  or  3  yrs  exp 
in  a  position  involving  Oracle 
development.  In  lieu  of  Master’s 
Degree,  will  accept  a  Bachelor's 
Degree  or  foreign  degree  equiv¬ 
alent  in  Computer  Science, 
Information  Systems,  Engineer¬ 
ing,  or  related  field  AND  5  yrs 
exp.  in  job  offered  or  5  yrs  exp. 
in  position  involving  Oracle 
development.  Experience  may 
have  been  obtained  concurrent¬ 
ly  and  must  include:  (i)  3  yrs 
combined  exp.  in  Java,  HTML, 
XML,  UNIX,  SQL,  and  PLSQL; 
(ii)  2  yrs  exp  in  full  life  cycle  Oracle 
ERP  implementation;  (iii)  2  yrs 
exp.  in  Oracle  Developer  2000; 
(iv)  2  yrs  exp.  in  Oracle  ERP 
lifecycle  methodology  (either 
AIM,  R2i  or  E/ROI);  and  (v)  2 
yrs  total  combined  technical  exp. 
in  the  following  Oracle  modules: 
Financials,  Manufacturing,  Inter¬ 
net-Procurement,  Self  Service 
HR  and  Self  Service  Web 
Expenses.  Must  have  legal 
authority  to  work  in  the  U.S. 
Send  resume  to:  N.  Bression- 
Page,  SI  Corp.  (REF:  SSE5) 
3390  Peachtree  Road,  N.E.,  Ste, 
1700,  Atlanta,  GA  30326 


SOFTWARE  ENGINEER  to 
provide  on-site  consultancy  in 
complete  life  cycle  design  and 
development  of  wireless  com¬ 
munications  systems  from 
concept  to  configuration;  design 
of  pricing  module  processes  for 
GSM  market  using  Windows/ 
UNIX  platforms;  database  tools 
using  Microsoft  Dev  Studio 
and  J  Builder,  object  oriented 
methodologies  using  Visual 
Cafe;  and  stored  procedures 
development  using  Korn  Shell 
scripting  and  Transact-SQL  and 
various  other  object  oriented 
concepts.  Require:  Master  in 
Computer  Science/Electronics 
Engineering  and  two  years 
experience  in  the  job  offered  or 
as  Development  Engineer.  40% 
travel  required  to  customer 
locations  within  the  United 
States.  Salary:  $70,000  per  year, 
8:30  am  to  5:30  pm,  M-F.  Apply 
with  resume  to:  President, 
Softscape  America,  Inc.,  3308 
Peachtree  Industrial  Blvd.,  Suite 
120,  Duluth,  GA  30096. 


Chief  Planning  Analyst  for  medical 
practice  management  software 
company  in  Maywood,  NJ.  Mini¬ 
mum  two  years  experience  in 
providing  technical  support  and 
systems  administration  special¬ 
izing  in  MUMPS  Databases, 
including  installing  and  configuring 
AIX  Unix,  SCO  Unix,  and 
Microsoft  operating  systems, 
customizing  and  configuring 
software  and  hardware  systems, 
troubleshooting  and  debugging 
complex  hardware  and  software 
system  problems,  and  maintaining 
critical  back-up  systems.  Requires 
at  least  an  Associates  degree  in 
Electronics  Engineering  or  equiv¬ 
alent.  Send  resume  to  David 
Barzillai.  Advanced  Data  Systems 
Corporation,  255  Spring  Valley 
Avenue,  Maywood,  New  Jersey 
07067. 


COMPUTER  PROFESSIONALS 

MAKE  IT  YOUR  BUSINESS 
TO  GET  IN  ON  E-BUSINESS 

CHC  is  a  strategic  E-Business 
solutions  and  professional  ser¬ 
vices  company  that  is  powering 
a  new  breed  of  rapid  growth  in¬ 
ternet  developers.  With  thirty 
years  of  experience,  CHC  is  a 
global  leader  in  systems  integra¬ 
tion,  migration  and  innovation, 
enabling  companies  to  stay 
ahead  of  the  technological 
curve. 

Immediate  opportunities  for. 

•  WEB  ARCHITECTS  and 
•WEB  DEVELOPERS 

w/  a  combination  of  the  following: 

•  COLD  FUSION  •  SPECTRA 

•  ORACLE  •  VISUAL  BASIC 

•  VISUAL  C++  •  SIEBEL  •  ASP 

•  COM,  DCOM  •  JSP  •  HTML 

•  JAVA,  JAVA  BEAN  •  EJB  JAVA 
SERVLETS  •  WEBSPHERE 

•  IBM  MQ  SERIES  •  XML,  UML 

•  MTS  •  CLARIFY  •  PERL 
•OBJECTPERL  •  SPYPERL 

•  SMALLTALK  •  PL/SQL 

•  VISUAL  AGE 


We  also  have  positions  open  tor: 

•  PROJECT  MANAGERS 

•  BUSINESS  ANALYSTS 

•  SYSTEMS  ANALYSTS 
•WEB  GRAPHIC  DESIGNERS 
•NETWORK  ENGINEERS 
with  integration,  registry,  DLL's 
and  MSI  packaging 

•  OBJECT  ORIENTED  DESIGN 

•  CMM  LEVEL  II 
•UNIX  SYSTEM  ADMINS 
with  Sun  Solaris 

For  more  detailed  job 
descriptions,  visit  our  website  @ 
www.computerhorizons.com 

We'll  provide  you  with  a  stimu¬ 
lating  supportive  environment, 
attractive  salaries  and  benefits 
including:  Tuition  Reimbursement. 
401 K  Savings  Plan  Company 
Matched,  Life,  Health,  Dental 
Plan,  On-Going  Technical  Training 
and  Employee  Assistance 
Program.  Please  forward  your 
resume  to:  Tom  Culmone, 
Staffing  Manager,  Dept  611, 
COMPUTER  HORIZONS 
CORP.  49  Old  Bloomfield 
Avenue,  Mountain  Lakes,  New 
Jersey  07046-1495.  Call  973- 
299-4000  or  1-800-321-2421. 
Fax:  973-331-1632.  E-mail: 
jobsOcomputerhorizons. 
com  (in  MS  Word  format  only, 
please).  An  Equal  Opportunity 
Employer  M/F. 


GIS  Analyst:  Analyze,  dsgn  & 
prog'm  web/desktop  GIS  appl'ns 
w/ VB,  ASP,  ArcIMS/Mapguide  & 
Avenue/AML;  Dsgn  &  devl'p  GIS 
db,  integrate  sys.  w/  Oracle, 
PL/SQL  Access  VBA.  40h/w, 
8-5,  MS  in  Eng'g,  6-mon  exp  in 
Oracle,  VB,  &  Avenue/AML. 
Resume  to  Jack  Hampson, 
PBS&J,  5300  W.  Cypress  St. 
#300,  Tampa,  FL  33607.  Email: 
jchampson  @  pbsj  .com 


♦ 


Software  Engineer-Research, 
develop  &  design  logic  circuits 
for  TDMA  cellular  phones. 
Implement  HMI  for  handheld 
telecommunication  devices  using 
C,C++,  &  Script  Based  Markup 
Languages.  Must  have  Master's 
Degree  in  Computer  Science, 
Physics,  or  Electrical  Engineer¬ 
ing.  Please  fax  resume  to  770- 
338-6001. 
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Despite  the  tangled  state  of  the  e-tech  world, 
e-business  is  booming.  In  simple  terms,  the 
accelerator  is  to  the  floor  as  companies  quicken 
their  speed  toward  enabling  e-strategies. 

Mega-healthcare  giant  Johnson  &  Johnson  has 
created  a  new  division,  e-JNJ,  to  focus  the  company’s 
varied  subsidiaries  on  using  emerging  technologies. 
"e-JNJ  is  a  catalyst,"  says  Scott  Woody,  director- 
recruitment  sourcing.  “In  addition  to  identifying 
emerging  technologies  for  the  J&J  family  of  compa¬ 
nies,  the  division  serves  as  a  consultant  to  each  of 
the  operating  companies,  helping  them  move  more 
quickly  into  new  e-enabled  processes.” 

This  internally  focused  use  of  e-business  concepts 
is  a  different  angle  to  the  information  technology 
prowess  of  KPMG  LLP.  Gary  Berletti,  manager  of  the 
KPMG  Information  Security  Operations  Team,  says  the 
firm  is  implementing  web-based  learning  management 
systems  and  using  the  Internet  as  a  network  transport 
between  KPMG  employees.  The  application  must  be 
secure  and  flexible. 

“We’re  also  evaluating  how  best  to  integrate 
wireless  devices  within  our  network,”  Berletti  adds. 
“Our  internal  systems  are  serving  approximately 


27,000  employees,  so  the  challenges  are  significant.” 

KPMG  is  looking  for  a  range  of  skilled  profes¬ 
sionals,  from  web  developers  to  security  architects, 
database  analysts,  business  analysts  and  system 
administrators.  “We  are  looking  for  highly  skilled 
individuals  who  have  proven  experience  with  a 
variety  of  technologies." 

Johnson  &  Johnson  has  openings  throughout 
its  family  of  companies,  as  well  as  in  the  Central 
e-JNJ  division.  Johnson  &  Johnson  has  a  broad 
range  of  technical  opportunities  covering  many  disci¬ 
plines,  such  as  web  applications  directors,  senior 
application  specialists,  data  architects,  infrastructure 
directors  and  IM  analysts. 

“We  look  for  strong  leadership  skills,  IT  project 
management  experience  and  exposure  to  e-business 
initiatives  as  it  relates  to  the  business,”  says  Woody. 
Within  the  affiliated  companies,  IT  employees  may 
work  with  a  pharmaceutical  company  on  its  clinical 
trial  database  and  infrastructure  or  with  marketing 
clients  to  remain  cutting  edge  with  technology  as  it 
relates  to  the  consumer.  The  central  IT  group  focuses 
on  the  connectivity  technologies  that  link  the  busi¬ 
nesses,  their  data  and  people. 
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WHY  CHOOSE  THESE  FIRMS? 

Johnson  &  Johnson  and  KPMG  both  share  a 
characteristic  -  they  offer  IT  professionals  opportuni¬ 
ties  that  deliver  variety  in  terms  of  projects  and 
results  while  remaining  with  the  same  employer. 

“KPMG  employees  are  exposed  to  advanced 
technologies,  and  on-going  education  and  develop¬ 
ment  are  offered"  says  Berletti.  “There  is  a  great  deal 
of  opportunity,  whether  you  want  to  become  a  techni¬ 
cal  professional  in  a  specific  area  or  in  a  manage¬ 
ment  capacity.  More  important  though  is  the  quality 
of  life.  There’s  a  real  emphasis  on  that  at  KPMG." 

The  dynamic  career  opportunities  aside, 
Johnson  &  Johnson  offers  IT  experts  a  chance  to 
work  in  a  small  company  environment  with  one  of 
J&J  ‘s  1  94  different  operating  units.  You  can  have  an 
impact  on  the  day-to-day  operation,  while  working 
for  one  of  the  world’s  leading  companies.  “We  invest 
heavily  in  information  technology,”  says  Woody.  “One 
of  the  things  our  company  did  was  to  set  a  goal  that 
we  would  be  the  best  connected  healthcare  compa¬ 
ny  in  the  world.  We  mean  that  in  many  ways  -  using 
technology  with  our  customers,  with  external 
business  partners  and  within  our  companies.” 

For  more  job  opportunities  with  e-business  firms,  turn  to  the 
pages  of  ITcareers. 

•  If  you'd  like  to  take  part  in  an  upcoming  ITcareers  feature,  contact 
Janis  Crowley,  650.312.0607  or  janis_crowley@itcareers.net. 
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Power  the  future  of  your 
business  with  our  technology  talent. 

We're  North  America's  leading  provider  of  technical 
gurus  for  e-business  development,  multiplatform 
systems,  network  engineering  and  tech  support. 

We  guarantee  that  our  people  are  qualified  to  get 
the  job  done  right.  Call  today  and  we'll  show 
you  how  easy  it  is  to  keep  profits  up 
and  overhead  down. 


Free  2001  Salary 
Guide.  Call  today, 
and  find  out  what 
they're  paying 
technical  talent  all 
over  the  country. 


rhic.com  •  800.793.5533 
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West  Group,  the  foremost  provider  of  e-information  and  solutions  to  the  U.S. 
legal  market,  is  proud  to  be  one  of  Computerworld  magazine’s  “Best  Places  to 
Work  in  IT.” 


BEST  PLACES 
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The  award  recognizes  our  core  commitment  to  technology,  work/life  balance, 
and  education.  At  West  Group  we  provide  the  tools,  environment  and 
opportunities  necessary  to  grow  and  succeed.  Part  of  TheThomson  Corporation, 
a  leading  global  e-information  and  solutions  company  serving  the  business  and 
professional  marketplace,  West  Group  provides  over  4,000  state-of-the-art  online,  CD- 
ROM  and  print  products.  Positioned  for  continued  success  and  technological  leadership, 
we  also  provide  a  unique  environment  in  which  you 
can  excel.  Jh. 


Learn  more  about  our  world-class  technology, 
work  environment  and  people.  Check  us  out  online 
at  www.westgroup.com  or  apply  online  at 
www.jobs.westgroup.com.  An  Equal  Opportunity 
Employer. 


WEST  GROUP 

A  THOMSON  COMPANY 
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Your  best  investment 


WlTls  2001 

Professional  Women’s 
Summit  &  Exposition 


June  20  &  21,  2001 

Santa  Clara  Convention  Center  ▼  Santa  Clara,  CA 

For  more  information,  conference  package  pricing  or  to  register  for 
the  Professional  Women's  Summit  please  visit  us  at 
www.witi.com  or  call  toll-free  800.3  34. W1T1 


is  your  professional  network 


W1T1  offers  a  dynamic  2-day  accelerated  program  that  will  provide  every  professional  women  with  the  essential  tools, 
opportunities,  insights  and  connections  to  achieve  her  goals.  Take  advantage  of  this  unique  occasion  to  network  with 
top  leaders  and  visionaries  utilizing  technology  to  succeed. 

Over  the  course  of  2  days  you  will  be  offered: 

►  Powerful  keynote  sessions 
►  Practical  skill-building  workshops 
►  Dynamic  roundtable  discussions 
►  Highly  interactive  panel  discussions 
►  Networking,  Networking,  Networking. 

I  have  learned  so  much  about  myself,  my  environment,  and  the  people  that  work  with  me  and 
live  with  me  from  this  WIT!  Conference.  The  only  thing  that  I  can  say  is  that  as  a  professional 
woman  in  any  technological  or  business  field,  you  MUST  attend  this  conference! 

Kathrine  Roberts,  Mainframe  Programmer,  West  Corporation 

Don't  miss  Bring  Your  Daughter  to  the  Conference  Day  -  Thursday,  June  21. 

Sign  up  for  the  Santa  Clara  conference  before  June  18,  2001 
and  receive  a  $100  discount. 
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The  soured  economy  has 
intensified  pressure  on  IT  ven¬ 
dors  to  sell  and  sell  quickly.And, 
as  more  of  these  vendors  un¬ 
leash  the  full-court  press,  innov¬ 
ative  IT  departments  are 
putting  procedures  in  place 
to  better  coordinate  their 
responses.  It’s  not  just  a  matter 
of  having  a  firm  but  polite  way 
of  saying  no  —  IT  executives 
need  to  make  sure  the  selection 
process  helps  them  find  the 
right  technologies  they  need  to 
stay  on  the  leading  edge. 

“We  reach  the  short  list  for  IT 
vendors  all  the  time,”  says  Jim 
Thannum,  director  of  Internet 
engineering  and  communica¬ 
tions  at  FedEx,  which  recently 
overhauled  its  technology 
screening  process.  “We  were 
just  getting  inundated  with 
calls.  .  .  .  Very  often,  high-level 
officers  of  the  company  would 
get  direct  requests.” 

The  package  delivery  giant 
uses  more  than  20,000  IT  prod¬ 
ucts  globally,  and  it  receives  five 
or  six  inquiries  per  day  from 
vendors  pitching  new  gear. 
Without  a  centralized  process, 
the  company’s  developers  and 
executives  were  spending  too 
much  time  reviewing  these 
requests. 

“We  were  missing  some  of 
the  best  products  because  we 
weren’t  looking  at  new  tech¬ 
nology  with  an  organized, 
methodical  process, ’’Thannum 
says. 


B2B, 

continued  from  page  14 

quoted,  we  can  find  it  in  other 
[public]  markets,"  says  Michael 
Mendoza,  Owens’  global  e- 
sourcing  leader. 

Speed  of  delivery  has  been  a 
big  plus,  he  says.  For  example, 
Owens  needed  caustic  soda, 
posted  its  request  to  ChemCon- 
nect  on  a  Saturday,  received 
several  supplier  quotes  Mon¬ 
day,  and  the  deal  was  finalized 
Tuesday. 

“If  we  did  it  the  traditional 
way,  it  would  have  taken  days 
to  find  out  who  [offers  this 
product] ,  ”  Mendoza  says. 

Industry  experts  say  market¬ 
places  will  eventually  flourish, 
but  first  they  need  to  live 
through  a  shakeout.  Private 
marketplaces  will  ultimately 
be  the  winning  model  and  will 
make  up  the  bulk  of  activity 
during  the  next  two  years  or 


"I/Ve  were 
missing 
some  of  the 
best  products 
because  we 
weren't  looking 
at  new  technology 
with  an  organised, 
methodical  process. 


Jim  Thannum,  FedEx  director  of  Internet 
engineering  and  communications  i 


The  number  of  requests 
sent  to  some  IT  executives  is 
staggering.  Michael  Williams, 
CIO  for  The  New  York  Times 
Co.,  receives  100  requests  per 
month  from  IT  vendors  who 
want  the  company  to  adopt 
their  latest  wares.  Most  of 
those  requests  come  via  tele¬ 
phone  to  Williams  or  his  direct 
reports,  who  filter  them  and 
assign  IT  staff  members  to 
investigate  promising  new 
technologies. 

“We  rely  on  our  IT  leadership 
team’s  experience  to  make  the 
appropriate  decisions,”  says  Joe 
Flynn,  group  director  of  systems 
and  technology.  “Their  deci¬ 
sions  consider  the  greater  IT 
industry  and  the  needs  of  inter- 


so,  they  say.  As  for  public  mar¬ 
ketplaces,  their  survival 
depends  on  if  they  can  trans¬ 
form  themselves  from  a  trans- 
action-based  model  to  offering 
software  and  services. 

And  the  consortia  model? 
Marketplaces  such  as  Covisint, 
Transora  and  Exostar  will  con¬ 
tinue  to  face  questions. 

“They  have  deep  pockets  so 
they’ll  last  longer,”  Crimson’s 
Gow  says.  But  these  market¬ 
places  have  control  issues, 
“namely  .  .  .  who  owns  and 
runs  the  exchange  [because 
consortium  marketplaces  are 
run  by  industry  giants],  and 
that  becomes  the  ultimate 
question  and  the  ultimate  rea¬ 
son  they  won’t  succeed.” 

Participants  will  know  if 
they  are  part  of  a  successful 
marketplace  if  their  business 
goals,  such  as  increasing  collab¬ 
orative  design  and  saving  costs, 
are  met ,  says  Meta’s  Martin.  a 


nal  customers.” 

The  newspaper’s  IT  staff  con¬ 
ducts  research  to  determine 
whether  a  new  product  and  its  i 
supplier  are  suitable  before  a 
pilot  project  is  undertaken. 
Adoption  depends  on  a  success¬ 
ful  pilot  test. 

“There  is  no  test  lab”  at  The 
New  York  Times,  says  Cindy 
Taibi,  group  director  for  sys¬ 
tems  and  technology.  Instead, 
pilot  projects  “provide  for 
proof  of  capability  and  process 
modeling.” 

IT  executives  at  The  New 
York  Times  say  a  well- 
researched  and  well-coordi¬ 
nated  approach  to  reviewing 
new  products  helps  minimize 
risk  and  maximize  opportunity 
for  gain.  These  reviews  are  “an 
essential  part  of  the  IT  business, 
consume  a  great  deal  of  time 
and  are  regulated  by  experience 
and  discipline, ’Taibi  adds. 

Without  a  coordinated 
approach,  Federal  Express 
found  that  its  2,000-plus  IT 
developers  were  spending  25% 
of  their  time  evaluating  and  test¬ 
ing  new  technologies. 

“Often  we  were  looking  at 
new  technologies  more  than 
once,”  Thannum  says.  “Our  ven¬ 
dors  are  very  creative  in  finding 
access  to  our  people.  .  .  .  I’ve 
never  found  a  developer  who 
hasn’t  been  contacted.” 

Last  year,  FedEx  Executive 
Vice  President  Robert  Carter 
tapped  Thannum  to  find  a  bet¬ 
ter  way  of  managing  the  tech¬ 
nology  assessment  and  testing 
process.  Thannum’s  goals 
were  to  find  a  faster,  more  effi¬ 
cient  way  to  review  vendor 
requests  and  to  make  sure  the 
company  didn’t  miss  impor¬ 
tant  developments. 


FedEx  decided  to  centralize 
the  technology  screening  proc¬ 
ess  and  control  the  access  that 
IT  vendors  have  to  the  com¬ 
pany.  But  FedEx  was  careful  not 
to  offend  IT  vendors  that  are 
also  its  customers. 

“We  are  trying  to  make  it  eas¬ 
ier  for  companies  to  do  busi¬ 
ness  with  us,”  Thannum  says. 
“We  thought  if  we  could  focus 
their  efforts,  they  would  have  a 
better  experience  with  FedEx. . 

.  .They  wouldn’t  have  to  talk 
with  so  many  different  develop¬ 
ment  groups  hoping  to  get  a  hit 
somewhere  along  the  line.” 

FedEx  trained  a  handful  of 
procurement  specialists  — 
dubbed  the  strategic  sourcing 
group  —  to  serve  as  a  clearing¬ 
house  for  IT  vendor  requests. 
The  group  asks  vendors  to 
send  a  short  e-mail  describing 
their  products  with  collateral 
materials  attached.  The  group 
screens  these  e-mails  and  for¬ 
wards  promising  inquiries  to 
one  of  30  technology  focus 
areas  established  across  the  IT 
department. 

These  focus  areas  —  such  as 
operating  systems,  messaging 
products  and  communications 
software  —  are  led  by  a  tech¬ 
nology  owner  working  in  that 
area.  If  the  technology  owner  is 
interested  in  a  new  product,  he 
invites  the  vendor  to  demon¬ 
strate  it  at  a  new  testing  lab 
called  the  Solutions  Center. 
Development  groups  across  the 
IT  department  can  witness  the 
demonstration  and  decide 
whether  to  move  forward  with 
a  pilot  project. 

“The  process  gives  our 
vendor/customer  a  high- 
quality  sales  lead  in  the  mini¬ 
mum  amount  of  time,” 


Thannum  says. 

FedEx’s  revamped  technol¬ 
ogy  screening  process  was 
established  eight  months  ago 
and  continues  to  evolve.  The 
process  costs  virtually  nothin 
because  it  uses  the  company's 
existing  e-mail  infrastructure . 

So  far,  FedEx  is  pleased  with 
the  results. 

“For  ever)-  100  technologies 
you  look  at,  you're  lucky  if  you 
have  one  hit,”  Thannum  says. 
“We’ve  already  had  several  great 
hits  on  technology  using  our 
new  process.” 

Pitches  that  arrive  outside  the 
established  channel  are  fun- 
neled  back  to  the  strategic 
sourcing  group,  which  then  asks 
the  vendor  to  refile  a  standard 
e-mail  request.  Every  request 
gets  a  reply  message  detailing 
whether  FedEx  is  interested  in 
pursuing  the  product. 

According  to  FedEx  officials, 
managers  like  having  a  stan¬ 
dardized  process  because  it 
saves  them  time  and  they  aren’t 
put  on  the  spot  by  vendors. 

FedEx  isn’t  the  only  organiza¬ 
tion  trying  to  turn  the  burden 
of  technology  screening  into  a 
plus.  Testing  new  products  is 
considered  a  fringe  benefit  at 
Stanford  University,  says  Jay 
Kohn,  assistant  director  of  net¬ 
working  for  the  university’s 
communication  and  network 
services  department. 

“If  something  sounds  really 
cool,  then  we  ll  look  at  it,” 
Kohn  says.  “We  get  the  oppor¬ 
tunity  to  look  at  some  fairly 
interesting  things  either  before 
they  are  products  or  before  the 
features  are  set.  Sometimes 
we’ve  been  able  to  influence 
what  is  actually  sold.” 

The  dozen  members  of 
Kohn’s  networking  group  each 
receive  a  few  vendor  requests 
every  week  by  phone  or  e-mail. 
Those  requests  get  filtered  to 
Kohn,  who  decides  which  prod¬ 
ucts  the  group  will  test  (with 
special  deference  given  to  prod¬ 
ucts  developed  by  the  school’s 
alumni).  Fler  team  has  time  to 
evaluate  one  or  two  products 
per  month. 

“Access  to  new  technology  is 
something  that  incentivizes  our 
staff  to  stay  here,”  Kohn  says. 
“We  have  a  higher  level  of  toler¬ 
ance  than  some  companies  are 
going  to  have.  We  can  let  them 
try  out  something  new. . . .  It’s  a 
part  of  the  job  that  people 
like.”  a 
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these  markets  promise  to 
enable  rapid  delivery  of  new 
high-speed,  cost-effective  ser¬ 
vices,  such  as  converged 
voice/data  networks,  metro¬ 
politan-  and  wide-area  Ether¬ 
net  and  wavelength  services. 

Softswitches,  server-based 
software  that  controls  phone 
calls  on  voice  and  packet  net¬ 
works  and  makes  possible 
advanced  services,  made  a 
splash  at  the  show.  Service 
provider  GoBeam  integrates 
phones  and  Web  browsers  so 
users  can  return  phone  calls 
by  clicking  on  a  computer  dis¬ 
play  of  calls  they  missed.  This 
is  an  early  implementation  of 
a  softswitch  service.  So  far 
most  softswitch  services  pull 
Internet  modem  calls  off 
the  regular  circuit-switched 
phone  network  and  direct 
them  to  a  packet  network. 

At  the  show,  Sylantro 
announced  a  new  service 
application  for  its  Applications 
Switch  softswitch  called  com- 
RIO,  in  which  RIO  stands  for 
remote  instant  office. The  soft¬ 
ware  links  users  who  have 
access  to  a  phone  and  the 
Internet  with  a  network-based 
messaging  system.  GoBeam 
uses  Sylantro  gear  to  support 
its  services. 

Users  tap  into  a  service 
provider  Web  site  that  lists  the 
calls  they  have 


received  and  click  on  the  calls 
they  want  to  return.  CallRIO 
then  makes  the  connection. 

Meanwhile,  ipVerse,  one  of 
the  few  pure  softswitch  vendors 
in  the  industry,  announced  in¬ 
teroperability  with  Sonus  Net¬ 
works'  media  gateway,  a  device 
that  takes 

mstntcUons^e  W|j|]|| 

softswitch  to 
convert 


Sift 


she  says.  Eventually,  though, 
service  providers  will  buy 
these  softswitches. 

Catch  the  wavelength 

Wavelength  routing  is 
another  direction  in  which 
service  providers  are  heading, 
according  to 
some  of  the 
leading  tele¬ 
com  vendors. 
Wavelength 


NEWS 

phone  calls  --- . . . . .  routing 


from  circuit- 

switched  to  packet  and  vice 
versa.  This  means  service 
providers  can  use  multiple  ven¬ 
dors  to  support  services,  which 
they  believe  keeps  costs  down. 

Such  interoperability  is 
essential  to  ipVerse  because 
its  Control  Switch  would  be 
useless  without  other  equip¬ 
ment  to  control. 

Despite  the  activity,  market 
reality  says  that  times  will 
remain  tough  for  softswitch 
vendors  for  another  four 
months  at  least,  says  Christin 
Flynn,  an  analyst  with  The  Yan¬ 
kee  Group.  According  to  anec¬ 
dotal  evidence  from  service 
providers,  they  have  cut 
spending  on  new  equipment, 
but  that  should  loosen  up. 

Many  service  providers 
have  decided  to  use  soft- 
switches  and  have  budgeted 
for  them,  but  are  sitting  on  the 
money  until  it  is  certain  they 
won’t  need  those  funds  to 
make  up  shortfalls  elsewhere, 


enables 

faster,  more  reliable  service 
provisioning  to  corporations, 
and  major  carriers  such  as 
Broadwing,  AT&T  and  World¬ 
Com  have  or  will  soon  offer 
services  based  on  it. 

Nortel  unveiled  its  OPTera 
Connect  PX  photonic  switch, 
an  all-optical  switch  that  Nor¬ 
tel  says  lets  service  providers 
establish  meshed  networks  for 
more  efficient  use  of  band¬ 
width  without  converting 
light  pulses  to  electrical  sig¬ 
nals.  The  OPTera  Connect  PX 
incorporates  a  micro-electro- 
mechanical  system  switch  fab¬ 
ric  and  is  the  result  of  Nortel’s 
acquisition  of  Xros  last  year. 

The  OPTera  Connect  PX 
supports  1,008  duplex  ports 
at  10G,  40G  or  80G  bit/sec, 
Nortel  says.  It  can  set  up  1,000 
connections  simultaneously 
within  60  msec,  Nortel  claims. 

In  the  SuperComm  demo, 
the  OPTera  Connect  PX  was 
teamed  with  Juniper  Networks 


routers  and  EMC  storage 
devices  to  show  how  services, 
such  as  optical  VPNs  and  stor¬ 
age  networking,  might  be  pro¬ 
visioned  using  two  signaling 
protocols:  Generalized  Multi¬ 
protocol  Label  Switching 
(GMPLS)  and  Automatic  Switch 
Transport  Network  (ASTN). 

The  Juniper  router  and  EMC 
storage  system  use  GMPLS  and 
ASTN  to  define  and  establish 
connections  through  the  OP¬ 
Tera  Connect  PX  across  a  sim¬ 
ulated  WAN.  GMPLS  and  ASTN 
will  let  service  providers  offer 
—  and  charge  for  —  premium, 
guaranteed  bandwidth  ser¬ 
vices  or  best  effort  services. 

The  OPTera  PX  is  in  cus¬ 
tomer  trials  now  and  will 
be  commercially  available  at 
year-end. 

Lucent  also  demonstrated 
GMPLS  signaling  between  its 
WaveStar  Lambda  Router, 
NX6400  gigabit  router  and  GX 
550  ATM  switch.  The  demo 
showed  an  MPEG2  video 
stream  that  flooded  an 
NX64000  with  IP  packets. The 
NX64000  dropped  packets  to 
deal  with  the  congestion, 
which  distorted  the  video. 

Using  GMPLS,  the  NX64000 
signaled  the  LambdaRouter  to 
turn  up  another  wavelength 
to  provide  enough  bandwidth 
to  accommodate  the  MPEG2 
video  stream.  Lucent  showed 
the  same  demonstration  using 
the  GX  550  ATM  switch 
instead  of  the  LambdaRouter. 
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SEEN  AND  HEARD  AT  SUPERCOMM  2001  LAST  WEEK  IN  ATLANTA 


Money  for  free 

Unisphere  Networks  had  an 
eye-catching  display:  a  plexi¬ 
glass  box  with  U.S.  paper 
money  blowing  around 
inside  on 
the 

updraft 
from  a  fan 
in  the  base.  If 
you  sat  through 
the  company's 
7-minute  video,  you 
had  a  chance  to  stick 
your  hand  inside  and 
grab  all  the  cash  you 
could.  Strangely,  all  the  $1  Os  and  $20s  were 
stuck  to  the  bottom.  On  closer  inspection  it 
turned  out  they  were  painted  on  the  bottom. 
The  only  money  floating  around  was  one- 
dollar  bills.  Unisphere  said  the  display  was 


designed  to  show  you  can  make  money  if 
you  use  Unisphere  gear.  Based  on  the  con¬ 
tents  of  the  box,  the  corollary  would  seem  to 
be:  not  much  money. 

Rumor  mill 

Rumors  abound  at  trade  shows,  and  the 
most  dynamic  here  centered  on  Cisco.  On 
Monday,  Cisco  was  going  to  buy  Marconi.  On 
Tuesday,  it  was  going  to  buy  Alcatel,  and  by 
Wednesday,  that  had  changed  again  to  buying 
Avaya  or  Ciena.  On  Wednesday,  a  rumor 
started  that  didn't  get  very  far  that  Cisco  was 
going  to  buy  Lucent.  Actually,  we  started  that 
one. 

Hello?  Dr.  Freud? 

One  vendor  representative,  who  shall 
remain  nameless,  was  earnestly  explaining 
how  his  product  supports  multiple  levels  of 
service  quality  from  low  to  high.  Service 


providers,  he  said,  could  offer  three  levels  of 
service:  Gold,  Silver  and  Blonde.  Hmmm. 
What  was  he  thinking? 

A  jarring  surprise 

Some  SuperComm  2001  attendees 
returned  to  their  rooms  Monday  night  to  an 
unwelcome  surprise.  Someone  had  come 
in  and  stuck  Marconi  ads  to  their  bathroom 
mirrors.  If  you  brought  the  ad  to  the  Mar¬ 
coni  booth  or  just  mentioned  it,  you  could 
enter  a  raffle  to  win  an  high-definition  TV 
or  a  Pocket  PC.  However,  some  felt  that 
their  privacy  had  been  violated.  Show 
organizers  pointed  out  that  the  ads  were 
left  by  the  hotel  staff  who  cleaned  their 
rooms.  "You  didn't  have  Marconi  execu¬ 
tives  coming  in  and  sticking  things  on  your 
bathroom  mirror,"  a  spokesman  said.  Thank 
goodness. 

—  Network  World  Staff 


IP  router  kingpin  Cisco, 
which  walked  away  from  the 
wavelength  routing  game 
when  it  stopped  developing 
the  ONS  15900  in  April,  is  in 
no  hurry  to  jump  back  into  it. 
The  ONS  15900  was  too  elec¬ 
trical  for  photonic  switching 
requirements.  Cisco  will  wait 
for  “more  stable  component 
technologies”  and  for  carrier 
spending  to  pick  up  before  re¬ 
entering  the  market,  says  Carl 
Russo,  Cisco’s  group  vice  pres¬ 
ident  for  optical  networking. 

“Core  meshes  will  be  the 
way  networks  are  built,”  Russo 
says.  “But  they  need  to  be 
more  optical  than  [electrical]. 
And  the  [ONS  15900]  Wave¬ 
length  Router  was  ahead  of  its 
time  for  [the  lack  of]  mesh 
deployments.  But  the  switch¬ 
ing  fabric  could  never  achieve 
the  cost  per  route  needed.  It 
was  not  economically  viable. 
But  we  didn’t  pitch  the  intel¬ 
lectual  property  out  the 
window.” 

Another  technology  being 
spared  from  window  pitching 
is  SONET  —  despite  all  the 
hype  at  SuperComm  about  the 
advantages  of  optical  Ether¬ 
net.  There’s  a  healthy  debate 
in  the  industry  as  to  whether 
Ethernet  will  displace  the  bil¬ 
lions  of  dollars  of  installed 
SONET  infrastructure,  and 
that  debate  gathered  some 
steam  at  SuperComm. 

Advances  such  as  Resilient 
Packet  Ring  are  intended  to 
bring  some  of  SONET’s  resili¬ 
ency  to  Ethernet  and  make 
Ethernet  a  more  compelling 
service  infrastructure  than 
SONET.  Some  say  the  service 
provider  world  will  eventually 
go  Ethernet;  some  say  it  will 
not. 

Service  provider  Yipes  sees 
Ethernet  moving  gradually  into 
the  WAN  environment  because 
of  its  ability  to  flexibly  scale  to 
higher  bandwidths. 

“Because  of  the  conver¬ 
gence  of  optics  and  electron¬ 
ics,  the  industry  is  seeing  the 
environment  of  the  LAN  grad¬ 
ually  moving  into  the  [metro¬ 
politan-area  network].  Eventu¬ 
ally  we  will  see  it  move  into 
the  WAN  as  well,”  says  Yipes’ 
CTO  Kamran  Sistanizadeh.  'It’s 
all  about  cost.  In  today’s  envi¬ 
ronment...  Ethernet  comes 
out  five  to  10  times  under  the 
cost  of  SONET.”  \A 
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same  amount  of  traffic  and  are 
operating  similar  networks. 

Cable  &  Wireless  require¬ 
ments  include:  the  peer  must 
operate  an  OC-48  backbone 
with  a  network  operations 
center  that  includes  a  contact 
person  available  around  the 
clock.  The  requirements  that 


■  "Some  compa¬ 
nies  engage  in 
posturing  to 
see  if  the  rest 
of  the  industry 
will  follow,  but 
that's  not  likely 
to  happen  in 
this  case." 


Craig  Uthe,  IP  product 
management  director, 
AT&T 

Cable  &  Wireless  includes  in 
its  policy  are  not  unusual,  but 
its  specific  OC-48  network 
prerequisite  is.  For  example, 
WorldCom  s  UUNET  says  its 
peers  must  operate  an  OC-12 
network,  Genuity  says  its  peers 
at  a  minimum  must  operate  an 
003,  as  does  AT&T. 

This  requirement  eliminates 
the  majority  of  some  4,000 
ISPs  from  setting  up  private 
peering  connections  with 
Cable  &  Wireless.  “There  are 
about  10  to  20  ISPs  that  oper¬ 
ate  OC-48  networks,”  says  Pat 
Sheridan,  a  director  at  Cable  & 
Wireless.  Some  of  these  ISPs 
include  Williams  Communica¬ 
tions,  Level  3  Communications, 
UUNET,  AT&T  and  Genuity',  but 


not  Verio,  Sawis  Communica¬ 
tions  or  Infonet. 

While  Cable  &  Wireless’  rules 
are  more  stringent  than  its  com¬ 
petitors’,  the  ISP  may  also  be 
more  strictly  enforcing  its  rules. 
PSINet  was  not  shut  down 
because  it  does  not  have  an  OC- 
48  network,  but  because  it 
wasn’t  sending  Cable  &  Wire¬ 
less  enough  traffic.  Peers  are 
restricted  on  how  much  traffic 
they  can  send,  but  they  are  also 
expected  to  maintain  a  certain 
level  of  traffic. 

Cable  &  Wireless’  traffic 
requirements  are  the  same  as 
Genuity’s,  AT&T’s  and  actually 
more  liberal  than  UUNET’s. 
But  no  other  ISP  shut  down 
PSINet’s  peering  connections 
at  press  time.  And  while  Cable 
&  Wireless  says  that  it’s  likely 
leading  the  pack  with  its  new 
requirements,  others  do  not 
agree. 

“Some  companies  engage  in 
posturing  to  see  if  the  rest  of 
the  industry  will  follow,  but 
that’s  likely  not  going  to  hap¬ 
pen  in  this  case,”  says  Craig 
Uthe,  IP  product  management 
director  at  AT&T. 

“Some  of  the  smaller  ISPs 
might  resent  this  new  policy 
and  will  then  just  switch  to 
another  provider,  especially  if 
no  one  follows,”  he  says. 

That  may  be  fine  with  Cable 
&  Wireless.  Some  have  theo¬ 
rized  that  the  ISP  is  simply  try¬ 
ing  to  develop  a  new  revenue 
source.Transit  fees  or  wholesale 
Internet  access  services  can  eas¬ 
ily  cost  $20,000  to  $100,000 
per  month  for  OC-3  to  OC-12 
connections.  Or  it  may  be  trying 
to  reserve  its  network  resources 
for  paying  enterprise  cus¬ 
tomers.  But  the  service  provider 
says  it  is  simply  updating  its 
peering  policy  to  match  its 
upgraded  network.  3 
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JXTA, 
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“Jini  assumed  that  there 
would  be  a  Java  node  some¬ 
where  on  the  net,”  says  Juan 
Carlos  Soto,  Sun’s  group 
product  market¬ 
ing  manager  for 
JXTA.  “JXTA  does 
not  make  that 
assumption.” 

There  are  other 
differences,  Soto 
says.  Jini  focused 
more  on  APIs  and 
the  Java  language. 

JXTA  focuses  on 
protocols  and 
doesn’t  care  what 
language  develop¬ 
ers  use  to  write 
code. 

“The  Jini  programming 
model  is  foreign  to  most 
application  developers,”  says 
Frank  Greco,  CEO  of  Cross¬ 
roads  Technologies,  a  New 
York  software  engineering 
company  that  focuses  on 
mobile  applications. “JXTA  is  a 
very  nice  interim  step  to  pull 
them  into  a  more  distributed 
environment.  It  will  show 
them  what  can  be  done  with 
a  flexible  and  secure  peer-to- 
peer  framework.” 

The  peer-to-peer  JXTA  pro¬ 
tocols  will  let  programs  inter¬ 
act  with  each  other  over  the 
’Net,  as  HTTP  and  HTML  let 
Web  browsers  work  with  any 
Web  server.  “HTTP  and  HTML 


All  the  rage 

Since  JXTA  was 
unveiled  on  April  25, 
Sun  says  developers 
have  downloaded 
50,000  copies  of  the 
distributed 
computing  software. 


let  you  distribute  a  client/ 
server  model  over  the  Inter¬ 
net,”  Sun’s  Soto  says.  But 
client  and  other  devices  on 
the  edge  of  the  network  have 
become  more  powerful  and 
more  capable  than  ever. 

Details  of  the 
JXTA  project, 
conceived  in 
Sun’s  research 
group  under  Sun 
Chief  Scientist 
Bill  Joy,  are  at 
www.jxta.org. 

JXTA  consists 
of  a  basic  set  of 
protocols  that  let 
computer  nodes 
find  each  other, 
organize  into 
peer  groups, 
exchange  messages  within 
groups  and  manage  the  nodes 
forming  the  group. 

The  JXTA  core  is  a  set  of 
programs,  dubbed  building 
blocks,  that  use  the  protocols 
for  these  purposes.  One  pro¬ 
gram  is  “peer  monitoring,’’ 
used  to  manage  the  nodes  in  a 
group.  This  program  can 
detect  if  one  node  is  using 
too  much  bandwidth  or 
capacity,  then  pass  this  alert 
to  a  management  console 
so  an  administrator  can 
reconfigure  the  faulty  node. 
The  core  also  includes  secur¬ 
ity  features. 

Running  above  these  core 
services  are  generic  programs 
that  make  use  of  the  underly¬ 


ing  protocols.  One  example  is 
JXTA  Search,  a  service  intro¬ 
duced  at  JavaOne,  which  con¬ 
sists  of  source  code  that  per¬ 
forms  a  distributed  search 
among  JXTA  nodes.  Above  the 
services  run  applications, 
such  as  instant  messaging  and 
a  groupware  program,  that 
would  use  the  lower  levels  of 
JXTA  to  let  peers  have  these 
functions. 

“These  layers  are  not  soft¬ 
ware  API  layers,”  says  Steve 
Waterhouse,  director  of  engi¬ 
neering  for  JXTA  applications 
and  services.  “Instead,  it’s  like 
the  protocol  layers  of  TCP/IP, 
with  HTTP  running  above 
that.  In  JXTA,  nodes  can  have 
JXTA  code  written  in  Java  or 
C  or  even  Perl.  But  the  under¬ 
lying  protocols  are  common 
to  them  all.” 

Last  week,  besides  intro¬ 
ducing  JXTA  Search,  Sun 
demonstrated  an  application 
for  encrypted  chat  between 
JXTA  nodes. 

“Current  instant  messaging 
programs  rely  on  servers  for 
security,  to  find  users  and  so 
on,”  Waterhouse  says.  “JXTA 
doesn’t.  We  can  do  a  secure 
chat  between  any  two  JXTA 
nodes.” 

Also  announced  at  the  con¬ 
ference  was  a  project  to  port 
JXTA  to  handheld  devices.  A 
project  to  write  JXTA  in  C, 
as  well  as  in  Java,  was 
announced  at  the  April  25 
JXTA  unveiling.  3 


"The  RiverSoft  technology  would  enable 
me  to  get  a  better  idea  of  my  switch 
connectivity.  Right  now,  what  they  have 
for  Layer  2  is  inadequate." 


Paul  Edmunds,  senior  network  analyst  at  Duke  Energy,  Charlotte,  N.C. 


HP, 

continued  from  page  10 

grate  RiverSoft’s  Network  Man¬ 
agement  Operating  System 
into  OpenView  by  the  second 
half  of  this  year,  which  would 
give  HP  customers  a  way  to  tap 
more  information  from  net¬ 
work  devices.  RiverSoft  tech¬ 
nology  could  be  used  to  deter¬ 
mine  which  applications  are 
using  which  switch  ports  and 
how  well  those  applications 
are  performing. 

“The  RiverSoft  technology 
would  enable  me  to  get  a  bet¬ 
ter  idea  of  my  switch  connec¬ 


tivity.  Right  now,  what  they 
have  for  Layer  2  is  inadequate,” 
says  Paul  Edmunds,  senior  net¬ 
work  analyst  at  Duke  Energy  in 
Charlotte,  N.C. 

Another  OpenView  cus¬ 
tomer,  application  service 
provider  elcom.com,  will  be 
among  the  expected  1,500 
attendees  at  the  OpenView 
2001  Conference  and  will  be 
looking  for  improved  Web  appli¬ 
cation  monitoring  tools. 

“We  want  to  extend  to  a 
deeper  level  of  our  application 
server  environment,”  says  Jim 
Hanrahan,  vice  president  of 
enterprise  sendees  at  the  Nor¬ 


wood,  Mass.,  company.  Beyond 
baseline  monitoring  functions 
such  as  checking  the  availabili¬ 
ty  of  network  devices,  CPU 
resources  or  system  memory, 
Hanrahan  wants  to  be  able  to 
check  components  of  the 
application  environment,  such 
as  testing  live  applications  to 
see  how  they  are  responding 
to  client  requests. 

“We  want  the  ability  to  cus¬ 
tomize  monitoring  tools  to  our 
applications  needs,”  he  says. 

Network  World  Senior  Writer 
Ann  Sullivan  contributed  to 
this  story. 
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Choices  and  avoidance  in  two  parts 


“Life  is  the  acceptance  of  responsi¬ 
bilities  or  their  evasion,  it  is  a  busi¬ 
ness  of  meeting  obligations  or 
avoiding  them.  To  every  man  the 
choice  is  continually  being  offered, 
and  by  the  manner  of  his  choosing 
you  may  fairly  measure  him.” 

—  Author  Ben  Ames  Williams 
(18891953) 


MARK 

GIBBS 


Part  I:  The  Vatican  has  decided 
that  confessions  will  not  be  given 
over  the  Internet. According  to  a 
June  5  Reuters  report,  a  docu¬ 
ment  to  be  issued  by  the  Vati¬ 
can’s  Pontifical  Council  for  Social 
Communication  will  state  that, 
“confession  must 
always  be  carried  out 
within  the  sacramen¬ 
tal  context  of  face-to- 
face  meetings.” 

That’s  an  interest¬ 
ing  interpretation  of 
two  people  sitting 
on  either  side  of  a 
screen  talking  to 
each  other.  As  a  fel¬ 
low  journalist  ques¬ 
tioned  on  a  private 
mailing  list:  “So  how 
to  view  a  confession 
from  someone  dialing  up  on  a 
cell  phone  from  beneath  an 
avalanche  on  Mount  McKinley 
begging  final  forgiveness?” 

I  suggest  to  the  Pontifical  Coun¬ 
cil  for  Social  Communication  that 
the  sacramental  context  exists  in 
the  minds  and  hearts  of  the  partici¬ 
pants  whether  or  not  the  Net  is 
involved.  Sacramental  context  is,  in 
effect,  a  choice  people  make,  not  a 
given  based  on  geography  or  some¬ 
thing  removed  by  networking. 

Part  II:  “OK,  I'll  pay  you  for 


your  time.” 

This  was  perhaps  the  strangest 
response  1  have  ever  had  from  a 
spammer.  Dempsey  Mork  sent  me 
several  copies  of  a  spam  on  a  num¬ 
ber  of  e-mail  accounts  that  are  only 
used  for  Network  World  feedback. 
That  means  someone  spidered  the 
Network  World  Web  site  looking 
for  e-mail  addresses  and  Mork 
acquired  the  list  and  sent  a  gazil¬ 
lion  spams. 

Mork  was  offering  for  sale  the 


shell  of  a  public  company!  This 
shell,  which  Mork  suggests  is  suit¬ 
able  for  a  reverse  merger  (that’s 
where  the  surviving  entity  is  the 
one  acquired),  is  called  the 
Knickerbocker  Capital  Corpora- 
tion.The  company’s  symbol  is 
“KNIKE.’An  EDGAR  filing  says  the 
company  is  waiting  to  figure  out 
what  it  wants  to  do. 

But  here's  where  Mork’s  spam 
stood  out:  Mork  wanted  $390,000 
for  Knickerbocker!  Most  spams  try 
to  get  you  to  chip  in  $50  for  a  thin¬ 
ly  disguised  pyramid  scheme  or  a 
multilevel  marketing  “opportunity” 
that  will  pay  off  if  all  of  America 
joins.  But  here  we  had  someone 
going  after  the  big  bucks! 

Unusual  for  someone  indulging 
in  spamming,  Mork  wasn’t  trying 
to  hide  his  identity  —  the  message 
contained  his  phone  number  and, 
through  a  link  to  EDGAR,  his  com¬ 
pany’s  address.  Given  such  an 
unusual  offer,  I  had  to  call  him. 

Without  any  trouble  I  got  hold 
of  Mork  and  we  discussed  spam¬ 
ming.  He  contended  that  he  wasn’t 
spamming  and  that  the  cost  to 
recipients  was  negligible,  so  we 
explored  that  for  a  while. 

I  pointed  out  he  had  wasted  my 
time.  Not  much,  but  the  process  of 
receiving,  reading  and  deleting  his 
message  as  well  as  the  use  of  my 
connection  and  storage  had  a  real 
cost.  We  agreed  the  value  of  my 
time,  based  on  what  I  charge  for 
consulting  and  speaking,  and  the 
use  of  my  resources  was  $45.  Mork 
offered  to  pay  for  my  time  and,  of 
course,  I  accepted. 

Later  that  day  Mork’s  accountant 
called  me  asking  me  to  substanti¬ 
ate  my  charges  (something  that  I 
refused  to  do),  and  he  said  he’d 
handle  it.  Nothing  happened  for 
three  weeks.  When  I  called  Mork 
today  to  ask  where  the  payment 
was,  he  also  resorted  to  beating  the 
same  “substantiate”  drum.  By  the 
time  I  finish  substantiating  and  add 
in  the  cost  of  telephoning,  the  cost 
will  be  10  times  what  he  offered 
me  for  handling  his  spam. 

So  if  Mork  has  spammed  you, 
perhaps  you’d  like  to  call  him  and 
request  payment  for  the  time  you 
spent  handling  his  spam.  Perhaps 
you’ll  be  luckier  than  I  was. 

Payment  notifications  to  nw 
column  @gibbs.  com. 
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PAUL 

MCNAMARA 


Confession:  Buzz  does  not  instant 
message. 

Like  many  workplaces,  though,  Network 
World  does  have  pockets  of  instant  messag¬ 
ing  —  IM  in  the  vernacular  —  that  have 
sprouted  up  willy-nilly  and  without  the  involve¬ 
ment  of  our  IT  department. 

Proponents  have  said  for  years  that  it  is 
only  a  matter  of  time  before  IM  becomes  a 
staple  on  corporate  desktops  ...  and  evidence 
is  emerging  thatthe  time  may  be  near. 

"Instant  messaging  has  become  a  mission- 
critical  business  tool,"  says  Allen  Drennan, 
whose  San  Diego  company  WiredRed  Soft¬ 
ware  last  week  released  Version  3.0  of  its  e/pop  instant  messaging  suite. 
"Some  use  it  more  than  e-mail." 

(Of  course,  many  still  think  of  instant  messaging  as  merely  another 
distraction  keeping  their  kids  from  doing  their  homework,  but  I  digress.) 

Market  research  firm  IDC  predicts  corporate  IM  users  worldwide  will 
balloon  from  5.5  million  last  year  to  more  than  180  million  in  2004. 

Drennan  believes  the  days  of  willy-nilly  adoption  are  numbered,  too. 

"A  lot  of  consumer-based  IM  has  infiltrated  corporate  America  and  is 
causing  a  lot  of  problems,"  he  says,  primarily  in  the  security  arena. 

In  the  face  of  such  rogue  use,  it  certainly  makes  sense  that  IT  depart¬ 
ments  would  examine  products  such  as  e/pop  and  SameTime  from 
Lotus.  How  much  they're  willing  to  spend  remains  an  open  question. 

The  newest  e/pop  adds  text  conferencing,  presence  management, 
application  sharing,  strong  encryption  and  voice-over-IP  capabilities. 

"We're  in  the  beginning  of  a  marketplace  that  is  just  learning  the  ben¬ 
efits  of  the  technology,"  Drennan  says. 

He  gave  me  a  copy  of  the  software  to  try.  Who  knows?  Maybe  it's 
time. 


There  are  precious  few  bet-your-bottom-dollar  Internet  business 
opportunities,  yet  it  took  an  act  of  the  Nevada  legislature  last  week  to 
formally  pave  the  way  for  the  surest  of  the  sure  things:  online  gambling. 

Of  course,  there  remains  the  sticky  matter  of  the  Justice  Department 
having  declared  Internet  gambling  illegal.  But  Nevada  lawmakers  essen¬ 
tially  thumbed  their  noses  at  the  feds,  saying,  in  so  many  words:  "We 
ain't  blind  . . .  and  we'll  see  ya  in  court." 

Why  not?  Internet  gambling  has  become  a  billion-dollar  business 
without  legal  sanction  in  this  country  and  without  the  involvement  of 
those  companies  most  likely  to  realize  its  true  potential:  casino  owners. 

No  one  whose  livelihood  depends  on  gambling  dollars  —  in  other 
words,  every  man  and  woman  in  Nevada  —  can  afford  to  deny  the 
inevitability  of  Internet  gambling  (although  many  in  the  casino  industry 
did  just  that  for  years).  Paternalistic  liberals  and  moralizing  finger- 
wavers  can  tsk-tsk  all  they  please  about  the  evils  of  wagering.  But  the 
prohibitionists  have  not  a  prayer  of  preventing  those  they  can't  persuade 
from  pursuing  their  favorite  games  of  chance  online. 

Not  only  is  this  genie  out  of  the  bottle  —  online  gambling  thrives  off¬ 
shore,  beyond  the  reach  of  U.S.  authorities  — but  the  odds  of  that 
dynamic  being  altered  are,  oh,  let’s  say  1  in  1,000. 

They  know  nothing  in  Nevada  if  not  odds.  Which  is  why  the  state's 
senate  last  week  authorized  two-year  Internet  gambling  licenses  at 
$500,000  a  pop  and  levied  a  6%  tax  on  gross  winnings. 

Anyone  who  doubts  they'll  get  away  with  it  hasn't  been  to  Vegas 
since  the  Rat  Pack  was  tearing  up  The  Sands. 


Free  technical  training?  No,  I'm  not  looking  for  any,  or,  heaven  for¬ 
bid,  offering.  Instead,  I'm  just  beginning  to  do  the  reporting  for  a  story 
about  the  subject  that  will  appear  in  Network  World's  Management 
Strategies  section  in  August. 

You  can  help,  too.  If  you  have  experienced  or  know  of  any  free  train¬ 
ing  opportunities  —  good  ones  or  stinkers  —  please  drop  me  a  line  with 
a  few  details  and  your  take  on  the  value  proposition. 

Network  World  thanks  you  in  advance.  The  address  is 
buzz@nww.com. 
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THERE  WERE  NO  OPEN  ENVIRONMENTS  BACK  IN  THE  PARALLEL  UNIVERSE.  HERE  THEY  COULD  BREATHE... 
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If  the  look  on  the  CTO's  face  is  any  indication,  Yipes  Communications,  Inc.  is  one  happy  camper.  Yipes  — 
the  defining  provider  of  Ethernet-based  metropolitan  optical  networks  for  IP  services  —  is  offering 
businesses  in  over  20  major  U.S.  cities  a  fast,  scalable  and  extremely  affordable  alternative  to  ATM  and 
SONET.  Because  of  Extreme  Networks'  Alpine'"!  BlackDiamond®  and  Summit®  switches,  Yipes  can  provision 
its  customers  with  bandwidth  on  demand  —  from  1  Mbps  to  1  Gbps  —  over  the  same  strand  of  fiber. 
A  powerful  networking  solution  that's  a  dream  come  true  —  for  everyone  except  the  competition. 
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